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Rural America 


needs ¥ 0 G E 


FROST PROOF 


CLOSETS & HYDRANTS! 


Everv FARMER ¢ CAMP ORGANIZATION « RESORT 
SUMMER HOME + COUNTRY CLUB is a prospect! 





VOCEL Frost Proof HYDRANTS 








For installation outdoors and indoors or wherever running water 
is desired regardless of the temperature. There is a big market in 
y- i 
f- your town for Vogel frost-proof hydrants among gas stations, 
ed garages, parks, cemeteries, railroads, mill and industrial yards, etc. 
he For fire protection, every home or building beyond city fire hydrant { 
systems should be protected with Vogel frost-proof hydrants. Sell 
ym- Vogel frost-proof hydrants to this big market in your town. Vogel 
for hydrants put running water where you want it when you want it 


summer or winter. 


VOCEL Frost Proof CLOSETS 


For installation in any unheated location or place where heat is 
not always required. There is a big market in your town for Voge! 
frost-proof closets in warehouses, unheated factory areas, com- 
P fort stations in public parks, stadiums, golf courses, cemeteries, 
55 railroads, mine and industrial yards, summer camps, resorts and 
cottages, gas stations, etc. Exclusive features found only in a 
closet of this type. Over-top flush, VOGEL patented Vacuum 
apes GnAGR waste Breaker, Ball check waste. Uses only 4 gals. water. China bowl, 
hardwood seat, heavy brass valves. White enamel tank. 











VOGEL PATENTED 
VACUUM BREAKER 



















JOSEPH A. VOGEL CO. WILMINGTON 99, DEL. 










Users like the Vozel Hydrant be- 
cause it never fools them. When 
tney see the handle in an upright 
position they know the water is 
surely shut off Any hydrant that 
does not positively shut off will 
waste water in Summer, and is sure 
to freeze in Winter. 
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STANTON & HILLIER 
architects 

GEO. WAGSCHAL 

& ASSOCIATES 
mechanical engineers 
W. E. WOOD COMPANY 
general contractors 


DAVIS BROTHERS, INC. 
plumbing contractors 


AMERICAN-STANDARD 
plumbing wholesalers 
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OAKWOOD HOSPITAL, Dearborn, Michigan, provides maximum ease of professional 
and supply services to patients, with minimum physical effort by personnel. 
As shown in floor plan (left) both steps and time are saved. 


ENTHUSIASTIC APPLAUSE FRUM NURSES 


and adjacent to its own utility services. Each bed 








steps was a major factor in the planning each room has lavatory and toilet. These features 
hi of the new Oakwood Hospital, Dearborn, are typical of the high standards which dominated 
Michigan. By adopting an offset cross plan, all of the planning, constructing and equipping of 
with relatively short nursing wings converging this outstanding hospital. Likewise typical of high- 


LG That precious commodity known as nurses’ in two-patient rooms has its own window, and 


at a central elevator core, greatly reduced nurses’ est standards was the selection of SLOAN Flush VALVES 
travel was effected. Two nursing stations face the for installation throughout the building—more evi- 
central core, each located in its own half of the floor dence of preference that explains why... 


mene mass Pteak VALVES 


are sold than all other makes combined 





SLOAN VALVE COMPANY * CHICAGO ¢ ILLINOIS —- (= 


Another achievement in efficiency, endurance and econ- 
omy is the sLoan Act-O-Matic sHOWER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. When turned on it delivers cone- 
within-cone spray of maximum efficiency. When turned 
off it drains instantly. It gives greatest bathing satisfac- 
tion, and saves water, fuel and maintenance service costs. 
Write for completely descriptive folder 
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THE 
CRAFT-CUT 
MODEL 
with enclosed 
canopy and 
light fixture 





























. Put the new CRAFT Shower Cabi- 

net Catalog to work building sales, 

WEP volume and profits for you—write 
for your free copy today! 


Quality Materials, Quality Workmanship, and Quality Styling are the 
hallmarks of all Craft Shower Cabinets. That’s why, with men who know, 
Craft Shower Cabinets are considered to be the finest, fastest-selling showers 
on the market today. All Craft Showers carry a special Guarantee. 
Models for every type of installation. Glass doors available for every 
model. Immediate Delivery. 


“. “*e, CUTLER METAL PRODUCTS CO. 


1025 LINE STREET, CAMDEN 3, NEW JERSEY 


SPECIFY CRAFT—IT'S A WHALE OF A STALL SHOWER 


es 
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Speedway sink supplies are available with 34” and 14” Iron Pipe Size by 34” 
and 14” Outside Dimension Tube Sizes with angle and straight male or female 
compression fittings and compression valve. Speedway sink supplies elimi- 
nates rubber slip washers, blow-outs and call-backs due to faulty installation. 


BETTER BRASS GOODS BY 


ass oS Craft 


MANUFACTURING COMPANY 


2821 Brooklyn Avenue + Detroit 1, Michigan 


SPEEOWAY AND SPEE-DELUXE FLEXIBLE TUBES IN 12”, 20”, 30”, AND 36” LENGTHS 


Lavatory Closet Sink Rubber Female 
Supply Supply Supply Cone & 4 Adaptor 
Washer 


oc & ANGLE 
COMPRESSION ‘3 "DS COMPRESSION 


eof © Aa 2 Boh Got 
Ce ens S=S= 


MPPLES 
SUPPLIES AND FITTINGS ARE AVAILABLE IN SPEEDWAY (96° 0.0.) AND SPEE-DELUKE (25° 0.0.) TUBE 


IF iT’s \ \ Seecowar...11's (Cont le / | 
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For 
Protection Against 
Excessive Temperatures 
»»- Dangerous 

Tank Pressure 

» Tunstall 
TEMPO RELIEF VALVE 


























eteeecety 


Here is a completely automatic safety relief 
valve that gives 3-way protection... 
temperature relief, pressure relief and vacuum 
relief. Self-cleaning. Reseats Automatically — 
there is no fuse plug to melt — nothing to replace. 
Water never touches the delicate thermostatic 
bellows, unless the valve is called upon 

to relieve; the sensitive stem constantly 

checks water temperature. 


HOT WATER TANK EXPLOSIONS CAN BE PREVENTED 





To keep domestic hot water tanks safe, excessive tempera- regardless of its condition ... could cause the tank to 
tures must be prevented. Pressure relief alone is not enough! rupture, flashing the water into steam. Domestic hot 
Water under normal line pressures boils at much higher water tanks are not meant to hold steam; therefore, 
temperatures than 212°F. The thermal expansion caused by temperature relief must work with pressure relief to 
these temperatures puts additional stress upon any tank assure complete safety. 








A.W. CASH VALVE MANUFACTURING CORPORATION « 6661 E. Wabash + Decatur, Illinois 
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Youre “OUT IN FRONT” as an QOil-O-Matic Dealer because your 
‘product has the selling features that ring the bell on your cash 
register and ring it often. Here’s why... 


O1L-O-MATIC LEADS IN / Years-ahead Oil-O- 
Matic Engineering originated the Metered Low Pressure principle... 
most important advance in oil heat history. 


Oll-o-MATIC LEADS IN CQeadabilii7,/ With exclusive 
Metered Low Pressure, Oil-O-Matic lasts twice as long as ordinary oil ° 
burners, requires far less service. Oil-O-Matic’s famous Oil-Air 
Nozzle is actually GUARANTEED for LIFE. 


OIL-O-MATIC LEADS IN ELonomy,/ Metered Low Pressure cuts 

fuel costs 3 ways: (1) Efficiently burns the new, richer, hotter, but 

_ harder-to-burn Catalytic oils .. . result: more heat per fuel dollar. (2) 

“Meters oil drop-by-drop exactly as needed. (3) Burns fuel com- 
pletely by double blending oil and air for a hotter, cleaner flame. 


“Tell these facts, and you se// Oil-O-Matic. Ask any man who has 
an Oil-O-Matic Franchise. He'll tell you this... 


ITED . 47 PAYS TO BE AN OIL-O-MATIC DEALER 
1e tank to 
° - : j ; For other reasons 
nestic hot . why you're “Ont in 
therefore, Vz oN Front” as an Oil-0- 
: Vila mes a << Matic Dealer, write for 


> relief to ; es : 4 3 reprints of entire ser 5 es 


HOME HEATING 








WILUAMS Oll-O-MATIC DIVISION 


Eureka Williams 


CORPORATION 
Bloomington, Illinois 


Better Products, Better Made... ye bali. lining. /* 
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_ « « dependability 
in the plumbing and 
heating field. 








L 
=: 


By concentrating on the manufacture of plumbing and heating trade the biggest value 
one class of valves, and by employing the __ in the field. 


most modern cost-saving quality production Carried in stock by all leading plumbing and 
methods, Hammond is able to offer the heating wholesalers. 











HAMMOND BRASS WORKS 


HAMMOND, INDIANA 


OriGinatoRresS GOP INDBIVIBUAL VALVE PACKAGING 
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PIPE WITH THE YEARMARK 


- 


isbesinins DATES IN HISTORY 


Of great importance in American history is the battle between the first 
ironclads, the MONITOR and the MERRIMAC, in 1862. This date should 
be especially remembered because of the increased demand it eventually 
created for steel products. Just as these two ships were pioneers in a 
new trend, Wheatland, too, leads the way ... with quality pipe. Standing 


behind the date on every pipe produced by its mills, the Wheatland 
Tube Company’s years of experience have made their name synonymous 


with dependability. 


WHEATLAND TUBE COMPANY 


BANKERS SECURITIES BLDG., PHILADELPHIA 7, PA. 


Scrap is urgently needed to help keep America strong and fre* Do your part — get in your 


scrap 


today ! 
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Why it’s better to buy... 
B & G MONOFLO FITTINGS 


Save time—cut cost—and side-frack trouble 
in one-pipe forced hot water heating systems 





Precision-built by specially designed machines 


risers without penalizing the pump with excessive 
resistance. 
And—this is important to the installer—B & G Mono- 


A one-pipe forced hot water system achieves maxi- 
mum efficiency when equipped with B & G Monoflo 


Fittings. These fittings are not just ‘‘scoops’’ or 


““chokes’’ but engineered devices for diverting water in 
cofrect amounts into the radiation circuits. 


Accurately machined orifices assure proper temper- 
ature drops and permit the use of economically sized 


/ 


flo Fittings are units of exceptionally precise manu- 
facture. The threads are tapped with extreme accuracy 
by machines designed especially for the purpose. In- 
stallation is always easy, with no “‘cranking”’ of pipes. 


B&G MONOFLO FITTINGS 


7 


Typical single circuit B&G 
Monoflo System with year 
around domestic hot water. 


c Oo M 


68G 
MONOFLO FITTING 


For complete information, 


send for Bulletin DF-450. 


it a TTS ~ 


88G a - 
v4 (> ~ 


BGG ANGLE 


INDIRECT 
HEATER 


P A WY 





Dept. CP-1, Morton Grove, Illinois 
Canadian Licensee: S. A. Armstrong, Ltd., 1400 O' Connor Drive, Toronto, Canada 
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You can show your prospects ample PROOF of 
HEIL’s efficiency. You can see and show how 
HEIL design makes better use of the fuel, how 
HEIL can give better, more uniform heating. 
You can demonstrate how HEIL quality construc- 
tion cuts upkeep. With HEIL, you have a better 
unit—a unit that is provably easier to sell. Write 


now for details. You'll like dealing with HEIL. 





Oil-Fired and ed Oil-Fired and 
Gas-Fired Winter Gor-Fired va 


Air Conditioners Highboys Z Conversion 
= Burners 


Oil and Gas 
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Some NEW things 
a lady appreciates! 











Here’s a steel tub line that’s really All Murray tubs are finished with 
new! For the first time anywhere, acid and stain resistant porcelain — 
Murray offers an all-steel bathtub at no added cost! 4 beautiful colors 
with the sloping back or comfort- plus white. 

angle that everyone wants. Smooth, bump-free bottom is easi- 


This feature is not available in any est to clean, drains all the water. 


other steel tub! It’s the result of exten- Extra-safe! 

sive Murray experience in the auto- Raised flanges prevent water scep- 
motive field. It’s a selling feature age behind tub. 

without equal . . . combined with all Lightweight, easy to install, easy to 
these additional features: store. 


NEW murray ENAMELED STEEL FIXTURES - 





Utility Flat Rim Lavatory, LA-22, 21” LH Sink and Tray Combination, with 

x 17”, for building-in. Three holes, 4” cabinet. TCA-52, 42” x 25”; also 

centers. Colors: white, tan, green available RH. Fittings, strainer, tray 

blue, ivory. Bowl: 15%” x 11” x 6”; plug, rubber stopper, sliding drain- 

ledge, 19” x 3”. board. Also furnished without cabinet, 
with leg and hanger bar. 


Flat Rim Sink and Tray Combination, 
STA-32, 42” x 20%”, for building-in. 
Interchangeable for LH or RH instal- 
lations. Sink: 175%” x 16%” x 6%”. 
Tray: 17%” x 16%” x 11”. Available 
with sliding drainboard, DBA-501. 


NO ONE MAKES PLUMBING FIXTURES LIKE 


TURRAY 


THE MURRAY CORPORATION OF AMERICA, HOME APPLIANCE. DIVISION, SCRANTON 2, PA. 
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ing flew Package’ 





QUALITY Tight joints, perfect threads 
and accurate machining assure concen- 


tricity and positive alignment. 


nished with DESIGN Sturdy wall proportions 


porcelain — P, x St ad resist severe usage. 
tiful colors é 


tom is easi- MATERIAL... Malleable iron with solid 


the water. > & ~ gr anre bronze seat guarantees superior service. 


gore, ee INSPECTION ... Every union indi- 


tall, easy to vidually tested under water at 








80 Ibs. air pressure. 


tion, with 
25”; also 
iner, tray 
g drain- 
t cabinet, 


bination, 
ilding-in. 
Hi - 9 
on”. *This smart new package simplifies stocking and 
display. Instant positive identification provided 


by clear legible labels on both top and bottom. 


MALLEABLE IRON FITTINGS CO. 


BRANFORD, CONNECTICUT 
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when you install 


—T8B 


CONVECTORS 


A job well done, a customer satisfied, makes a valu- with no time lag in getting the heat from boiler to 








a 


able friend for you in your community. Convection ‘room. Here is heating comfort at its best and fuel 
Heating — with Tuttle & Bailey Convectors — will economy too. 


help you make and keep many friends. Here is 
Tuttle & Bailey Convectors are beautifully 
heating that provides constant, gentle circulation of : poe 
styled, blend harmoniously with any interior design 
room air... even temperature from floor to ceiling Et : 
and furnishings. Packaged for easy handling too, 

... no stratification, no drafts. ; 
To get the details, write for Catalog C9. 








Here is quick response to thermostatic control 





IN, CONNECTICUT 
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R CONDITIONING AND VENTILATING 


















ugust, 1952 





boiler to 
and fuel 


utifully 
t design 


ng too, 








August, 1952 







New TORID 


DOMESTIC ENGINEERING 17 


Modern 
Sel fom Homes. 


@ The TORIDHEET model ORA-75 Hi-Boy com- 
bines all the qualities for the perfect ground floor 
installation. Check these sales-making advantages. 


A Whisper-Quiet Operation 
The TORIDHEET Wall Flame burner used in the 












ORA-75 Hi-Boy is self-lubricating—has only one 
moving part. 


A Minimum Floor Space 


The TORIDHEET ORA-75 Hi-Boy’s base 
dimensions are only 23 x 28 inches—easy to fit 
in even the smallest house plan. 


MM Unmatched Economy 


The ORA-75 Hi-Boy’s famous TORIDHEET 
Wall-Flame burner has proved fuel savings of 
25% to 50% over oil burners of other types. 












Famous TORIDHEET 


At AM fr Wiy\ Rotary Wall Flame 
Ns NY at ) burner used in model 
Nutini’! 7!!! ORA-75 Hi-Boy burns 





catalytic oil with top 
efficiency. 


...For Conversion jobs and in complete heating plants 


Other Toridheet units for every need...every budget...Gun Burners... Gun 
Fired Boilers and Furnaces...Gas Conversion Burners and Gas Fired Furnaces 





§ 
ome Sl a A ee 


ir ‘idh TORIDHEET DIVISION 
Orl pa CLEVELAND STEEL PRODUCTS CORPORATION 
Cleveland 2, Ohio 


7320 Madison Avenue 
AUTOMATIC HEATING 







Affiliated Canadian Manufacturers: Conroy Mfg. Company, Ltd., Catherine St., St. Catherines, Ont. 
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“You sure fixed 
those dripping pipes 
that were damaging 


our stock!” 





“Thank that 


J-M quality pipe 
insulation, Bert... 
it’s tops for cold 


water pipes.” 


Condensation drip from cold water pipes can seriously damage 
stored merchandise. To eliminate this hazard and earn the good 
will of your storekeeper customers, just specify Anti-Sweat .. . 
the Johns-Manville quality pipe insulation that is designed to 
prevent sweating and dripping. 


Johns-Manville Anti-Sweat Pipe Insulation is a strong, resili- 
ent, durable material made of pre-shrunk insulating felts and 
waterproofing felts. The waterproofing felts, on the inner and 
outer surfaces of each layer, protect the insulation against mois- 
ture infiltration . . . thus prevent condensation and dripping. J-M 
Anti-Sweat also keeps cold water cold—it’s used for cold and 
ice water service from 45 degrees Fahrenheit and up. 


Johns-Manville products for the plumbing and heating trade 
are carried by leading plumbing and heating wholesalers. For 
further information, write Johns-Manville, Box 60, New York 16, 
New York. In Canada, 199 Bay Street, Toronto 1, Ontario. 

















SEND FOR THIS NEW 
24-PAGE CATALOG 

Some of the time-tested J-M a 
products covered in this f/ 
catalog are described < 
briefly below. 


Insulating Fire Brick for 

building oil burner fireboxes; JoM 85% 

Magnesia Pipe Insulation for top value on 

heated lines to 600F; Fireite* Asbestos Furnace Cement 
for sealing joints in stoves, heaters, ranges, etc.; Pre- 
Shrunk Asbestocel* Pipe insulation for steam and hot 
water lines; Asbestocel Range Boiler Jackets for insu- 
lating vertical and horizontal hot water boilers; Pack- 
ings and Gaskets for all kinds of plumbing and heating 
applications; Transite* Asbestos-Cement Pipe for con- 
veying wastes from houses Yo street sewers or septic 
tanks; for venting domestic gas-burning appliances; and 
for venting soil and waste pipe. 

Write Johns-Manville for your copy of Brochure IN-57A. 








*Reg. U.S. Pat. Off. 





FOR BETTER PLUMBING AND HEATING SERVICE 


_ij Johns-Manville INSULATIONS 
TV} 
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1. easy one-man 
installation 








no storage tank 
low-cost 
top efficiency 


NOW you can get a compact General All-copper Tankless 

Heater for every home . . . for apartments, hotels, country clubs, 
office buildings. Your customer gets “hot water by-the-barrel’”’ 

at low cost, and you save time and back-breaking labor making the 
installation. You just can’t find another water heater on the 
market as compact and easy to handle. One man can easily install 
a General-All-copper Tankless without strain, or fear of accident. 


This extreme compactness is made possible by a unique 
“Whirlpool Spiral’’ design. Continuous copper tubing within 
the shell spirals in and out . . . is evenly distributed, providing 
better tube spacing, free boiler water circulation, uniform heat 
transfer, and permitting the use of more tubing in a smaller volume. 


You'll spot other great, exclusive features in these heaters, too 
... fiberglass insulation, rugged octagon wrench grips, and 
seamless copper tubing silver-brazed to specially-designed bronze 
headers. Write for complete story in new illustrated Bulletin. 
General Fittings Co., 118 Georgia Ave., Providence 5, R. I. 


Mr ° 
Pune 


SERVICE 




























A 4.INCH BENDING TEST PROVED TO ME...THIS PIPE IS REALLY, 


BLE 


Manhandle it. You can’t hurt it! L-M Fibre 
Pipe is tough, not brittle; flexible, not rigid. — 











There’s no breakage in transit to worry about, 
Railroads can “hump’”’ it, trucks can jog it over 
the highways. On the job, your men can unload 
it and handle it faster without breakage. L-M 
Pipe is much lighter, too. 






As the deflection test shows, soil settling, ground * 
heaving, and greater-than-normal overburdens won't 
crack the joints on this modern pipe. The friction-welded 
tap-tite couplings don’t pull out and the pipe won’t crack! 
For your customers this means many savings — savings 
in installed costs, in delivery costs. Made of 75% coal tar 
pitch reinforced with completely impregnated cellulose 
Deflected 4 inches—no leaks! fibre, L-M Pipe is permanent. Soil and sewage salts, acids, 
Swe tongs 6b S40 Pine ene teed “th a anidord alkalis, and hot water won’t bother it. It won’t corrode, 
L-M coupling, ond filled with water under pressure. See your plumbing supply distributor for L-M Fibre Pipe 
The bucket is filled with shot until the pipe is deflected for use in house-to-street sewers, septic tank lines, farm 
a full 4 inches! As you see, there’s still no cracking or pea n Ze 
sdtiindy ob'tek Rani Ens anata Qiks: aaee dee irrigation and drainage. Send for free Bulletin 49080. 
stands a crushing load of 1100 pounds per foot— Line Material Company, Milwaukee 1, Wis. (a McGraw 
and never shatters! Electric Company Division). * 














L-M opens new Sherman Plant for better service 
to L-M Fibre Pipe users everywhere. 








Ve VAG 44s 





"0 Neen To CARN ! 
Just OR 





for Better Sewert and Drains. 


Have you seen “Pipe Schemes,’? L-M’s interesting, informative color movie? Write for free showing! 


















_ L-M Pipe comes with tapered onde. 
Short lengths are easily tapered 
on the job, with Tapering Tool and 
L-M Pipe Vise. No waste. 


Here's how easily the tapered 

end of the L-M Fibre Pipe goes 

} into the Taper-Tite Coupling, 
Then it's driven tight. 


L-m's plont loboratories test et . 
lot of raw material and finishe 
pipe to make sure they met 


L-M's exacting standards, 









gtesses, with only one man 
doing the work. Cost per in- 


stalled foot is much lower. 
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ST WATTS Pioneered and Established 


the STANDARDS of 


Watts established that Excessive 
temperature—not pressure — is 
the cause of domestic hot water 
tank and heater explosions. Pres- 
sure relief protection is basic but 
inadequate. Water heated beyond 
its atmospheric boiling point 
(212 ) contains explosive, latent 
heat energy. Combined tempera- 
ture and pressure relief—with 
emphasis upon temperature—is 
now acknowledged to be correct 
protection. 


Watts Engineers discovered con- 
siderable temperature differences 
between the tank top and tee 
(thermal lag) and developed ther- 
mostat extension to contact the 
hottest water for accurate valve 
response. Watts newest extension 
type thermostat has 80% of its 
expansion fluid fill concentrated 
in a bulb where it can be directly 
influenced by the hottest water 
in the tank. Thermal lag cannot 
delay the new valve action. 


Watts established use of superior 
materials in these important safe- 
ty devices. For example: Silicone 
Rubber—the ideal disc material 
for hot water service because of 
its low water absorption and non- 
vulcanizing characteristics. 


Watts Requlator 


Company, 


A hot water 
tank is 


with an 
Automatic 


Watts established graded sizes 
and ratings after determining the 
minimum safety requirements for 
temperature relief protection. Suf- 
ficient discharge capacity. must 
be provided to at least equal the 
B.T.U. heat input of the tank or 
heater. Likewise, materials of 
construction must resist corrosion 
and severest water conditions 
must not impair relief valve op- 
eration. Watts products are built 
ORICUCHOMMOMUr ULM s a 


Watts established correct loca- 
tion principles for installation of 
T & P relief valves. Since special 
tappings for temperature relief 
valves were seldom available, re- 
lief valves had to be installed in 
a tee in the hot water line as near 


as ‘possible to the tank top. 


To understand the soundness of 


the reasoning behind present day 
standards of domestic hot water 


heater protection 


SEND FOR... 


WORLD'S OLDEST and LARGEST 


tawrence, 





Manufacturers of Self-Closing Temperature and Pressure Relief Valve 


Massachusetts 




















The best always « 


Church Excello 


seat and ve 
all the way through 
relexteviehi 








in the long run. 


sderately priced 


astics molded solid 


FT Proo celelenal resilient 


white, DIack 


Tomar caela-monlersieige la seigey 


C. F. CHURCH MFG. CO 
HOLYOKE, MASS 


SEATS WITH COVERS 


For Regular Bowl 


No. 440 — Closed Front 
No. 460 — Open Front 
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For reliable service on Copper ee 
& Copper Alloys, call an ANACONDA 
AnaconpA Distributor 
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In this ultra-modern hospital 


RADIANT HEATING 


promotes comfort too! 


How the “lady with a lamp,”’ performing her 
errands of mercy, amidst crowded pallets of 
Crimean wounded, would have marvelled at 
the hospitals of today! To Florence Nightingale, 
the modern facilities for easing pain and suffer- 
ing would have been unbelievable. And, now, 
even the therapeutic comforts of radiant panel 
heating contribute to the arts of healing! 

As in this ll-story, 600-bed Ohio State Uni- 
versity Medical Center, steel pipe radiant panel 
systems bring new conceptions of heating com- 
fort to hospitals, institutions, schools, commercial 


Steel Pige 
\s ESL Charte 


and public buildings and, of course, modern 
new homes. 

Steel pipe, more than any other, has made the 
large-scale application of radiant heating eco- 
nomically practical in any type of building; 
while the demonstrated performance capacity 
of steel pipe in hot water and steam heating 
systems, for more than 60 years, attests its 
complete reliability and durability in service. 
That's why steel pipe is first choice—the most 
widely used pipe in the world—for radiant 
panel heating! 


While for & Copy. A free 4 page color booklet ‘Radiant Panel Heating with Steel Pipe’’ 
COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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wherever pipe 
is used 























































pacific fittings 
are used 


Wherever pipe is used, plumbing contractors and 
maintenance men rely on quality-controlled, thread- 
perfect, Pacific Fittings. Pacific Fittings is one of the 
largest manufacturers of refined malleable pipe fit- 
tings, nipples and couplings. The complete line is 
available in bulk, or package-protected for cleaner 
handling, easier storage and quicker inventory... 
threads are protected from rust,-dirt, scale and 
thread damage. Strong carton construction makes 
reshipments more economical, eliminates repacking. 

















Be specific—specify PACIFIC°—the next time you 
order pipe fittings. 






Pipe Fittings Pacific's packaged nipples and pipe fittings are 
are NOT packed in accordance with specifications adopted 
by the National Bureau of Standards. 


TRACE MARK 
bal || “Dp a) 
|| “PACIFIC” | 





all alike For Quality 


feel Pipe’’ “Perfectly machined and and Reliability PAC iFi C FITTING S, 


tested for perfect threads ... Specify DIVISION OF GENERAL METALS CORPORATION 
RCH and alignment. 12024 CENTER STREET » HOLLYDALE, CALIFORNIA 
340 KANSAS ST + SAN FRANCISCO 3, CALIFORNIA 





Stocking Representatives: M. BORNSTEIN CO., INC., WOODSIDE, NEW YORK + A. A. REDDERSON, CHICAGO, ILLINOIS 





Representatives: $. G. ANDERSON, SEATTLE, WASHINGTON « T. C. BRADY, DENVER, COLORADO © ROWELL-DeGRAZIER, FORT WORTH, TEXAS 
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REPRESENTED BY Clarence Slade Barnet Weiner 

Portiand, Oregon Boston, Mass. 
P. C. Abbott & Co. R. H. Gaebler Co. L. J. Grossman Co. Mitchell Love Co. Slaybaugh-Thompson Co. Wingard C ny 
Richmond 19, Va. St. Louis 8, Mo. Cleveland 15, Ohio Philadelphia 30, Pa. Denver, Colo. Fort Worth, Texas 


H. Baron A. S. Gibbons Co. Sam Hexter Shamrock Pibg. Sales Co. Watson Agencies Morris Zwiren 
New York, New York Dayton 6. Ohio Los Angeles 48, Cal. Chicago, Illinois Toronto, Canada Flushing, L. 1., N. Y. 
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BRONZE CASTINGS ARE USED 
FLOW PROBLEMS IN INDUSTRY . 
Bronze and nickel silver valves meet the requirements 


of many industrial flow control problems. First, be- 
cause of the satisfactory engineering properties: pres- 
sure tightness, strength, ductility, and resistance to 
corrosion and erosion. Second, because of low foundry 
costs and excellent machinability. And third, because 


of their dependable service and long life. 
Cast bronze meets the requirements of industry and 





TO CONTROL 





consumer. 
. . Write for your copy of the 8-page Lavingot Technical Journal — Vol. 8, No. 2 — “a 


| FREE . 
taining an article discussing ‘‘Refining Secondary Copper Alloys.’ 





Specify—LAVIN NONFERROUS INGOT—Quality 


INC. 


R. LAVIN & SONS, 


e Refiners of Brass, Bronze and Aluminum 
e Producers of Zinc Base Die Casting Alloys 
ILLINOIS 





iner 

ass. 
ompany 4 

h, Texas ae ae 
his REPRE | S 
» Ky 8, 


3426 S. KEDZIE AVENUE e CHICAGO 23, 
- ENT AEE ES N PRIN C it, 
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Fria CW STEEL PIPE 


is head of the class 














at Jefferson High School 








OWNER: Example of the dest in modern schoolhouse design, this high school in 
Magi gue Tennessee is a mighty pleasant place to work and play. It’s bright, airy 
a a and always comfortable even in deepest winter... a natural result of a 

‘ “es | Knoxville, heating system as carefully planned as the rest of the building. 
Tennessee When it came to selecting pipe, Spang CW Steel Pipe was “head of the 
GENERAL CONTRACTOR: class” as far as everyone was concerned. So Spang CW black was used 
Johnson & Willard, Knoxville, exclusively for this three-zone, two-pipe, vacuum heating system; and 
Vemnemise Spang CW galvanized pipe supplies the siamese connections and fire 

PIPING CONTRACTOR: hose cabinets throughout the building. 

‘Witte Fiuating & Gaetng Comper, Whenever reliability is a must, you, too, will find it pays to specify this 


Knoxville, T K fi ri 7 
apices better pipe. Quality-controlled from raw material to finished pipe, Spang 


CW is always uniform in every way ... always dependable. What’s more, 
you'll find it easy to cut, easy to thread, easy to bend because we watch 
temperatures with extra-care all during forming. 

Ask for it from your nearby Spang Distributor. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Pittsburgh 30, Pa. District 
Sales Offices: Atlanta, Boston, Detroit, Houston, 
ny Angeles, New York, Philadelphia, Pittsburgh, 
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Large rea 
heating... 


WITH OR WITHOUT 
DUCT-WORK 





Ficor Type Unit 





C 
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BLOWER-TYPE 


Unit Heaters 


Where heat must be diffused over large 
open areas, as in warehouses, garages and 
industrial plants, the McQuay Blower- 
Type Unit Heater has a wide application. 
Available in floor, horizontal, vertical, wall 
and inverted styles in 8 sizes, up to 1,600,000 
Btu. Only McQuay can give you famous 
Ripple-Fin coils—the construction feature 
that assures maximum heat transfer effi- 
ciency. Representatives in principal cities. 
Write McQuay Inc., 1636 Broadway Street 
N.E., Minneapolis 13, Minnesota. 





Horizontal Unit 


HEATING 
AIR CONDITIONING 
REFRIGERATION 


MAKE THE SEASONS 
COmtTO YOU 
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FLOORLEVEL...THE BIG NEWS IN NEW ENGLAND! 


a 





Gentlemen: 

The people up here in New England have a reputation for conservatism and 
sound ye feel that the fine reception that they have given to the new 
“Floorlevel”’ Baseboard Hot Water Heating from General Automatic is a wonder- 
ful indication of the true merits of this system. 

We find Floorlevel’s complete packaging a time-saving feature that means 
real economy . . . and its ease of installation makes it a real profit package. 

Yes, we’re sold on Floorlevel . . . the new hot water baseboard system that’s 
the big news in New England. 


\ 
} 


Very truly yours, 


ele. 
bolerel 


SPONGE RUBBER 
DUST SEAL ALONG BACK HOT WATER BASEBOARD RADIATION 
(Prevents Wall Streaks) 
SOLID METAL 
TOP MOULDING 



















‘A COMPLETE 
PACKAGE 


Including . . . fin- 
type heating element, 
front panel and top 
moulding—packaged in 
convenient 10 ft. lengths. 
Wall brackets, inside corn- 
ers, outside corners and 
splices. 


ATTRACTIVE 
SNAP-ON 






















a 
RIM Supportin 
(Conceals section joints) wank enaeeat 


DUAL DE-AIRATOR TANK 
A positive eliminator of 
air blocks in forced hot 


water systems. 


SIMPLIFY YOUR HOT WATER HEATING SALES; 
WITH FLOORLEVEL'S COMPLETE PROFIT PACKAGE! 


EASY HANDLING 


The compactness of Floorlevel’s all-in-one very means easier 


handling. One Michigan distributor installed 2200 sq. ft. of radi- 


ation with only one sma) truckload of Floorlevel. 


General Automatic 
also offers you the cir- 
culator, flow control 
valve, and boiler- bur- 
ner unit designed to 
work best with Floor- 
level Hot Water Base- 


board Heating. 
‘ . . , [ he complete 
No special tools are required; &ll parts are standard and quickl Spec, 50 gives you t P 
obtainable. Save labor, save time and save money eroh, —ed details on the G/A Profit Package. 
level. 





CONVERSION BURNERS BOILER BURNER 
UNITS 


= gENERAL 
= EV = RAW 


coupling. Hen. 



























GENERAL AUTOMATIC PRODUCTS CORP. 


Sinclair Lane © Baltimore 13, M 
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AMERICA’S LARGEST 
LUXURY LINER 


PROVIDES 


WITH 


ALLIANCEWARE 


Typical AllianceWare bathtub installation 
showing bathtubs installed on S.S. United States 


NGINEERING 


i 


ITH space such an important factor, individual 

bathroom facilities on the 8.8. United States 
had to be limited to shower installations except in 
the deluxe passenger suites of this great ship. 


After the most extensive and exhaustive tests by 
the naval architects, porcelain-enamel, formed- 
metal bathtubs produced by AllianceWare were in- 
stalled in all of the ship’s bathrooms that are 


equipped with standard size bathtubs. 


These bathtubs not only provide the beauty and 
attractiveness desired in the bathrooms for such a 
splendid ship, but they also effected some consider- 
able saving in dead weight because formed metal 
bathtubs have strong, rigid construction, but no 


dead weight. 


Whether for a luxury liner, a luxury hotel or 
apartment, an extensive housing project, or the 
most modest home — the outstanding qualities of 
AllianceWare bathtubs make them preferred by 


many builders and architects from coast to coast. 


Alliiane 


ORC EL Ay res 





ALLIANCEWARE, INC. e Alliance, Ohio 


Bathtubs « Lavatories « Toilet Combinations + Sinks 
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WEIL: Me LAIN "EXTRA VALUES” 


eee IN A COMPLETE LINE OF 





FOR HOT WATER HEATING SYSTEMS 
Net connected load: 305 to 900 sa. ft: 














APPROVED BY 
THE AMERICAN 
GAS ASSOCIATION 





Weil-McLain Boilers have always been noted for 
overall efficiency, operating economy and long 
service. This reputation is fully sustained in a 
complete line of gas boilers now developed for 
residential and commerclal applicatton. You'll 
find these units alive with Weil-McLain extra 
values... features which make selling easier, more 
profitable. 

Weil-McLain Gas Boilers are cast iron, of course 
.. . for long life. In every detail of construction 
they are designed to extract maximum heat value 
from fuel burned. All units are tested as required 
by ASME code. 

Space here is inadequate to tell the story as you 
should know it . . . for complete information 
send today for the bulletins illustrated. 


WEIL: McLAIN WEIL-McLAIN COMPANY 


MICHIGAN CITY, INDIANA 


BOILERS - RADIATORS 


TYPE H 





GAS BOILERS 


| 
H 
: 
| 
t 














FOR HOT WATER AND STEAM 
Net connected load: Water—720 to 2160 sq. ft. 
Steam—390 to 1240 sq. ft. 

















SERIES 5 
FOR HOT WATER AND STEAM 
Net connected load: 


Steam—1195 to 9,690 sq. ft. 


Water— 2080 to 15,505 sq. ft. 








SEND FOR 
THESE 
BULLETINS 








oo 
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GRABLER 
SQUARE “GEE” PIPE FITTINGS 


Give Relief from Time-Wasting Grief 


ase time and effort usually wasted in fumbling to make pipe connec- 
tions, in finding and cleaning fittings and in handling of pipe and 
fittings, can be greatly reduced with Grabler Square “Gee” Pipe Fittings. 
They assemble quickly without change of pace or loss of time. Every 
Square “Gee” Package-Protected Fitting is instantly at hand, clean and 
ready for use...no time is wasted finding or cleaning fittings and han- 
dling is done by the carton instead of by the piece. You get time-cost 
savings many ways by using Grabler Package-Protected Fittings. Order 
Grabler Package-Protected Fittings and Nipples from your wholesaler. 







:_——— om: om 


THE GRABLER MANUFACTURING COMPANY ce 6565 Broadway, Cleveland 5, Ohio 


DD /\ b 







THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings « 
AAR Fittings * Unions «+ Rail Fittings * Cast Iron Steam and ees 
Drainage Fittings * Patented Drainage Fittings * Copper 
Tube Solder-Joint Fittings * Steel Pipe Nipples » Hangers 
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ARCHITECTS-ENGINEERS: 
loebl, Schiossmon & Bennett 





wilt be 


PLUMBING CONTRACTORS: 
M. J. Corboy Co. 
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Clown 


of CAST 


ENGINEERS: 


Samvel R. Lewis & Assoc. 


IRON PIPE 


Ist in Preference 
of Architec iAy 
Engineers and 

q 


Plumbing Contractors 


This modern apartment building is 
but one of countless structures of all 
types throughout the country for 
which Clow (threaded) Cast Iron 
Pipe has been selected. It was chosen 
because of its lasting corrosion-proof 
qualities which assures a useful serv- 
ice life of more than a century. 
More and more architects and 
plumbers are turning to Clow Cast 
Iron Pipe for 3 to 10 inch down 
spout, waste and vent piping since 
it has such superior qualities and its 
18 foot lengths can be installed faster 


and therefore more economically. 


Clow (threaded) Cast Iron Pipe 
has same O.D. as steel pipe, 
is available with plain or 
lila-telel-teM-talel Sl, mt ae Ole Palo PE > 
and 10 sizes in 18 random 
lengths. Also available with 
integral calking hub on one 
end (other end plain) in 18 
random lengths in 4, 6, and 


8 sizes 


CLOW CAST IRON PIPE CAN BE 


AND FITTED 


on the job, with ordinary 
tools of the piping trade. 


WHOLESALERS OF PLUMBING AND 
HEATING SUPPLIES 


Publishers of the Clow Bulletin 
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Designed for use with normal-pressure water systems— 





TANK MODEL 


Sanistand © 


— 






NEW | 


FIXTURE 


FOR WOMEN’S 
REST ROOMS 


enables you to sell roadside service stations and other 
small businesses...makes your market bigger than ever! 


@ The tank operated Sanistand is the answer for instal- 
lations where direct pressure valves cannot be used. The 
8-gallon tank supplies necessary water for efficient flush- 
ing and proper refill. Using the same waste outlet con- 
nection as a regular water closet, this free-standing 
model is easy to install. 


Like the pedestal and wall-hung models, this new 
urinal for women is constructed throughout of easily 
cleaned, non-absorbent, genuine vitreous china, and is 
available in white and a variety of attractive colors. 


Offering women the same convenience and sanitation 
the standing urinal does for men, the Sanistand fixture 
makes washrooms more pleasing to women patrons and 
reduces rest room maintenance. 


With this new tank model, you will find it easy to sell 
roadside service stations and similar small businesses in 
your community on the advantages of improving their 
rest room facilities. For details, contact your wholesale 
distributor. American Radiator & Standard Sanitary 
Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 


Models to meet every a) 

installation requirement ez, = Pane 
The Sanistand fixture is now avail- a ey \\\ 
able in wall-hung, pedestal, and || ——~. RK \Qy 
tank operated models —to meet h |S 
every public rest room installation | } e NJ 
requirement. Ask your wholesaler 4 | VAL 
for a copy of illustrated literature, “4 { 
Form No. 297. a 


American-Stardard 


First im heating..-.first in plumbing 


AMERICAN-STANDARD * AMERICAN BLOWER + CHURCH SEATS - DETROIT LUBRICATOR » KEWANEE BOILERS - ROSS HEATER - TONAWANDA IRON 
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LONGER LIFE — Stainless steel construc- 
tion resists rust and corrosion — adds years 
of low-cost service. 


LIGHT WEIGHT — Installation is easier 
— quicker—less expensive because Modines 
weigh far less than ordinary units. 


SMALL SIZE—Modine design eliminates un- 
necessary bulk — makes unit more compact. 
Less headroom is required for installation. 


FASTER RESPONSE — Heat delivery be- 
gins within 5 seconds after thermostat calls 
for it. No wait for warm-up. 


BALANCED HEATING — Discharge air 
temperatures are correctly related to heat 
throw and air volume. 









Only Modine Gas Unit Heaters give you all 


7 BIG ADVANCES 






... because only Modine builds Gas-Fired Unit Heaters 
with both Stainless Stee! heat exchangers and burners 








Modine also sets the pace in 
steam and bot water unit heat- 
ers — vertical, horizontal and 
power-throw models. These 
units, too, have the balanced 
performance that gives you uni- 
form heating, lower fuel costs. 

















ADDED CONVENIENCE — Thermostatic- 
ally controlled Modine Unit Heaters require “ 
no labor to operate them. No fireman worries. 


SUMMER COOLING — Fans can be op- | - 

: YZ; 
erated with gas shut off to provide con- -7g”// 
trolled air circulation in hot weather. 


Remember, too, when you buy Modine, you get the 
greatest name in Unit Heating. As a leader in the 
development of steam and hot water unit heaters for 
over 25 years, Modine can offer you a comprehensive 
recommendation, based on your exact needs. Modine 
Gas-Fired Unit Heaters are A.G.A.-approved for 
natural, mixed, manufactured, L.P., L.P.-air gases. 


For complete information, call the Modine repre- 
sentative listed in your phone book classified sec- 
tion. Or write for Bulletin 651, Modine Mfg. Co., 
1502 DeKoven Ave., Racine, Wis. 


UNIT HEATERS 











Au 
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BRIDGEPORT BRASS COMPANY 


Nd 
z In Canada: Noranda Copper and Brass Limited, Montreal 





tems... Bal. 
Vac System 
Uses 2) on 
standing ra. 
diators ond 
3J on mains. 
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of Air and Vacuum Valves 
for Efficient Heating Installations 





Bridgeport Radiator and Vacuum valves for one- 
pipe steam heating systems—automatic or hand- 
fired—will mean balanced heat distribution and 


fuel savings for your customers. 


All Bridgeport valves are precision made to 
exacting standards of quality brass and bronze 
from our own mills. They make even the hardest- 


to-heat radiators work efficiently. 


When you sell the Bridgeport quality line — 
plumbing brass goods, brass and copper pipe, cop- 
per tubing, roofing copper — you enhance your 
reputation and your profits. Order today for early 
Established 1865 


Bridgeport 2, Conn. ¢ delivery. 


Mills at Bridgeport, Conn. and Indianapolis, Ind 


*Reg. U. S. Pat. Off. 


BRIDGEPORT BRASS 





















































Mail 


1 this 
coupon 
for 
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f copy 

: today... 
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Every bit as good as the outside! 
GERBER BRASS FIXTURES are solid, one- 
piece construction. 


Take any Gerber fixture apart and examine it part 
by part. Notice the quality Chrome plating 

(even on the stems), the unique shoulder con- 
struction in the Gerber Diverter Valve, the 
removable, renewable valve parts, the acme thread 
in the bonnet on all built-in fixtures. 


These are just some of the plus features that 
make Gerber Brass Fixtures outstanding 
... assure long-lasting, trouble-free service. 


For your convenience, the wholesale plumbing 
jobber has the complete line of Gerber 

fixtures made at Gerber’s 5 large factories. See 
him today, and ... write for the big Gerber catalog. 






[6070028 ENTERPRISES 


232 North Clark Street, Chicago 1, U.S.A. 


New York Office: Empire State Bldg. © Suite 7322, 350 Fifth Ave. 
KOKOMO, INDIANA e WOODBRIDGE, NEW JERSEY 


DELPHI, INDIANA . PLYMOUTH, INDIANA 






Reprints of this ad are available 
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1, U.S. A. 
350 Fifth Ave. 
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ENGINEERING 
STANDARDS 
STUDY 


APPRENTICES 
DEFERRED 


WORLD WAR II 
CONTRACTS 
DEADLINE 


BUILDING FOR 
ATOMIC BOMBS 


MATERIALS 
PICTURE 


SMALL 
CONTRACTS 
ASKED 


AANA 


Greater interchangeability of parts, even with our British 
and Canadian cousins, can be foreseen with the recent forma- 
tion of a permanent organization by the three countries to 
work on unification of engineering standards. Items affect-— 
ing P_ & H contractors will include drafting standards and 
practices, screw threads, pipe threads, threads and fittings 
for gas cylinders and fits and tolerances. 


% KK 


Military service grows temporarily dimmer for P & H ap- 
prentices with a new order providing for deferments of such 
young men in training programs considered necessary to the 
national health, safety or interest. A program must meet 
the okay of Selective service but will not necessarily keep 
the boy out of the service for good. 


KK 


Last call for contractors to appeal settlement of canceled 
World War II contracts to the Appeal Board of the General 
Services Division has been sounded for August 13, 1952. Jess 
Larson, Administrator of General Services, said, "The board 
is being brought to an end because the number of appeals has 
shrunk virtually to zero." 
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A new pamphlet, "An Interim Guide for the Design of Build- 
ings Exposed to Atomic Blast", has just been issued by the 
Federal Civil Defense Administration. Contractors now have a 
guide on the lessons learned at Hiroshima and Nagasaki. It 
tells how resistance to atomic blast can be built into new 
multistory buildings for as little as three percent addi- 
tional cost. 
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Non-ferrous metals seem to be in pretty fair supply. Zine: 
not too tight. Copper: Off a bit but not bad—labor trouble 
could reduce the supply. Aluminum: availability improving 
steadily. Nickel: still short, but new international allot- 
ment ruling should ease the situation. Copper and aluminum 
restrictions were suspended for the duration of the steel 
strike. 

As for steel—until the pipelines are full again a 
Slump in production may set in. 


aK 








More defense subcontracts may be had for the plucking un- 
der revised regulations of the Renegotiation Board. Prime 
contractors are being given the following story: "Maximum 
defense production and the policy of Congress require that 
subcontracting, particularly to small business concerns, be 
used to the maximum practicable. 

"In the renegotiation of a contract, favorable considera- 
tion will be given to the extent to which the contractor, by 
subcontracting, utilizes in the defense effort facilities 
and services, particularly of small business concerns, which 
might otherwise have been overlooked or passed by." 
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OPS 
*" CPR-98 


BUILDING 
CONSERVATION 
‘ » REPORT 


CUSTOMERS FOR 
‘PEACE TIME 


“PRICE 
_ CONTROLS 


' ;- DOWER 
DOWN 
PAYMENTS 





oo. SRATRS 
'' TRADING 
BACK 





Two amendments to the CPR-98, covering resellers of iron 
and steel products, have been issued. One regulation allows 
small-volume resellers to apply traditional mark-ups to 
their steel cost, including that purchased from other ware- 
houses. 

Under the second amendment OPS gave warehouse resellers of 
iron and steel products a chance to make monthly calcula- 
tions of material cost factors before establishing ceiling 


prices. 
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Conservation in building construction is outlined in more 
than 200 recommendations included in a 200-page report pre- 
pared by the Building Research Advisory Board of the Na- 
tional Academy of Science for the DPA. 

Chief among the recommendations is that conservation prac- 
tices be based on the concept of lowest annual cost, rather 
than initial construction expense. 


eee 


In preparation of the time when current defense goals have 
been reached, Secretary of Commerce Charles Sawyer has or- 
dered an immediate study of potential markets for goods and 
services of American business. 

Secretary Sawyer said, "This study will give the business- 
men of America the information they need to convert and 
maintain this high productivity for civilian peacetime pur- 
suits once the present defense goals are reached.” 

A similar study conducted in 1943 proved to be substan- 


tially accurate. 
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Contractor-dealers can look forward to suspension of ceil- 
ing prices on at least some of their merchandise in the near 
future. Its budget cut so drastically by Congress, top 
executives of the Office of Price Stabilization say they'll 
have so few employes left they won't be able to do an effec- 
tive price control job and that decontrols will have to be 
speeded up on a wide range of consumer goods. 


e+e% 

The slipping building industry may get a shot in the arm 
before October lst if new starts don't pick up. Under the 
new control law, if housing starts in June, July and August 
are less than a yearly rate of 1.2 million, down payments on 
home purchases must be slashed to 5 percent. Builders and 
Government think this_will_ happen. 

“What has not been brought out, however, is whether buvers 
want to make the larger mortgage payments, or whether the 
mortgage people want paper on these terms. 

* ee & 


. Fair-trading was welcomed back with mingled cheers, indif- 
ference and groans under the recently signed McGuire Act. 
The act legalizes state fair-trade laws, most of which pro- 
vide that if one retailer within a state agrees to maintain 
a manufacturer's price, all retailers in the state are sim- 
ilarly_ bound. 

Many manufacturers, such as G.E., were glad to see the 
ruling come back, and planned to re-institute fair trading 
policies immediately. Some, like Sunbeam Corp., had kept up 
their fair-trade agreements right along. The price-cutters 
didn't like it at all. 

Fair trade forces were so positive the President would 
veto the act they were caught flatfooted when he signed it. 
Some legal minds feel that existing fair-trade contracts 
are. now invalid. Unsigned retailers can probably dispose of 
their merchandise till their stock is cleared out, they say. 

Some discount sellers expect that they will have to go 
into non-fair-trade items if a good job of enforcement is 
really done. 
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REDI-BENDS 


SAVE 25% 


PROVED BY FIELD STUDIES OF ACTUAL 
STEEL PIPE RADIANT HEAT JOBS — 


“Using Redi-Bends, we have deter- 
mined that a savings in over-all cost 
approximately 25% was effected over 
conventional methods,” says Mr. Nick 
Blau, Contractor, of Covington, Ken- 
tucky, in his careful cost analysis of the 
radiant heat installation at Erlanger, 
Kentucky. 

Working from the blueprint, know- 
ing the exact dimensions of the 
Redi-Bend, individual partial panels, 
consisting of two Redi-Bends plus two 
pre-cut lengths of pipe, were fabricated 


SO SIMPLE IT’S OBVIOUS 

The Weld-Type Redi-Bend is avail- 
able in 1.” to 2” I.P.S. with choice 
of centers. Note ‘‘upset forged’’ 
ends that make welding easy, align 
pipe, assure a uniform, perfect fit. 


COUPLINGS -—— NIPPLES — 


FURNACE COILS — 


Ui itel. b 
WELL SUPPLIES 


in the shop during inclement weather. 
These were tagged for specific loca- 
tions and delivered to the job in small 
trucks .. . 24 per load. 


EXTRA VALUE FOR 
WIDE PANELS 


A report from Sauer Company, 
using “Weld-Type” Redi-Bends for the 
installation of steel pipe radiant heat- 
ing in the new Franklin County (Ohio) 
Children’s Home, again proved the 
savings. Mr. Joseph Zellak, vice presi- 
dent, says, “Field studies prove that 
a savings of approximately 25% can 
be effected using Redi-Bends. This is 
particularly true where panel widths 
exceed 12 feet.” The superintendent on 
the job pointed out two advantages of 
Redi-Bends: 

(1) No frictional losses because all 
bends are uniform. 

(2) No pipe obstructions because no 
welding beads can get inside pipe. 


MORE PROFIT WHEN 
COST IS KNOWN 


You can estimate “close” when pre- 
paring to bid on steel pipe radiant heat 
jobs, using Redi-Bends, Fabricating 


costs are easy to figure because you 
know the price of the Redi-Bends 


which reduce the variable labor factor 
to a minimum. 








TOL 


MFG. & SUPPLY CO. 





— RADIANT HEAT FITTINGS 
—_ STEEL PIPE FITTINGS 


COLUMBUS, OHIO 
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BASEBOARD HEATING LINE 


aia iii 


oe 





. 
14 
{ 
} 
® Attaches to back 
P . no ® Attaches to front grill plate 
i, ® Designed for fast, easy field ® Supports front plate 
: ITZ ER BASEBOARD HEATING installation ® Supports damper 


is been selected for many of the country’s out- ® Opens and closes dampers up to ® Supports slide cradle 
ding residential, institutional, and commercial mene and coil 
stallations. Here are just a few of the rea- 


© No screws—No tools 


| 
® No springs—No hinges —No chains ® No screws—No tools 
is why: | 


| 

y ] 

sKritzer is a complete line, with 5 separate types / | 

‘choose from; selecting the proper Kritzer Base- 
d for any given requirement is easy and certain. . a >. | | 

' 

| 

} 


a 


Kritzer Baseboard Heating, wherever installed, ’ a > a 
§ earned universal recognition for its quality, 
erformance and definite operating economies. 





© Grips fins of coil ~ hs 


 Kritzer Baseboard Heating is engineered for 
® Slides on bracket 


easy field installation and designed to present 

é : ® Provides unlimited expansion capacity 
most attractive finished appearance. ‘ace 

a e t 4a . 

“All of this, plus new features, too, are available to 

j you only with Kritzer—THE COM- 

\\ PLETE BASEBOARD HEATING LINE. 


| 
4 











g after install 








® No screws—No fools 





re 





® Outside Corners ® Access Doors 








. ® Inside Corners 
For a comprehensive, well 


Sllustrated description of these 
and all other features of the 
ing complete Kritzer Baseboard 
c\ ' \ Heating Line, write for your 
OI ercieerd coreg nora. = WF IT’S KRITZER © IT’S RIGHT, SIR!’ 


SRRITZER Rapiany cous. we. | 


KRITZER REPRESENTATIVES ARE LISTED IN LOCAL DIRECTORIES 
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why METALBESTOS 


is the best gas vent 








FAST, EASY INSTALLATION 


Sturdy, die-formed couplers slip together read- 
ily without forcing. No cement, mastic or band- 
ing material needed. Adjustable lengths and 
elbows eliminate costly cutting and fitting; 
speed installation. 


SAFE, EFFICIENT VENTING 

Double-wall Metalbestos gives a “hot stack"’ 
quickly and continuously for complete removal 
of fumes — yet air-insulated outer pipe remains 
cool even after prolonged operation. Precision- 
made couplers seal both inner and outer pipes 
.». cannot pull apart to cause dangerous leaks. 


DURABLE AND DEPENDABLE 
All-aluminum, sturdy construction eliminates 
costly replacements due to damage during 
shipping, handling or installation. Metalbestos 
will not crack or shatter, and is highly resistant 
to corrosion — forms a rigid, dependable vent- 
ing system. 











for the best job use 


METALBE 


Write today 

for Free VENTING MANUAL : 

This useful manual, ‘’Venting 

of Gas Appliances," contains 
important rules and helpful tips 
on approved venting prac- 
tices. No cost or obligation. 


Write today to Dept. C. 


| 
| 


WILLIA ALLACE COMPANY 


August, 1952 


TALBESTOS oi 


* BELMONT 
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Better Packaging... 
Better Plating... 
Better Service—means 
More Customers 





We are the manufacturers of all products 
that we sell. Therefore, we have better 
control of quality, deliveries and distri- 
bution. This means added benefits and 
greater profits for you! 


SOLD THROUGH WHOLESALERS EVERYWHERE 


There is an Ideal Brass Goods 
Product for Every Job! 


eal: eee ae 
of Supply 





























DOMESTIC ENGINEERING August, 1952 


ON THE FACE OF IT... 





/ 


@ On the face of the individual cartons that carry the coils of Wolverine 
copper tube you now see a conspicuous panel bearing the legend “BUY FROM YOUR 
WHOLESALER”. 

“On the face of it” the change may not seem important to you. Yet, the idea: 
“buy from your wholesaler”, implies a valuable benefit you will derive from following 
that suggestion. Remember, your wholesaler is the most practical contact between 
yourself and the manufacturer, and he, the wholesaler, can be of inestimable 


assistance to you, particularly in these times. Make the most of his services. 


WOLVERINE TUBE DIVISION 


CALUMET & HECLA CONSOLIDATED COPPER COMPANY 


INCORPORATED 
Manufacturers of seamless, nonferrous tubing 


1435 CENTRAL AVENUE ¢ DETROIT 9, MICHIGAN 


Wolverine Mill Depots: 
DETROIT, MICH. « DECATUR, ALA. « HOUSTON, TEXAS « LOS ANGELES, CALIF. 


) LONG ISLAND CITY, N.Y. © PHILADELPHIA, PA. « PROVIDENCE, R. 1. ST. LOUIS, MO. 


f 





Sales Offices in Principal Cities 
Export Department, 13 E. 40th St., New York 16, N.Y. 
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THE SECURITY OF YOUR BUSINESS IS BUILT UPON QUALITY PRODUCTS 


ae, 


Scaife 


test procedures 


assure trouble-free service in your customers’ homes 


At various points in the manufacturing process, every 
Scaife product is subjected to a rigid series of tests. Welding 
and galvanizing quality, raw material quality and pressurizing 
—these are only a few of the items thoroughly examined 
and checked. 

These test procedures pay dividends to you, for Scaife 
products not only offer a good initial return but also develop 
the customer good will which leads to profitable long-range 
business on other products. For the future of your business, 
rely upon the high quality and dependability of Scaife 
products. 


SCAIFE COMPANY 


OAKMONT (Pittsburgh District), PA. 
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gas unit heater ever built! 


These features mean 
extra years of trouble-free, 
thrifty operation 





Heat Where You Want tt —Extra con- 
trol of heat placement with pat- 
ented TRANE Louver Fin Diffuser. 






Rugged Construction—Heavier gauge 
metal throughout means extra 
safety, extra years of service. 


Now! A Heater Built Like 


& 
| Boiler! Heavier gauge steel 
throughout! Bigger, more powerful mo- 


tor! New steel fan designed ampecenty for 
unit heater application! Welded seams 
all around. Durable “Bonderized”’ finish. 

Even the joints in the heat ex- 
changer have come in for special treat- 
ment. TRANE has eliminated troublesome 
gaskets, furnace cement and other 
joining materials by using beaded and 
flanged connections to give you trouble- 
free joints as permanent as steel itself. 

Features like these and other care- 
fully engineered, exclusive details make 
it possible for you to hang gas heating 
from the ceiling more efficiently, more 
economically than ever before. 

Have all the facts on hand when you 
plan your next gas unit heating job. Get 
the new TRANE Gas Unit Heater Bul- 
letin just off the press. Write TRANE, La 
Crosse, Wisconsin, for the name of the 
TRANE Gas Unit Heater Distributor in 
your area. 





Built Like a Beiler—No gaskets, no 
furnace cement. Beaded and flanged 
connections throughout. 
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Announcing the most rugged Eat: 





MANUFACTURING ENGINEERS OF HEATING, VENTILATING 
AND AIR CONDITIONING EQUIPMENT 


Special Trane Fan— 

ngineered spe- 
cifically for unit 
heaters. Wide 
blade doesn’t 
chop air. It 
pushes—quietly! 














A.G.A. and Under- 
writers’ Appreved— 
Have been tested 
and approved by 
both the A.G.A. 
and Underwriters’ 
Laboratories. 











NOR’ 








August, 1952 








ike 


steel 
1 mo- 


ly for 


t ex- 
reat - 
some 
other 
| and 
uble- 
tself. 


nake 
ating 
more 


/ you 


Bul- 
, La 
’ the 
yr in 


askets, no 


nd flanged 


and Under- 
Appreved— 
een tested 
roved by 
e A.G.A. 
derwriters’ 
tories. 


August, 1952 


Look at the space saved! 
















NORTHERN INDIANA BRASS CO. 
826 PLUM STREET, ELKHART, INDIANA 
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—- with this new 
NIBCO 


CLOSE-RUFF 
ELBOW 








Outline shows size of old style 
fitting compared with the new 


Close-Ruff Elbow. 


- and it’s got everything I’ve wanted in an elbow! 





% SHORT RADIUS — made to fit tight spots. 
* STRONG AND RUGGED — with compact design. 


* PURE COPPER — matches with copper tube. 





% FASTER INSTALLATION — heats up quickly. 


% ECONOMY WEIGHT — saves copper and space. 


TRY IT YOURSELF, FREE! We'll be glad to mail you, without cost, 
a new Nibco Close-Ruff Elbow so you can check for yourself how it 
speeds the job and protects your profit. Send coupon for free sample. 


Me ee ee 
J] NORTHERN INDIANA BRASS COMPANY 

j 804 Plum Street, Elkhart, Indiana 

| I'd like to test the New NIBCO Close-Ruff Elbow. Rush my free 
J sample. 
I 

i 

} 

I 


Name____ ae Cyavere eeinaes 





Address 








City State 


Bs ei ne i cn i en en it as cs cam cm 
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WHERE DO YOU PUT A RADIATOR 
IN A ROOM THIS MODERN? 


You wouldn't! The answer is Crane radiant 
baseboard panels. They’re inconspicuous and 
fit into any decorating scheme. Easy to 
install, Let your customers arrange furni- 
ture any way they want, without interference 
from radiators or warm air registers. This is 
an idea that homeowners like—an idea that 
helps you make sales! 









Crane supplies Dealers with 
new ideas that boost business 
















Crane’s new “Idea Service” means more sales for Crane Dealers. 


f First Crane tells your customers—with big, full-color advertise- 
ments in leading magazines—"'Come to Crane for ideas!... for new, 
practical, unusual ideas for bathrooms, kitchens, utility rooms, and for 





heating systems too!”’ 


That’s the same as saying, ““Come to you for ideas,” because when 


people in your neighborhood think of Crane, they think of you. 


When you help them with their heating plans— you can show them 
other ideas too, in your copy of the new Crane Sketchbook of Ideas. 





In any event, it’s a sure way to build sales. See your Crane Sketchbook and Idea Center for your 
: k store. A business builder. Make yours 
Branch or Crane Wholesaler for details. work full time for you. 





GENERAL OFFICES: 836 SOUTH MICHIGAN AVE., CHICAGOS 
RAN 3 ( O VALVES © FITTINGS © PIPE 
mw PLUMBING AND HEATING 
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POLISHED 


CHROME 
FINISH 





ANGLE OR STRAIGHT sTOP 
H ANY SIZE 


CAN BE F p FOR USE W 

qavix-0n FLEXIBLE LAVATORY OR TANK SUPPLY 
ED TUBE BASIN AND 

TANK SUPPLIES 

Flexible Cop © Polished 


Additional per 
Peerless Chrome Plated ° Unit has rubber 


washer and friction ring- 


propuct $ 
* ; i following: 


Female 


* 


HOSE NOZZLES 
, * 
Male Elbow 


OHNNEC- ( ve or Male Straight 
TORS aay ”1.p. Female oF Male Straight AN 
tubing is Angle or straight StOP 4 
THREADED ; ; 
; as Flexible Coppe' Tube Polished 
: ‘ plated 


fittings " z , 
SCREWED a ' Ben 3," or V2 





Chrome a 
o.D. TUBE 


n and 

SOLDERED CABINET 

=—guaran- 

tees 0 posi- gINK SUPPLIES 

tive con- vengine 12" - 0” -30" and 
36” with Compression 


nection. 
%" Brass Tube with Polished 
Sleeve Fittings- 


Chrome oF 1 Finish. 
Fittings 9" and 44" or V2 "LP Straight Male 
or Elbow, Male oF Female or Female. %_" of Vy" \P 
threaded 1.P. Rubber cone Male or Female elbows- 
washer and friction ring 34” oF vy" in 
furnished. Brass tube 5 inches s 
long. 
Angle or 
BRASS DRAINAGE F 

pur Peertese Representative #] @ 14" TUBE x 1%" LP. MALE OR FEMALE 

— = } 1%" TUBE * 114" LP. MALE OF FEMALE 

o Vy" LP OR FEMALE 


you our complete qqwix-0N line 








enter for your 
t. Make yours 


CHICAGOS 2 
ni cerledd \NDUSTRIES, INC. 


HEATING 


8050 N. 
TERRITORIAL ROAD e BOX 318, PLYMOUTH, MICH 
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It’s the horizontal discharge 
Carrier Unit Heater, model 46U, 
designed around a single-row 
coil with wide fin spacing. 


And it’s worth remembering! 
Because that new open design 
collects less dirt and makes 
cleaning much easier. You get more heat, more 
efficiency, better all-around performance! 


No warm spot for dirt in this heater! 


This Carrier 46U Unit Heater is ideal for wall 
installations. It directs warmed air from heights up 
to 18 feet. It can use either steam or hot water. And 


it comes in 10 sizes from 21,000 to 200,000 Btu’s. , 


Isn’t that the kind of unit heater, the kind of line 
you want to sell? We’ve got the facts on some profit- 
able Carrier Unit Heater franchises. Our story is worth 
looking into. Write today to Carrier Corporation, 
Syracuse, New York. 


Two more reasons to sell Carrier Unit Heaters! 


On one hand (the left) there’s the Four-way Directed-flo 
vertical discharge model 46S. It gives you quick heat from 
higher ceilings. It discharges in four directions, at any 
angle, in any quantity. Steam or hot water. 7 sizes from 


82,000 to 500,000 Btu’s. 


On the other hand (the right) there are gas-fired models 
46T and 46TD (duct-type, not shown). They'll provide 
clean, economical heat wherever gas is available. Both 
feature one-piece heat exchanger and combustion chamber 
of Aluminized Steel. AGA approved for all types of gas. 
7 sizes from 70,000 to 230,000 Btu’s. 
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AIR CONDITIONING / REFRIGERATION / INDUSTRIAL HEATING 
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ROUND or OVAL 


AMERIVENT 


DOUBLE Zaceé...DOUBLE Safe...DOUBLE Wate 


FLUE PIPE & FITTINGS 
does 4 


BETTER JOB of GAS VENTING... FASTER 


BETTER. . . because AMERIVENT double- 
wall flue pipe is precision built to maintain 
maximum venting efficiency at all times. The 
“Hotter inside—cooler outside” feature per- 
mits installation with 1” clearance from com- 
bustibles. Oval AMERIVENT when combined 
with plate spacers is approved as a wall vent 
for installation +4” from coimbustibles. 


FASTER... because AMERIVENT has the 
patented “snap-lock” coupler ends that connect 
lightning fast by merely pressing together — 
forming a gas-tight joint. NO SCREWS, NO 
MASTIC, NO CEMENT required. 


The complete line of round and oval fittings 
makes any installation a simple one. 


SAVE MONEY... WITH AMERIVENT 





SAVE TIME... 


AMERICAP 
The Natural Draft Vent Cap 


Prevents back draft — reduces 
condensation and is guaranteed 
to provide maximum efficiency 
under all weather conditions. 
Available in all sizes — Round 
or Oval... Installs on all types 
of vent pipe. Adjustable neck 
... assures a ‘“‘stay put" fit. 





SEE YOUR WHOLESALE PLUMBING AND HEATING SUPPLIER 
FOR THESE AND OTHER AMERICAN METAL PRODUCTS... 


AMERICAN METAL PRODUCTS CO., INC. 


Makers of AMERICAP — the ‘‘Natural Draft'’ Vent Cap 
2911 COMPTON AVENUE - EGR BNGELES FT, 
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IN CITY AFTER CITY ITS RO 


for Root Removal! 


From Rhode Island to California, plumbers and their customers are 
saying there’s nothing like Hercules R-D for clearing root-blocked 
sewers. A heavy newspaper advertising campaign in cities from east to 
west is selling R-D to the public—bringing in new business and better 
profits to every plumber who sells R-D or uses it himself. 


In Cleveland, Rochester, Reading, and Richmond they’re talking the 
same way. Talking the same way, too, in Hartford, Greensboro, 
Syracuse, and Erie. In fact, you can travel from Providence to Los 
Angeles and plumbers will answer the $64 question, “What’s the best 
way to clear and prevent root-blocked sewers?” by telling you, “Use 
Hercules R-D”. 


We knew Hercules R-D could do “One 2-lb. box of R-D did what 
a sensational root-removal job when 25 Ibs. of another brand couldn’t 
we put it on the penetra Age do.” (New Brunswick, N. J.) 
of field-testing. Now, thousands are “ ve” (St 
agreeing that R-D is nothing less jeg , eres.” Cate, 
than sensational—a_ revolutionary igor: : x 
root destroyer that not only clears I did not believe it would work, 
sewers, but prevents new roots from but it did.” (Whitehall, Mich.) 
clogging lines. Yes, they're 7“ it And users appreciate these addi- method of root removal ever de- 
and putting it in writing . . . with tional advantages: R-D is easy to use, veloped! 
comments such as these: safe to handle, and does not harm Don’t miss out on this new, proven 
“What a job saver this Hercules trees or shrubs. To top all, Hercules fast-seller. Ask your wholesaler for 
R-D is!” (Montague, Mich.) R-D affords the most economical R-D now. 


























For Better 
Results That MASTIC SEAL 


Last... Use = scour PE CEN 


PLASTIC SEAL PIPE JOINT COMPOUND DRAIN PIPE CLEANER 
A substitute for calking lead For leak-proof performance Fast and most powerful in 
and for all plumbing repairs. on steam, water and natural action. Dissolves grease, 
Pr oducts Withstands pressure. Hard- eo lines. No oil separation. hair, lint, and all organic 
ens we. One pound on ressure tight joints never matter. Can be used wi 
jats does the freeze. Free brush in 1 Ib. cold or hot water (special 
yy a § workof f can and large brush with fumeless formula also avail- 
a: oz, and 2—5 lb. pails. All sizes. able). Does not solidify. 
a rite fora treesample. 














The Right Hand of the Plumbing Industry Since 1915 


332 CAMAL ST. eee 7 ORK 13, +N. 
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Be first in your locality with the newest — 


DOMESTIC ENGINEERING 


After effortless mounting by just two men, 
lightweight coils of Bundyweld Tubing are 
easily soft-soldered into leakproof union. Ex- 
panded ends speed joint making. 


Bundyweld Ceiling Radiant Heating 











Key to Low Cost 


Bundyweld is the only tubing 
double-walled from a_ single 
strip. It’s steel, copper-coated 
inside and out. It gives finest 
radiant heating performance, 
with savings up, to 50% on 
material costs and installation 
time. 

Standard 20’ or 24’ lengths 
of Bundyweld are easily formed 
into coils in shop or on job site. 
Expanded ends (furnished when 
specified) are quickly soldered 
into leakproof union. Joined, 
lightweight coils are easily 
mounted onto ceiling, quickly 
plastered over. 








Beat your competitors to the punch! 
Every day more builders and plumb- 
ing and heating contractors are putting 
the emphasis on Bundyweld Ceiling 
Radiant Heating—today’s fastest-grow- 
ing, most practical heating method. 
More and more prospective home 
buyers and home builders are inquiring 
with eager interest about such features 
as lower operating costs, healthfully 
moderate air temperatures, absence of 
dirt-catching radiators and registers, 


55 














streak-free walls and ceilings, unlimited 


choice of flooring materials. 


Proof? Bundy ads in Better Homes 
& Gardens and American Home bring 
coupons from thousands of people 
wanting the full story on Bundyweld 
Ceiling Radiant Heating p/us the names 
of builders and plumbing and heating 


contractors installing it. 


Send coupon today for details on 
Bundyweld Ceiling Radiant Heating 


and Bundyweld Tubing. 


Radiant Heating Division 


BUNDY 


Radiant Heating. 





Name 


TUBING COMPANY 
Detroit 14, Michigan 


Radiant Heating Division, Dept. DE-852 
Bundy Tubing Company, Detroit 14, Michigan 
0 Send free 20-page nontechnical brochure explaining Bundyweld Ceiling 


1 Send Bundy technical radiant heating pamphlet. 


Title 








Company. 








Address____ 





Bundyweld 





Ceiling Radiant Heating 


2. om om 













































56 DOMESTIC ENGINEERING 





insist on 
Walseal’ products 
and be certain 













=the FACTORY INSERTED Ring insures FULL PENETRATION 
of the Silver Alloy ...a perfect joint 


Today, contractors... builders... archi- 
tects are using brazed connections, in 
ever increasing numbers on their brass 
and copper pipe runs. However, they 
must be certain that the correct brazing 
alloy is used ; that the joint has penetra- 
tion of alloy up the shoulder of the fitting. 

That’s why more and more are turn- 
ing to Silbraz® joints made with Walseal 
valves, fittings and flanges which assure 
the proper amount of alloy with no waste. 
They know that the finished joint not 
only will withstand hydrostatic pressure, 
but it will also withstand terrific impact 
and vibration — in fact, no correctly 
made Silbraz joint has ever been known 
to creep or pull apart under any pressure, 


WALWORTH 


shock, vibration or temperature which 
the pipe itself can withstand. 
Furthermore, it is ‘a relatively simple 
operation to make a Silbraz joint — no 
heavy scaffolding need be erected... just 
‘cut the pipe, flux, assemble, then braze, 
following the technique recommended by 
the Walworth Company. A silver braz- 
ing alloy — FACTORY INSERTED — 
in each port flows out when heated with 
the oxyacetylene torch, making a joint 
that is stronger than the pipe itself ...a 
one-hand operation, with the mechanic 
out of the path of the deflected heat — at 
all times. 


For full information about Silbraz joints made 
with Walseal products, write for Circular A-l. 





valves and fittings 
60 EAST 42nd STREET, NEW YORK 17, N. Y¥. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE 
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Delco-Heat Cast Iron Boiler. 
Here’s the boiler that has the 
respect of everyone who has in- 
stalled it. Plumbers are quick to 
recognize its many quality features. 
It’s the only wet base type boiler 
powered by the exclusive Roto- 
power Oil Burner, and it has a 
separate copper heating coil to 
provide plenty of hot water for 
year ‘round household use. Its 
boiler sections have streamlined 
fins which are curved, tilted and 
arranged so that the heat travels 


58% further than if it went in a 


straight line. As a result more heat 
is absorbed and put to work. Three 
models are available with E.D.R. 
capacities from 350’ to 800’ net 
steam and from 560’ to 1290’ net 
hot water. 


Delco-Heat Steel Boiler. Low in 
cost, the Series “S” Oil-Fired 
Boiler is ideally suited for radiant 
heating systems—or conventional 
steam or hot water systems—in 
popular-size homes. Burner and 
controls are located on front of 
the unit for easy installation in 
restricted areas, and to simplify 
servicing and adjustment. Capaci- 
ties ; 300’ net steam, 480’ hot water. 


For a good deal 


















DEAL WITH DELCO 


You ean build a bigger, 
MORE PROFITABLE BUSINESS 


GENERAL MOTORS 


DELCO-HEAT 





Delco-Heat products are packed with selling features that ap- 
peal to all buyers. And because Delco-Heat has a complete line, 
¥ the distributor is able to answer every heating need on a com- 
petitive basis. Hundreds of thousands of installations are proof 
that home owners recognize Delco-Heat quality and value. 
Advanced engineering techniques and General Motors’ ex- 
perience enable Delco Appliance to sell at prices as low as 
any in the industry. Delco-Heat units have complete flexibility 


of installation, too, which makes them easier to install. This 
means lower labor costs on the job. : 

The unexcelled selling features of the Delco-Heat line —the 
competitive prices, and the wholehearted factory selling sup- 
port—all enable the Delco-Heat Retail Distributor to build a 


bigger heating business and make more money. Get all the 
facts now. For information on a Delco-Heat franchise, send 


the coupon below. 


Clip and Mail Today! 











scp ica occa AAG caus nae cic Sen. ee, iia atc, it ci ain eatin 1 
DELCO APPLIANCE DIVISION | 
General Motors Corp., Dept. DEH, Rochester 1, N. Y. 

Please send me information about a Delco-Heat franchise. 
Name | 
Firm Name. | 
Street. | 
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and realy NOW! | 







G4-G 
Water Heater 
Control 


A COMPANION MODEL OF THE 
FAMED G2G FOR NATURAL 
AND MANUFACTURED GASES 













with the M I] th l f materials and 
aintaining all the quality of materials an 

PILOT- COUPLE workmanship inherent in its predecessor, the 

highly successful G-2-G model, this newest 

Ou R N t R and latest water heater control, the G-4-G, is 






that doesn’t Know Ea certain to find equal success in the competi- 
| ‘ tive field. Priced to meet competition and 
What Troub e built of the best by the best, the new G-4-G 

y 






means! fe control is especially designed for use with 
eee natural and manufactured gases. You'll be 

delighted with its compact design...and the 
unique safety reset principle whereby com- 
ripe RF aa Bs plex dials and levers have been eliminated, 
has won instantaneous approval from water 


troublesome field conditions. 
The exclusive one-piece construc- heater manufacturers across the nation. So if 


tion esl eameinahianinn 4 your requirements call for a low priced, yet 
rab earch miter io git’ thoroughly dependable water heater control 


regardless of the direction of 5 k 
draft... generates thermocouple for use with natural or manufactured gas, this 


current despite low gas pressure new G-4-G control is the answer that is caus- 
-— euro ranean ing leading appliance manufacturers every- i ? 
Se ee ee where to declare once again that for the best 


Here, is a pilot burner and thermo- : 3° 
couple combination that works in water heater controls, it's General Controls! 


where others fail as it literally Send for complete specifications today! 


doesn’t know what trouble means! 
ew GLENDALE 1, CALIF. 


801 ALLEN AVENUE 
GRAYSON-GREENAMYER APPLIANCE CONTROLS DIVISION — 


FACTORY BRANCHES: Baltimore 5, Birmingham 3, Boston 16, Buffalo 3, Chicago 5, Cleveland 15, Columbus 15, Dallas 2, Denver 4, Detroit 21, El Paso, Glendale 1, f ma 
Hartford, Houston 6, eee 4, Kanses City 2, Milwaukee 3, Minneapolis 2, Newark 6, New Orleans 16, New York 7, Omaha 2, Philade!phia 23, Pittsburgh 22, * 
: Sacramento 14, St. Lovis 3, San Francisco 7, Seattle 1, Toronto (Canada), Tulsa 6, Washington 6. 
DISTRIBUTORS IN PRINCIPAL CITIES 
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It's Quality that sells 


PLUMBING FIXTURES 





* 


AND BRIGGS FIXTURES OF FORMED STEEL....OR VITREOUS CHINA 
PUT EXTRA VALUE IN ANY HOME! 


Yes, it’s quality—striking modern beauty combined with proved 
lurability—that sells Briggs Beautyware! Home owners know 
that they can be proud to have visitors see these luxury-styled 
plumbing fixtures in their bathrooms. Briggs Beautyware /ooks 
kpensive—recently redesigned and restyled, its smart, new lines 
ad smooth, flowing contours give it an unmistakable mark of 
quality. Your customers are finding out that the stain-proof, acid- 
tsistant luster of Briggs Beautyware just won’t wear off! Depend- 

le Briggs Beautyware fixtures retain that “just like new” look 
through the years. That’s why they’re first choice among discrim- 


inating home owners everywhere. Cash in on the established sales erage Dreserenes yrewe chien Msyveresie £2 
a ; ' uilt to the same exacting specifications that have 
appeal of Briggs Beautyware! been traditional with Briggs fixtures from the ver; 
start. Briggs is proud that any modifications in it: 
products have always been made with the objec || 
of improving them. This basic Briggs policy i: 


The high quality of Briggs | *U™™**" - 0 B® } unchanged today. 
Beautyware chromium ‘ : 

lated brass fittings has 

ng been well own |:=: = 
throughout the plumbing , ee Closets, too, are 
ware industry. Like every "i the finest that 
other feature of nationally “ae. Briggs has ever 


. 7 manufactured. En- 
sae s Beauty- gineered for 


day maintai , | = speedy. efficient 

r ee 4 insta t10n, ese 
= “ein P sturdyfixtureshave | 
tinguished them. . , 


proved themselves 











Glendale 1, i gee ee og ae trouble-free in | 
ittsburgh 22, hy wie ‘ thousands of | 
American homes. | 

| 





MANUFACTURING CO. + 3001 MILLER AVE. + DETROIT 11, MICH. 


© 1982 
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LEWIN-MATHES 
Wrought and Cast 
Sweat Fitting 
Must Pass These { 
Rigid Tests for 4 








‘? 


«at hl 

a 1 | 
mr) | | 
Se 

Bee Pee 


QUALITY TES 













Each fitting is carefully checked to make 
certain it meets the tolerance requirements 
j aff. S. A. specifications B16.18. 






Lewin-Mathes fittings are produced from 
copper and brass made in our own re- 
finery under close metallurgical control 
and meet all A.S.T.M. and Federal 


Bei 
3 


a || 
Mot] 1 rare | | 
: 














Mr. Plumbing Contractor: 


ie bid by Lhe SF PG vee 
You are assured of quality fittings & 





that will fit perfectly and meet all ; 


) , 7a 
requirements of your job when you mer. | ft | 
order Lewin-Mathes wroughtand 


cast fittings from your plumbing 


supply house. 








All cast fittings are air pressure tested 
under water. 


LEWIN MATHES 





LEWIN-MATHES COMPANY += + SAINT LOUIS, MISSOURI! 


MANUFACTURERS OF COPPER AND BRASS TUBE, PIPE AND FITTINGS 
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Typical A. O. Smith Gas-fired Hot Water Boiler 
+ Has famous A. O. Smith modulating burner « 
Famous “Magic Heet” automatically adjusts 
flame size to assure constant level of tem- 
perature © Forced circulation « All copper, 
bronze, or brass waterways—can't rust ° 30 
square feet of all-copper heat exchanger « 
Hectric controls « BTU input for any size home 
installation. 


HOT WATER BOILERS 


SALES: Atlanta @ Chicago 4 @ Dallas 2 
Denver 2 @ Detroit 21 @ Houston 2 @ Los Angeles 22 
milwaukee 8 @ New York 17 @ Philadelphia 3 @ Pittsburgh 19 

San Francisco 4 @ Seattle 1 @ Springfield, Mass. 

Washington 6, D.C. 
International Division: Milwaukee 1 
In Canada: John Inglis Co., Ltd., Toronto 

SERVICE: Chicago 17 @ Dallas | @ Los Angeles 12 @ Union, N.J. 





The A. O. Smith Boiler comes completely 
assembled. It is of a size and weight that 
two men can handle easily and install in 
one day. No bulky cast iron pieces. No 
special fitting and assembling. No extra 
parts required. Only five small connections 
needed for installation. 


Since the ultimate price of a gas-fired 
boiler is strongly influenced by installa- 
tion and handling costs, the A. O. Smith 
compact boiler provides a total-cost ad- 
vantage no heating contractor can afford 
to overlook. . 


To get the complete story on A. O. Smith 
Boilers and profit advantages they provide, 
mail the coupon. 


A. 0. SMITH CORPORATION, Permaglas-Heating Division 
Dept. DE-852, Kankakee, Illinois 


Without obligation, send me complete information on the 
A. O. Smith line of Gas-fired Boilers and the advantage they 
provide in bidding replacement jobs. 


Name 





Firm. Se Acealatadit saa aces. dacs dead 
Address ban eee hs eae 





City __ Zone State 
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Orangeburg fittings have the same Taperweld® 
Joints as Orangeburg Pipe. They are all rootproof 
and leak-proof. 


They require no compounds, no cement, no lead 
and no rings for installation. Orangeburg Pipe 
and Fittings make up tight and firm by just tap- 
ping a few times with a light sledge. 


That means, Orangeburg installations are faster 
and easier. And since they cost you less installed, 
your net profit is bigger! 


Orangeburg Fittings are precision made of 
Orangeburg material. When you use them you 






1952 








For Easier and More 
Profitable Installations 


know that both pipe and joints will remain 
trouble-free for years. 


So, remember! When you order Orangeburg Pipe, 
order Orangeburg Fittings at the same time. You 
will then be giving the property-owner a better 
installation — and you will save money besides. 


* x * 


Order from your distributor by catalog numbers: 
Ye Bend, Catalog No. 516; % Bend, Catalog No. 
517; and Wye, Catalog No. 518. Available in 4” 
size only. 


For further information write Dept, DE-8 


Orangeburg Manufacturing Co., Inc., Orangeburg, New York 


Hi 
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Going to the Fair ? 
Don’t forget to display 
GOULDS PUMPS—for 
maximum interest and 
profits. Ask us for proven, 
effective display: sugges- 
tions for your booth... 








| remain 


oY m4 Looking for a WINNING COMBINATION ? 


a better 
- besides. 





Here are two “‘sure-things’’ for more pump profits this year! The 
Goulds Balanced Flow tankless jet simply has no competition in 
the shallow-well field. And the new Goulds tank-mounted, deep- 
well unit is your best bet for depths just beyond shallow-well limits. 
It’s a sales combination that nobody else can offer . . . backed by 
Goulds quality, Goulds dependability, and Goulds proven selling 
and promotion plans. Better be in on the payoff . . . see your 


Goulds distributor, or write: 


GOULDS PUMPS INC. e Seneca Falls, New York 





WATER SYSTEMS 
A \848_! 


FOR EVERY FARM AND HOME NEED 



































iy 





SPECIALLY DESIGNED 


for 
EASIER INSTALLATION 
and 


LONGER SERVICE 


KENNEDY 


JOB-FITTED 





IRON-BODY 
WEDGE 
GATE VALVE 


BUY FROM YOUR 
LOCAL DISTRIBUTOR 


VALVES >= PIPE FivmeeS - FIRE HYDRANTS 
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Fig. 0611, IBBM Wedge 
Gate Valve, Working 
Pressures. 125 pounds. 
Steam, 200 Ibs. WOG. 





YOU SAVE TIME AND MONEY all along the 
line with Kennedy iron-body wedge gate 
valves because they are JOB-FITTED .. . every 
valve specially designed and engineered for the 
job it has to do. 


THE WEDGE DISC is a cored casting of thick 
metal section, reinforced by integrally-cast in- 
terior posts and provided with openings to 
drain in any position. 


HEAVY BRONZE DISC RINGS are forced into 
dovetailed grooves in the disc in a practically 
inseparable construction. 


HIGHER STRENGTH IRON in the body and bon- 
net is actually 50% stronger than ordinary cast 
iron ...and far exceeds A.S.T.M. requirements. 


ALL CONTACT SURFACES between moving 
parts are bronze-to-bronze to assure easy opera- 
tion. 


RUSTPROOFED STEEL BOLTS AND NUTS have 
ample clearance to prevent distortion. Open- 
end wrenches may be used . . . no need for spe- 
cial tools. Valves can be repacked under full 
pressure. 


EVERY FEATURE of the valve helps it do the job 
better—gives you a solid guarantee of economy 
and dependability whenever you install one of 
these Kennedy Job-Fitted Wedge Gate Valves. 





WRITE FOR BULLETIN 107 


T 
"© KENNEDY save mrc.co. 


ELMIRA, NEW YORK 
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Whether your radiant heating speci- 
fications call for ceiling or floor in- 
stallation, you'll welcome the time, 
labor and money-saving advantages 
of GM Steel Tubing. Compare . . . and 
you'll find only GM Radiant Heating 
Tubing offers all this: 


> LOW MATERIAL COST—yet meets 
the strict requirements for radiant heat- 
ing. GM Steel Tubing is all steel—no 
secondary bonding alloys to encourage 
electrolytic corrosion. 


* LOW HANDLING COST. 120’ to 
1000’ continuous coils eliminate fittings 
and joints in plaster and under grade— 
reduce labor costs and, at the same time, 
lessen chance of leakage. 


DOMESTIC ENGINEERING 


> HIGH QUALITY, STRENGTH and 
UNIFORMITY. Every foot of GM Steel 
Tubing is hydrostatically tested at 2000 
pounds per square inch. In addition, a 
section of each coil is subjected to ‘‘de- 
structive” tests such as flaring, twisting, 
flattening, etc. Such tests assure you of 
quality and uniformity. 


> SMALL, YET TOUGH. GM Steel 
Tubing is small enough for easy hand- 
ling, yet tough enough to be walked 
on or roughly handled without damage. 
Available in 12” and 5” O.D., and, on 
the recommendations of FHA, in a wall 
thickness of .042. 


ad FLOORS 


SPECIAL RADIANT 

HEATING BROCHURE 
Entitled "A New Approach to Radiant 
Heating,” this profusely illustrated Roch- 
ester Products brochure tells why GM 
Steel Tubing is the choice of more and 
more progressive builders. Send today 
for your free copy. 
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KOHLER 
COSMOPOLITAN BATH 


combines fresh beauty, 
convenience, safety 


Cosmopolitan enameled iron recess bath, K-535-F 


The clean-cut design that gives the new Cosmopolitan grace of form and 
proportion also contributes to ease of cleaning, convenience and safety. 
A wide rim forms a useful bench, the end slopes for comfort, and the 
bottom is flat and wide. Kohler lavatories and other fixtures for bath 
and washroom match in style and quality. 

The lustrous, glass-hard Kohler enamel is fused to non-flexing iron, 
cast for strength and rigidity. 

The Cosmopolitan is available in the standard 5-foot length, and also 

¥% and 5}4 -foot lengths. Width is 33 inches at center; height is 16 inches 

from floor to rim. 

Chromium plated fittings include the Niedecken mixer, serving both 
bath and shower, for simplified control of water temperature. 


Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES * HEATING EQUIPMENT ¢ ELECTRIC PLANTS * AIR-COOLED ENGINES © PRECISION CONTROLS 
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There’s no REAL substitute for 
CHASE’ COPPER WATER TUBE 





























For hot and cold water lines 


Why risk a substitute when you know you justf 


ran’t beat Chase Copper Water Tube for domestic 
hot and cold water lines! Chase Copper Water 


Tube will not clog with rust. For new construction 
use Chase Type L, hard temper, and Chase solder- 
joint fittings. Available in 20 foot straight lengths 


hard or soft temper. Type L, soft temper, also fF For underground piping 
comes in 40 foot, 60 foot and 100 foot coils that A 
can be snaked behind walls and under flooring. Jj Look at all the advantages in using Chase Type 


K Copper Water Tube soft temper, for under- 
ground piping! It is so ductile it can be bent | 
around rocks and obstructions. Settling won't 
harm it as it moves with the earth. Chase Copper | 


Water Tube comes in coils in lengths up to 100 
feet. This means fewer fitting connections. All 


Chase Copper Water Tube is readily bent and cut. | 


Chase Pp BRASS & COPPER 


WATERBURY 20, CONNECTICUT © SUBSIDIARY OF KENNECOTT COPPER CORPORATION 












e The Nation’s Headquarters for Brass & Copper 


Denvert Kansas City, Mo. Newark Pittsburgh San Francisco 
Detroit Los Angeles New Orleans Providence Seattle 

Houstont Milwaukee New York Rochestert Waterbury 
Indianapolis Minneapolis Philadelphia St. Lovis ( Teales office onty) 










FTL 
Fr 
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MEMBER: 


Your HoT LINE 


@ The season is on. Home and 
commercial builders and remodel- 
ers are getting hot about heating 


SLENDER DESIGN 


At home in any surroundings. Made 


right now. This is the easiest and = =f. cast leon... . the Micdiens eictel. 
most profitable season to sell new 


heating jobs. 
Dunkirk makes it easy by giv- 


ing you a line of boilers for use 


with oil, gas and solid fuels. 





Dunkirk design is right... 


Dunkirk prices are right... Dun- 
kirk policies are right. 


Write or Mail Coupon NOW! 


FUEL...AS YOU LIKE IT 
No worry about coal shortages. . . 
this Dunkirk Boiler is designed for 
quick change-over from coal to gas 
or oil. 


DUNKIRK’S NEW BABY 


A brand new automatic Blue Circle 
Gas Fired Boiler scarcely larger than 
a kitchen chair. Finished in white 
enamel just like modern refrigerators. 





AUTOMATIC OIL HEAT 


Latest Blue Circle Oil Fired Boiler 
for automatic steam and hot water 


heating. 


Reg. VU. S. Pat. OF. 











RADIATOR CORPORATION 
DUNKIRK « NEW YORK 
ON LAKE ERIE— BETWEEN BUFFALO AND CLEVELAND 

THE INSTITUTE OF BOILER AND RADIATOR MANUFACTURERS 


DUNKIRK RADIATOR CORP., 
DUNKIRK, NEW YORK. 


YES, I want complete information on 
the DUNKIRK line and the DUNKIRK 
merchandising setup. 





Name 





EE A SRO LC. TON 





RR ae ene ee sh Caaieaande 
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“We're in clover since we discovered 
WHITE PIPE” 


os 















_ TRANSITE, THE 





s. Made 
» metal. 
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name product that 


means a better job... 

















TRANSITE* PIPE has many advan- 
tages that will put more profits on your 
books .. . because it has the appeal of a 
name product... because it is engineered 
especially for house connection service 
... because it makes every one of your 
jobs faster and better. 








FASTER — Naturally, the job goes in faster when 
you have 10-foot pipe lengths. This means fewer 
joints to make. And with easy-to-handle pipe, easy- 
to-assemble Ring-Tite joints, and necessary fittings 
—all engineered for quick assembly, Transite sim- 
plifies and speeds up house sewer line jobs. 


BETTER —Transite’s Ring-Tite joints have rub- 
ber rings that really seal the joint, protecting 
against leakage and root trouble. Made of asbestos 





|ON 
RK Johns-Manville 
RERS TR Be N S , T E 





eancecece 


HOUSE CONNECTION PIPE 


Be 


| 
AT A BETTER PROFIT!” | 



















and cement, by an exclusive Johns-Manville proc- 
ess, Transite, the White pipe, resists corrosion 
inside, outside, all the way through. And because 
of the combination of unusually smooth interior 
and long lengths, a quick flushing, free flowing 
line is assured. 


MORE PROFITABLE—Everybody knows the 
name Johns-Manville means quality products. 
Transite Pipe has been nationally advertised for 
years—including radio advertising over the world’s 
largest broadcasting system. AH this makes it easier 
for you to sell more Transite jobs . .. and at a | 
better profit. So does a plan book prepared for 
you. It shows many practical sales helps ms | 
that are available without cost. Just fill q 
in the coupon below. Lv} 


*Reg. U.S. Pat. Off. 


Johns-Manville, Box 60 
22 East 40th St., New York 16, N.Y. 


Please send me the booklet that will help me make more 
money on house sewer line jobs (TR-90A) and descriptive 
booklet on Transite House Connection Pipe (TR-824A). 









Name 





Address 





State 






City 








Distributor’s Name 
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long run... 
YARDLEY pipe and fittings 


The big swing is to Yardley Plastic Pipe for 
both economy and service reasons. Here's 
why this successor to metal saves so much: 


- lasts longer because it can’t 
rot, rust or corrode. 

- +. requires fewer fittings, always 
delivers full flow. 

e.. weighs '/g as much as metal. 

e+. SO much easier to stock and 
install it cuts costs on many 
jobs as much as 60%. 


Engineered for every cold water use... 
drinking water or corrosive liquids; suction or 
discharge; wells, distribution lines or disposal 
systems. Resistant to damage from animal 
wastes, acid and alkaline soil. Smoother walls 
decrease build-up of bacteria-bearing film. 





Yardley Plastic Pipe is made of both rigid 
and flexible materials in a full range of pipe 
and tubing sizes 2” through 6”. Complete 
line of standard fittings and adapters. 


For easier storage, handling and installation 
. . . for lower cost and longer life . . . investi- 
gate Yardley Pipe. 


a type for every purpose: 


for use with deep-well, double- 
jet pump systems 


for natural or manufactured gas 
and water service lines 


for lateral distribution systems 
SEND FOR 
LITERATURE 








ARDLEY 


PLASTICS Co. 


DEPT. E, 142 PARSONS AVE., COLUMBUS 15, OHIO 
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CHICAGO POTTERY’S NEW 
Luxury Cai ws 


COMPLETE BATHROOM 


Style and quality that will excite the most discriminat- 
ing; popular prices that will please the millions! 
That’s why master plumbers and their wholesalers 
are finding Chicago Pottery’s new “Luxury Ensemble” 


a sales producer in today’s value-conscious market. 


The most particular homeowners and builders in your 
community will be captivated by the quiet elegance 
and classic good taste of the “Luxury Ensemble.” 
Above all, they will applaud its design concept that 


treats the whole bathroom as a unit; that incorporates 
the same themes of line and form throughout all the 
fixtures, The result: not just a conglomeration of 
fixtures but a beautifully integrated bathroom. 
Integrated for function. Integrated for eye-appeal. 
Integrated for total satisfaction. 


Truly, Chicago Pottery’s new “Luxury Ensemble” is 
at home in the best of homes—and within the price 
reach of every homeowner. 


See Your Nearest Wholesaler Today! 


CHICAGO POTSaaxY 


1920 CLYBOURN AVENUE 





COMPAR Y 
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The Crampton top quality plumbing hard- 
ware that master plumbers have waited for is 
again available through jobbers.. 

This quality hardware, manufactured by 
Grand Rapids Brass Company, gives better 
service and longer life, and is the line that 
builds your business through complete cus- 
tomer satisfaction. 


Manufacturer and jobber inquiries invited 
"g 


DIVISION OF CRAMPTON MANUFACTURING €O. © GRAND RAPIDS, MICHIGAN 
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“Never spent 1p 
> ae Yeeros an oil | 

| put ina “ sea iw 
Winkler LP*.” ~ buy it?” 


OF WINKLER LP. BURNERS 
ARE PRE-SOLD THROUGH 
OWNERS’ RECOMMENDATIONS 
































GOOD NEWS 


TRAVELS FAST! 


A recent survey proves that Winkler dealers 
profit from a huge force of unpaid sales- 
men! These are owners so delighted with 
Winkler LP Burner performance that they 
urge friends to buy. 

That’s why the Winkler franchise is like a 
rolling snowball—producing increasing prof- 
its, year after year. It is a growing asset. 

This owner enthusiasm for Winkler Prod- 
ucts is not surprising . . . because Winkler 
makes quality heating equipment. The de- 
velopment and production of this equipment 
is not secondary to some other phase of the 
‘ company’s business. Heating equipment 
is our lifeline, not a sideline! 

Remember, too, that the Winkler line of 








we 





, furnaces, boilers, stokers, oil and gas burners 
is now so comprehensive that virtually every CLOG-PROOF NOZZLE 
type of buyer is a prospect. GUARANTEED 10 YEARS! “LOW PRESSURE 


Write today for information on how toob- = The Winkler Nozzle ends fuel 
waste—permits exact sizing 


tain the Winkler franchise. of the burner to Ge ake 
_ quirements of the building. 


OIL BURNER 















Winkler Institute trains salesmen to make money 


The Winkler Training Institute is open to all Winkler dealers and their personnel. 
Here in the Sales and Engineering Schools, Winkler trainees hear... see. . . and 
actually do the things which assure successful selling and correct application of 
Winkler Automatic Heating Equipment. 


WINKLER 


AUTOMATIC HEATING EQUIPMENT 
U.S. MACHINE CORPORATION « Dept. F-22. Lebanon, Ind. 
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New Unites for 52 


HELP YOU PROVIDE BETTER 
HOT WATER HEAT 


more conveniently 
and economically 





4 


3 NEW SIZES 


Thrush Water 
Circulators 


Low volume horizontal units 
for small heating plants. 
i", 1", and 11/4" sizes. 


AN INCREASING number of smaller hot water 
heating systems are now being installed. The low 
water content of these systems requires small, low 
capacity circulators if ‘volume hum” is to be avoided. 
These new competitively priced small units enable you 
to do a better job at lower cost. Powered with 1/, 
horsepower motors, with the same mechanical con- 
struction of the larger Thrush Circulators, and built-in 
lubrication, they will run quietly and smoothly for 
years. For information on the complete Thrush Flow 
Control System and other time-saving, money-saving 
hot water heating specialties, see your wholesaler or 
write Dept. 4-8. 


H. A. THRUSH & COMPANY 


PERU © INDIANA 


OW CONTROL HOT WATER HEATI 
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"Tl like to sell Servel 


Air Conditioning because 
it practically 


services itself.” 


Only Servel Gives All 
These Sales-Winning Extras! 


25-Ton Water Chiller 
Commercial Unit where 
no ducts are needed 


Sp GF <=, if 
cost 


SELL SERVEL . . . the air conditioning that offers low op g cost, 
feed dependability in residential, commercial or industrial installations. 








% v 


Made by the makers of the famous Serve! Refrigerator 
SERVEL, INC, © Evansville 20, Indiana 


Here’s the one Air Conditioning that helps sell itself 
and helps keep itself sold! No other refrigeration unit 
offers all the Servel features . . . no other unit offers 
such amazing, trouble-free service. This is the famous 
equipment that has no compressor... no moving 
parts, no vibration, no noise... for minimum main- 
tenance, minimum service on your part. (Refriger- 
ating unit carries a factory guarantee of five full 
years.) This is the famous equipment that uses heat 
to create cold—can be connected to present steam 
source under any pressure; operates on gas, oil, LP 
gas, even waste heat! You can select the most eco- 
nomical energy source to keep operating costs low. 
Refrigerant is water in a pressure-free unit for com- 
plete safety. Get the facts today—there is a full range 
of Servel Air Conditioning Equipment So you can sell 
every prospect from the residential and small com- 
mercial buyer to the large commercial, industrial 
and military type installation. 


Get the facts and you'll sell Servel! 
Write for complete information teday. 


Servel, Inc., Dept. DE-8, Evansville 20, Indiana 
Gentlemen: I’m interested in the money-making advantages of 


selling Servel Air Conditioning Equipment. Send me full de- 
tails on [] Industrial [1] Commercial Units. 


Address 


DENS cats oid C4 RAC COOER DEO ae DES eeCeReS Zone....State . 
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For every style and 
price requirement... 






Vitreous China | 
Lavator 1es WINDELL #785. Matches the Case gpa 


Water Closet in design and quality. Square basin, 
anti-splash rim, ledge back lavatory. 24” x 20’. 






















WILLARD #850. Front overflow, anti: COSMETTE *940, Square basin lava- AVON #912. Wall hung lavatory with 
splash rim, slanted contro) panel, and tory with control panel recessed in in- 6” back. Excellent quality and conven- 
soap depression. 22”x 18” and 24”x 20". tegral shelf. 20” x 144” and 24”x 17%”. ience at moderate cost. 20” x 18”. 


. There is no need to depart from Case quality, 
whether you are planning custom-built homes, low-cost housing, 
or commercia), industrial, or institutionial structures. 
These examples show how conveniently you can meet every 
requirement of utility and appearance—at a price 
befitting the job—while providing the most advanced engineering 
and dependable performance. The line of Case water 
closets and urinals is no less complete. For distributors, see 
your Classified Telephone Directory, or write 
W. A. Case & Son Mfg. Co., 33 Main St., Buffalo 3, N. Y. 
Founded 1853. 








WINCHESTER #923. A popular low- 
cost fixture with spacious oval basin, 
front overflow. 18”x 15%” and 19’x 17”. 
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HOME FREEZERS ARE HOT MERCHANDISE these days with freezer-food plans popping up 
all over the country in many forms and variations. Budget-suffering 
families seem to be accepting the idea to the point where, in some, 
areas, freezers are outselling any other major appliances. At this 
point many manufacturers are backlogged on orders. 

The whole story behind this massive promotion and its possible 
future are described on page 126. 


KEK 


A REASONABLE PROFIT for Government defense work will now be judged by Regional 
Renegotiation Boards on a basis of the contractor's profit history and 
the industry of which he is a part. "Normal earnings" during a select- 


ed period may be used as a fixed point of reference. 
Additional data for contractors on renegotiation of contracts will 


be found on page 95 of this issue. 
KEKK 


YOUR TRUCKS AND CARS will probably cost more to maintain in the near future with 
automobile liability insurance rates, already raised in some states, 
likely to go up all over the country. Greater accident frequency and 
increasing claim costs are the reasons for the rise, which apply to 
premiums for basic limits coverage. 


KK 


U. S. PIPE & FOUNDRY: is discussing merger plans with Sloss-Sheffield Steel & 
Iron Co. "By integrating the two companies substantial savings in 
operating expenses can be effected", officials said. 
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NO PRICE BREAKS EVIDENT on the horizon, seemed to be the attitude expressed at 
the summer home furnishings shows in Chicago. Retailers were assured 


that they could forecast business fairly accurately, buy accordingly 
and count on firm prices. 


Many new designs in appliances cannot help but bolster this market. 
Some of these introduced at the shows are described on page 121. 


SHKE 


THE STEEL STRIKE was blamed by the Council of Economic Advisors for a drop in 
~ the nation's individual production index to 202 in June, as compared 

with 214 in May and this year's peak of 222. For durable goods, a 

separate index slumped from 276 to 246 between May and June. But— 


Ce eS 


THE HIGH RATE OF PLANT AND EQUIPMENT EXPENDITURES by American business is ex- 
pected to continue through the third quarter of this year. A survey of 
anticipated capital outlays, released by SEC and the Commerce Depart- 
ment, predicted that U. S. firms would spend 6.1 billion dollars on 
new plant and equipment in the quarter starting July 1, a record rate, 
after allowance for seasonal variations. 

* 

WHILE PRIMARY MARKET PRICES declined 0.3 percent from May to June, there were 
scattered price increases for items such as vitreous china fixtures 
and brass fittings. Appliances, including stoves, laundry equipment 
and refrigerators was estimated at 107.3 percent of the 1947-49 
average. Sewer pipe was 125.3 percent, plumbing equipment 118.0 per- 
cent and heating equipment 113.6 percent. 
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NO DURABLE GOODS SHORTAGE for awhile was predicted by L. J. Asterita, secretary 
of the consumer credit committee of the American Bankers Association, 
because of “the tremendous expansion program in progress in industry 
now. But people in general are waiting to see what kind of economic 
weather the fall will bring before buying heavily." 


* KK 


ROOM AIR-CONDITIONING PEOPLE believe that no wind can blow them some good the 
way their business has boomed during the hot spell. York, Frigidaire, 
Philco and other manufacturers are sold out all over the country. Con- 
trast this with 1951, when the industry had to carry over 63,000 units 
of its 237,490 production. 


ke 


SLUM_ RENOVATION AND CLEARANCE is bringing business to contractors who are back- 
ing such projects in 111 cities of 32 states. Initiated by the Na- 
tional Assn. of Real Estate Boards, local groups work for ordinance 
enactment or enforcement to get blighted housing areas remodeled or 
torn down. A survey showed that ordinances on housing standards are 
not enforced in 58 percent of American cities. 


a 


FRESH WATER FROM SALT WATER at low cost is the aim of a research program being 
launched by the Department of the Interior. Water shortages in some 
areas of the country are becoming a major problem. 


%* KK 


THE CLOTHES DRYER is coming into its own as an important appliance, with sales 
having zoomed from 58,000 in 1947 to half-a-million in 1951. Gas dry- 
ers, which have increased to 27.3 percent of the market, will be pro- 
moted by about 400 utilities soon, according to the American Gas Assn. 
Industry calculations anticipate sales of more than 6,000,000 dryers 
of all types in the next five years. 
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BOILER MAKERS, according to a spot check, seem to feel the steel shortage fairly 
keenly. Other heating equipment supplies seem to be in pretty good 
shape. The Oil-Heat Institute is now conducting a survey to find out 
what effect the strike will have upon the industry output in the next 
five months. They should have the story soon. 

KK 


RANGE SHIPMENTS for the first five months of the year, although declining 34 
percent from the same period last year, still moved a whopping 
1,296,100 units. 
How one man sold 77 of them in 60 days can be found on page 144. 
% 


OLIVER J. PRENTICE, 85, formerly advertising and public relations manager for C. 
A. Dunham & Co. with which he had been associated for 32 years, died 
July 14. He had retired only a few months ago. 

Prentice had long been prominent in business organizations closely 
identified with the heating field. He was a life member and past 
president of the Illinois Chapter of the American Society of Heating 
and Ventilating Engineers; a member of the National Assn. of Building 
Owners and Managers; the National District Heating Assn. and the Na- 
tional Assn. of Power Engineers. 

Born in England, his early days in this country were spent in 
advertising. He became a member of the Chicago Association of Commerce 
and Industry, was appointed to the Illinois Committee in 1922. 

KKK 


CONSUMER INSTALMENT CREDIT outstanding increased 447 million dollars to 13,767 
million at the end of May. The May rise in consumer instalment credit 
this year compares with 16 million dollars in 1951, 345 million in 
1950, and 258 million in May 1949. 

Consumer credit, including instalment sales and loans, may no longer 
be restricted by the Federal Government. Residential and real estate 
credit may be controlled by the President only within the rules pre- 
viously imposed. A related provision bars any voluntary program or 
agreement for the control of credit. 
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AERATORS NOW AVAILABLE ON LAVATORY FITTINGS 








E-9341-R 


AVAILABLE ON 
Martha Washington and 
Princeton Lavatories 


E-9320-R 
E-9335-R 


eo EE} MN TE 


... ANOTHER Heaton Why an soost EL | ER sats 


This has been proved: ‘‘Customers buy quality merchan- 
dise when they understand the ‘reasons why’ it is better.” 
Tell your prospects that Eljer fittings, equipped with 
aerators, add oxygen to water . . . make water taste 
better... save soap . . . prevent splashing. 

Point out that these new Eljer lavatory fittings have 
spouts redesigned to receive an aerator as a part of 
them . . . not as an accessory or “‘add on”. All Eljer 
aerator spouts meet all codes. 

Now, every Eljer lavatory is available with an aera- 
tor fitting... and older lavatories can be modernized with 
the new Eljer aerator fittings E-9350-R and E-9320-R. 

Wearing parts of Eljer brass fittings are renewable. 
Years from now repair units will still fit valves and 
faucets made today. For customer satisfaction and 
greater profits, sell Eljer Quality. 


CONDENSED TRADE CATALOG AVAILABLE 


To know more about the complete line 
of Eljer Products, ask your Distributor 
for Eljer’s Condensed Trade Catalog or 
write Eljer Co., Box 192, Ford City, Pa. 





Between 





Ourselves 


A AMAA 


From One Who Knows. . 

One of the nation’s top-level salesmen, 
Frank W. Lovejoy of Socony-Vacuum and 
former president of the Sales Executive Club, 
gives these key pointers on successful sales- 
manship: 

Don’t talk too much. It bewilders the buyer 
and suggests objections. 

Don’t debate. A buyer can think up argu- 
ments faster than you can knock them down. 

Keep asking why. Let him think up the 
reasons. 

Be sure the buyer knows you understand 
his objections. Otherwise he’ll keep repeat- 
ing them stubbornly, even after they’ve been 
answered. 

Stick to one key argument. 


Briefly Noted 

Workers ‘are now enjoying actually a 35- 
hour work week instead of the recognized 
40, according to a Chamber of Commerce sur- 
vey of 700 firms. “Hidden payroll” costs, or 
employe fringe benefits above wages, have 
jumped more than one-third in two years 
and now comprise one-sixth to one-third of 
all the money paid to employes above wages. 

Athlete’s foot may be a thing of the past 
with development of an anti-fungicide im- 
pregnated concrete at Battelle Memorial In- 
stitute. It can be used for shower floors. 

Troops in Korea like the new one-burner 
gas stove developed by the Army for heat- 
ing rations. It weighs 22 ounces, has an out- 
put of 5,500 Btu, and can operate at 65 de- 
grees below zero. 


Air Cooling Gets “Hot” 

Abnormally hot weather that has swept 
the nation this Summer, coupled with a 
growing awareness of the value of artificial 
cooling devices, is focussing attention on air 
conditioning equipment. 

In the residential field, virtually every 
producer of window room conditioners (even 
the newest newcomers) is reporting a com- 
plete sell-out of existing stocks and demand 
beyond present capacity to deliver. Bernard 
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HIGHLIGHTS OF THE MONTH IN OUR INDUSTRY 


A. Mitchell, president of Mitchell Manufac- 
turing Co., stated that his company is more 
than 30,000 units oversold and that “dealers 
have cleaned us out despite the highest pro- 
duction rate in our history.” As a measure of 
the demand, note that this company’s pro- 
duction schedule of 78,000 units for this year 
is in excess of the industry’s total production 
in 1948. 

For the first time in the history of the na- 
tion’s political conventions, delegates attend- 
ing the two huge party functions in Chicago 
were able to keep physically cool—most of 
the time, anyway. The Carrier Corp., whose 
big centrifugals were used to cool the Inter- 


(Please turn to top of next page) 


LETTERS 10 THE EDITOR 


SELECT GROUP SELLING 

Bay City, Mich.—As the old saying has it, 
“We can’t stand still. Either we move for- 
ward, or we slip back.” New products are 
appearing every day which present a chal- 
lenge to devise new methods and new ideas 
in merchandising. It is not enough to be 
abreast of the times, we must be ahead 
of the times if we expect to be a success in 
our chosen line of endeavor. 

Our company, the Alert Pipe and Supply 
Co., had worked on the theory that numer- 
ous dealer meetings, subsidized by food and 
refreshment, was the best way of promoting 
the sale of our products. Recently I became 
analytical and, after making a thorough 
study, found that time and money were 
wasted on this method of procedure. Our 
dealers became merely numbers. 

Three words spell the success of our new 
sales set-up; they are “Selectivity” and 
“Small Units.” We select a town or city in 
a given sales area as our working center. A 
survey is made of the dealers in this area. 
These dealers are broken down into cate- 
gories, such as pump dealers, heating deal- 
ers, etc. A small group of dealers, not over 


(Please turn to center of next page) 
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Hot politics under cool circumstances 
is promised by these charming greet- 
ers of delegates at the Chicago conven- 
tions. The giant air conditioning sys- 
tem provided the hall with an amount 
of cooling each minute equal to this 
1,300-1b. stock of ice, or 2,000,000 lbs. 
per day. 


Air Cooling Gets Hot! 

(Continued from center of page 81) 
national Amphitheatre, site of the 
conventions, made an interesting 
study of the amount of heat gen- 
erated by delegates and spectators 
during the exciting moments. They 
discovered that during the demon- 
stration for former President Herb- 
ert Hoover, an increase of more 
than 10 tons in cooling effort was 
required to hold the temperature 
down. Although outside tempera- 
tures soared to a record 98.5 de- 
grees, highest temperature recorded 
inside the hall was 78 and most of 
the time it ranged from 72 and 76. 
This made air conditioning one of 
the key topics of discussion among 
those present. 

Meanwhile, the S. S. United 
States, the “world’s largest fully 
air-conditioned superliner,” made 
its record-breaking runs between 
this country and Great Britain, and 
the York Corp., who designed and 
built the ship’s 60-odd turbo Freon 
refrigeration compressors, _ esti- 
mates that there is sufficient equip- 
ment aboard to air condition more 
than 800 average size homes. 

These and many other advances 
certainly suggest that air condi- 
tioning, at the moment at least, is 
its own best salesman—precondi- 





tioning the public to air condition- 
ing, developing more and more 
customers with easier selling, and 
consequent greater future produc- 
tion with possibly lowered costs. 


LETTERS . . . continued 


(Continued from bottom of page 81) 
nine or ten, are invited to have din- 
ner with us at some convenient 
spot in their area and to meet a 
factory representative of a product 
which we wish to promote. In 
these small gatherings we and the 
dealers become quickly acquainted. 
After dinner we introduce our 
product. We cite conditions of 
dealership and, in almost all cases, 
are able to conclude negotiations 
at this meeting. 

Thus we are spending our time 
on the producers, giving them 
service and help if they need it and 
are not dissipating most of our ef- 
forts on non-producers. We find 
that we are well repaid. In other 
words, selectivity, and not quantity, 
is what pays off. 

C. C. KEEGAN, pres. 
Alert Pipe and Supply Co. 


e For more on select group selling, see 
page 86.—Ed. 


REGULATION X 

El Dorado, Ark.—We note in 
your July issue under Washington 
Report comments regarding Regu- 
lation X. 

We would appreciate your send- 
ing us a copy of Regulation X, to- 
gether with any additional infor- 
mation you may have regarding 
this regulation. 

JAMES CUNNINGHAM 


e Will do! A copy of the Regulation 
and supplementary information is on 
the way to Reader Cunningham.—Ed. 


ON SEPTIC TANKS 

Chestertown, N. Y.—I have been 
a reader of Domestic ENGINEERING 
for many years and carefully fol- 
low your articles, especially the 
Question and Answer Department, 
for the valuable information they 
contain. 

I now have a problem of my own 
which I have been unable to have 
answered fully. This problem con- 
cerns the use of fully automatic 
clothes washers and dishwashers, 
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where the waste discharge from 
these appliances are piped into a 
septic tank. It is desirable that de- 
tergents instead of soap be used 
in these machines. Will the use of 
large amounts of detergents 
drained into a septic tank cause 
any lessening of the bacterial ac- 
tion or be in any way harmful to 
the proper action of a tank? 
DELL W. KINGSLEY 


e According to D. H. Jaquith, of San- 
Equip Inc., the use of detergents will, 
in theory, have an adverse effect on 
bacterial action within a septic tank, 
although it is not exactly known what 
quantities of detergents must be in- 
volved before there is any practical 
effect on septic tank operation. The 
U. S. Public Health Service Environ- 
mental Health Center in Cincinnati is 
just now making a study of this same 
question but has not submitted a re- 
port as yet. 

Mr. Jaquith also points out that au- 
tomatic clothes washers and dish- 
washers usually increase substantially 
the volume of waste from the house 
which means in most cases a larger 
septic tank would probably be neces- 
sary. For residential use a tank should 
never be less than 500 gals. 


INTRIGUED 

Toledo, Ohio—We were quite in- 
trigued by the manner in which 
you treated an article in the July 
issue of Domestic ENGINEERING. 
We're referring to the story en- 
titled “Practical Experience Is 
Their Teacher,” appearing on page 
82, et seq. 

You have done a good job of 
making this an interesting editorial 
feature. 

R. C. WayYNE 
Surface Combustion Corp. 


WARM AIR DETECTIVE 
Cleveland—I have just received my 
copy of Domestic ENGINEERING for 
July and I want to compliment you 
on the very fine article about our 
mobile laboratory (page 158), and 
also for the special article on our 
new small pipe warm air perimeter 
system. 

I particularly like the title of the 
story, “Warm Air Detective Takes 
to the Road.” This sounds like the 
kind of a title you would find in 
Life magazine or other outstand- 
ing consumer magazines. 

Gero. BoEDDENER 

managing director 
National Warm Air Heating and 
Air Conditioning Assn. 
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RICHMOND 


TYPE WFD BOILER 
for Hot Water Heating 
Systems 




























RICHMOND 


TYPE K BOILER 


for Steam, Vapor and Hot Water 
Systems plus Domestic Hot Water 















@ WET BASE... prevents heat from radiating to 
floor; permits installation at radiator level. 


© REMOTE PILOT IGNITER... added safety 
and convenience feature...standard equip- 
ment with diaphragm gas valve controls for 
manufactured gas. Meets Eastern Utility 
requirements. 


@ EASY CLEANOUT.. top flue cleanout that 


saves disconnecting of piping and controls. 


@ FIELD-PROVED...to give trouble-free per- 
formance with minumum service... Rich- 
mond Boilers are extra efficient due to their 
“wet base” design...economical for main- 
tenance and installation. | 


@ WHITE JACKET... baked white enamel casing | 
of sturdy construction. Beautifully stream- Consider together Richmond’s improved de- 
lined with smooth, rounded corners. sign, construction and appearance and you 
know there are no better boilers to specify 
or install. AGA approved. 
























Richmond Radiator Comrany DE-8 


19 East 47th Street, New York 17, New York 
Please send me more information and literature on 
the Richmond Heating Units. No obligation, of course. 









CHEV. cc cccccccccscecs ZONE....STATE. seseeee 


We are ©) pl g@ wh ’ 
tractors () building contractors. 


hi, 























These four components plus 
orifices provide Webster Moder- 
ator L. 


WAREHOUSE 
Heated by: 

@ Webster Moderator Sys- 
tem of Steam Heating 

@ Webster-Nesbitt Unit 
Heaters— Propeller-Fan, 
Giant, Down-Blow 

@ Webster Walvector 
along exposed walls 

@ Webster Drip Traps and 
Double-Service Valves 

@ Nash Vacuum Heating 
Pumps 
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AREHOUSE HEATING 


There are three basic requirements for 
effective warehouse estios and 
Webster Steam Heating Equipment 
meets all three: 


(1) Economy . . . You can cut steam 
consumption by using less heat in mild 
weather, full heat only when the out- 
door temperature falls. A Webster 
Moderator System does just that — cuts 
heating costs $1,100 per year for a large 
Philadelphia warehouse, reduces steam 
consumption 17% for a mercantile 
warehouse in Baltimore. 


(2) Heat where you want it... You can 
spot heat where you want it and assure 
plenty of circulating air with Webster- 
Nesbitt Unit Heaters — Propeller-Fan, 
Giant, Down-Blow. Or you can spread 
heat all around the perimeter of the 
building with Webster Walvector® 
Radiation. 


(3) Maintenance-free operation ... You 
can depend on Webster Equipment — 
traps, valves, radiation, controls — for 





Webster Double Service Valve meets ware- Webster Float and Webster-Nesbitt Little Giant 





Great Atlantic & Pacific Tea Company Warehouse, Albany, 
N. Y. Heating Contractor: E. W. Tompkins Company, Inc. 





Reguirement 


long dependable service. All are prod- 
ucts of one manufacturer under undi- 
vided responsibility. Rugged construc- 
tion is ideal for warehouse service. 





Webster’s record of successful ware- 
house heating is due in part to an 
experienced field organization serving 
architects, engineers and heating con- 
tractors. If you are planning a new 
warehouse or modernization of the 
heating in an existing warehouse, call 
the nearest Webster factory representa- 
tive or write us for his name. 


Address Dept. DE-8. 


WARREN WEBSTER & COMPANY 
Camden 5, N. J. : : Reps. in Principal U. S. Cities 
In Canada, Darling Brothers, Limited, Montreal 








Down-Blow Unit 


house requirements by combining drip of Thermostatic Dri Heater with cone distributor. Located neat 


down-feed riser and supply valve to Webster Trap, 


the standa ceiling out of the way provides effective heat 


Walvector®. Replaces trap and valve, saves for UnitHeaterswith distribution for any desired temperature in ares 


six or more items of pipe and fittings. low-pressure steam. served. 
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Short Sighted... 


Tue O1m-Heat Institute of America 
condemned last month the “short-sighted, 
though growing practice on the part of 
builders and architects in providing too 
little space around heating units in base- 
mentless and utility room houses, result- 
ing in space limitations which hinder 
proper later servicing.” 

In a recent survey, made among its 2000 
member dealers coast to coast, the institute 
has come up with the first measure, so far 
as is known, of the extent of this unsound 
practice, OHI’s distribution division asked 
the following question of ‘its members: 
“in basementless and utility room houses 
in your area, is enough space provided 
around oil-fired heating units to permit 
adequate servicing?” 

Eighty-eight percent of those replying 
answered “no” to this question; only 12 
percent answered “yes”. 

It is realized, of course, that in these 
days of high building costs architects and 
builders everywhere are faced with the 
need for cutting cost corners wherever 
possible, but in too many instances this 
economy has been manifested either in 
cutting the size of the areas around the 
heating unit in modern homes, or in the 


size and quality of the heating plant itself. 

“This is not only unwise economy,” F.S. 
Burroughs, national secretary of OHI’s 
distribution division, told Domestic ENGI- 
NEERING last month, “but it even ap- 
proaches a fraud upon the prospective 
home owner, shopping for price, who in 9 
cases out of 10 does not realize the ‘extra’ 
servicing costs which inadequate space 
around heating units will make necessary. 
“Indead, in some areas,” he added, “heat- 
ing equipment service firms are refusing 
to service such equipment where space 
limitations make the unit inconvenient, in- 
accessible or even impossible to service .” 

Continued disregard by the builder of 
the need for adequate space will undoubt- 
edly lead to more rigid building codes to 
protect the home owner, such as stricter 
requirements for FHA loan qualification. 
Meanwhile, a campaign of education is 
strongly needed, not only to point out to 
the builder the folly and unfair later ex- 
pense of the practice, but to guide the un- 
wary home buyer who now overlooks the 
need for servicing space around the home 
heating unit, only to realize too late that 
he may be saddled for the life of his 
home with needlessly exorbitant servicing 
costs or warranted refusal by service com- 
panies to condition his heating equipment. 





He Ain't Workin’ No More, No More! 


You’ve probably seen a lot of this character. He’s around 
quite a bit during these days of tightening competition, when 
some short-sighted contractors fall for price cutting tactics 
instead of working harder to keep an adequate profit margin. j 

Doe—a bespectacled, bedraggled little man, with baggy trou- 
sers out at the knee and long-tailed coat patched at the elbow 
—is sort of a side-show star of Minneapolis-Honeywell’s 
“Seven Steps to Greater Dealer Sales,’ 
published to help dealers improve their merchandising and 
public relations techniques (see page 104). 

His picture appears as a reminder of what happens to dealers 
who ignore sound business principles. 
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AS THE EDITOR SEES IT! 
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a series of new books 
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INTERVIEW: 





Select Group Selling... 
Is It the Answer fo Today's Merch 








EDITOR’S NOTE: The biblical quotation, 
“Many are called, but few are chosen,” is the 
creed of many sales managers today at the 
wholesale and manufacturing levels of our in- 
dustry. This means they are highly selective in 
choosing dealers, advertising media and promo- 
tion methods to sell their products. 

“Select Group Selling” is the term applied to 
this philosophy of doing business by one such 
wholesaler, the Alert Pipe and Supply Company 
of Bay City, Michigan. 

In the belief that many of the principles of 


Select Group Selling are applicable at the retail 
level of our industry, insofar as the dealer’s 
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selection of—and promotion to—his customers 
is concerned, Domestic Engineering went to 
officials of Alert Pipe and Supply for an inter- 
pretation of how these principles can be ap- 
plied by contractor-dealers. 

These men, shown on the facing page, are 
eminently qualified to make such an interpre- 
tation on the basis of their daily contacts with 
the merchandising programs and problems of 
nearly 600 contractor-dealer customers, a ma- 
jority of whom have benefitted overwhelming- 
ly from the Select Group Selling idea (see page 
91). The interpretations, below, are presented 


in question and answer form. 
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Q. Since your recent talk before the Central 
Supply Assn., Mr. Eichhorn, we've noticed a 
growing interest in Alert Pipe and Supply Com- 
pany’s promotional program built around the 
“select group selling” idea. How do you define 
this term “select group selling?” 


A. Well, reduced to simple terms, it means that 
we carefully choose a group of contractor-dealers 
who represent the type of customer we would 
most like to have, and then concentrate the bulk 
of our promotional effort on that select group. 


Q. Why did you adopt the select group selling 
idea? 


A. We became discouraged with the results of 
our regular dealer sales meetings, even though 
they attracted anywhere from 150 to 200 dealers. 
The time and effort we expended did not pay off, 
for the simple reason that we were unable to 
devote the amount of personal attention to each 
dealer’s problems and needs that we should have, 
or to encourage active participation on the part 
of dealers themselves in our program for stepped- 





up merchandising activity. Although we gained 
a certain amount of good will and publicity by 
bringing our name before this number of dealers, 
the prime purpose of the meetings—which was 
to give dealers up-to-the minute product informa- 
tion and sales and marketing ideas—was )argely 
nullified by our inability to spend the required 
amount of time with each individual dealer, to 
explore the sales potential of his trading area and 
to encourage him to ask questions and to request 
help on a personalized basis to solve his sales 
problems. 


Q. How does select group selling solve this 
problem? 


A. We now invite a maximum of ten sales- 
minded dealers and their key personnel (never 
more than 20 people) to attend each week’s care- 
fully planned sales meeting, which is usually 
devoted to one product or one sales idea. This 
enables us to spend more time with each dealer. 


Q. Will you describe a typical meeting? 


A. In March, we invited ten dealers and their 
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andising Problems? 


key sales personnel to a meeting which was de- 
voted exclusively to oil-fired and allied heating 
equipment. The manager of our heating depart- 
ment, Jerry Johnson, spent the first 20 minutes 
or so explaining how house-to-house heating 
surveys in the summer time are the very best 
method of building up summer heating business. 
He explained how heating surveys not only keep 
the heating crew intact during the otherwise slow 
summer months, but also pay for the labor in- 
volved and result in a nice volume of sales of 
boilers, burners, furnaces, heating controls, ete., 
very often topped off with a complete moderniza- 
tion job. When the proper enthusiasm had been 
generated, our salesmen sat down with individ- 
ual dealers and helped them map out heating 
survey campaigns for their own trading areas, 
including suggested heating survey forms and 
the most effective way to present recommenda- 
tions for heating system improvement to the 
homeowner, This personalized attention, we feel, 
is helping our dealers do a better merchandising 


job than ever before, because it generates greater 
enthusiasm when we talk to each individually. 


Q. Youve often heard the statistic that 20 
percent of the contractors do 80 percent of the 


business. Does this hold true among your cus- 
tomers? 


A. Emphatically yes. And that’s exactly the 
reasons why the select group selling idea can’t 
miss. By concentrating on the 20 percent that 
does 80 percent of the business, you direct your 
promotion to the select group where it does the 
most good. 


Q. Do you believe that these principles of select 
group selling can be applied as successfully by 
contractor-dealers as they can by wholesalers and 
manufacturers? 


A. Definitely yes. 


Q. How can a dealer apply the select group 
selling method? (Please turn to next page) 









ANSWERING THE QUESTIONS of a Domestic Engineer- 
ing reporter in this tape-recorded interview were these 
personnel of the Alert Pipe and Supply Co.: Guy Crowell, 
manager of the pump department; Mart Eichhorn, general 
manager; Lawrence Rachow, sales manager, and Jerry 
Johnson, manager of the heating department, C. C. Keegan, 
president, is pictured on the front cover. 





FESTIVAL FOR ’52 was the high spot of Alert Pipe and 
Supply Company’s dealer development program during 
the week of February 28. Nearly 700 contractor cus- 
tomers viewed first hand the latest product improvements 
exhibited by more than 50 manufacturers. The festival 
will be repeated next year. 
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(Continued from bottom of preceding page) 

A. Well, let’s suppose a dealer is directing his 
sales story on kitchen remodeling to a mass group 
of say 200 people. Undoubtedly he could suc- 
cessfully explain the advantages of a modern 
kitchen to this large group. But he could do a 
much more effective job if he were directing 
his sales story to a smaller, select group—and 
here’s why. In the first place, he doesn’t know 
how many of the 200 group are prospects for 
kitchen remodeling jobs; he may not even know 
if any of them are. On the other hand, if he is 
using te select group method, all of this group 
are logical prospects because they were chosen 
for that very reason. With the smaller group, he 
is able to talk to each personally and to relate 
the advantages of kitchen remodeling to each 
individual’s needs much more effectively. The 
personalized attention made possible by the select 
group method is the key to its success at every 
level of our industry . . . wholesaling, manufac- 
turing and retailing. 


Q. What about the balance of the 200 people? 
Wouldn’t the dealer be missing some sales if he 
forgets about all the others? 


A. Not necessarily. Although the dealer may 


. . . select group selling en- 
ables us to spend more time 


with each bona-fide prospect." thusiasm." 


Mart EICHHORN 





" .. Twenty percent of the contractors do 80 percent of the business — that's 


", . « personalized attention 
generates greater sales en- 


cA 


have rejected 160 of them in determining his 
select group for kitchen remodeling promotions, 
he very likely discovers that some of them are 
good prospects for heating jobs. These prospects 
then become part of the select group to which 
he directs his heating sales story. In other words, 
select group selling doesn’t necessarily mean that 
the dealer is limiting the number of his customers; 
he merely places emphasis on smaller, select 
groups. 


Q. Let’s suppose then that we have a typical 
domestic engineering dealer with a potential of 
perhaps 1,000 customers. What techniques could 
he use to determine his select group? 


A. The best method we could suggest is the 
survey technique. In fact, I am of the opinion 
that the heating and plumbing survey, offered at 
no obligation to the prospect, is the finest tool 
available to the dealer. It has been particularly 
effective with heating, but can be used just as 
well for plumbing and appliances. By making 
this survey offer, the dealer is appealing to the 
“something for nothing” angle which people find 
hard to resist. Once inside the home it is rela- 
tively simple to make the survey and at the same 
time note whether the owner is a prospect for 
other equipment, appliances, etc. 


. . » dealers should investi- 
gate the help available from 
manufacturers and jobbers.” 





JERRY JOHNSON 
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why select group selling can't miss!” 


Q. You feel, then, that getting into the homes 
of prospects is an important factor? 


A. Yes, definitely. We have long felt that the 
entree to the home enjoyed by the contractor- 
dealers in this industry gives them a good jump 
on the competition. The survey technique works 
the same as a service call, in that it provides an 
excellent opportunity to see the prospect, talk 
to him, learn his problems, make suggestions; 
in short, personalize your sales message to the 
point where it’s not recognized as such. 


Q. What else is there, Mr. Eichhorn, that our 
average domestic engineering dealer can do to 
set up a select group selling program? 


A. Well, the first thing the dealer should do 
in promoting this sort of program is to see and 
investigate all the outside help he can get. I’m 
thinking now of the assistance that many manu- 
facturers and suppliers can give. They spend a 
lot of money on dealer helps and cooperative 
programs and, unfortunately, too few dealers 
make proper or adequate use of this material. 
By using this promotional material a dealer can 
obtain a mass of leads as a starting point. Then he 
can get into his survey technique in order to find 
his select group of prospective plumbing and heat- 
ing customers. 


",.. direct your promotion to 
the select group where it will 
do the most good." 


C. C. KEEGAN 





‘", . . if really costs less than 
mass promotional methods in 
the long run." 


Mart EIcHHORN 


Q. What can he do next? 

A. From there on he is concentrating on pros- 
pects who have both the need and the means to 
buy. This concentrating can take many forms 
including all the usual direct mail appeals and 
usual advertising methods, plus—and this is most 
important—the personal call that results in a 
mutual understanding of the prospects needs and 
his problems. Once he gets;one customer in a 
good market area, that person’s friends and 
neighbors become fair game for similar jobs. 
Some of our dealers even call on the neighbors 
and tell them about the job they are doing at 
John Doe’s place and invite them over to see 
the new heating system or remodeled kitchen 
or bath. It’s almost always good for one or two 
additional jobs. I might point out here the need 
for keeping adequate and complete records for 
both customers and prospects. A good customer 
and prospect file is a valuable tool at all times. 


Q. It is possible that you may realize that 
DomEsTIc ENGINEERING has been utilizing the 
select group selling principle for many years. Can 
you tell me how many of your select group con- 
tractors are readers of Domestic ENGINEERING? 


A. I don’t know of any of our customers who 
do not use Domestic ENGINEERING. There may 
be some, but I don’t know of any. Last week 
I took a trip up to Petoskey and on the way I 
made a few stops and in every store I saw a 
copy of Domestic ENGINEERING. 

(Please turn to top of next page) 


- . . entree to the home is 
the dealer's biggest aid in set- 
ting up a select group plan.” 








LAWRENCE RAcHOow 
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(Continued from bottom of preceding page) 

Q. Have you had any concrete evidence that 
the contractors are utilizing the material found 
in Domestic ENGINEERING? In other words, is 
our emphasis on merchandising and customer re- 
lations in keeping with the need of customers of 
Alert Pipe and Supply Company? 


A. I believe that in a great many cases Do- 
MESTIC ENGINEERING is used as a guide and a ref- 
erence in helping dealers promote their business. 





TYPICAL OF THE BIG INVENTORY carried in all lines 
by the Alert Pipe and Supply Company is this stock of 
high pressure valves. “One of the best services the whole- 
sxaler can offer his contractor-customers,” says Mart Eich- 
aorn, Alert’s general manager, “is to have the right quan- 
tity, type and size of product in stock at all times.” Alert’s 
inventory is currently above the one million dollar level. 


Q. In this particular period of price competi- 
tion from many sources, most dealers are quite 
cost conscious. In your opinion, does a select 
group selling program represent a higher or lower 
initial cost than a mass promotional effort? 


It Costs Less to Sell More 


A. We honestly believe and know that it is 
much cheaper to try to sell a select group than 
it is to just sell a general group of people. It’s 
a lot like shooting at a sitting duck with a rifle; 
rather than trying to hit a whole flock at the 
same time. It’s pretty tough to do and you waste 
a lot of ammunition trying. This does not mean 


“... Select group selling is a lot like shooting at a sitting duck with a rifle. 


that mass promotional efforts are no good. They 
definitely are—in certain applications they are 
superior. Nevertheless, a dealer’s sales program 
to be good must be productive, and the only way 
to judge cost is by it’s product—if sales are 
higher it should mean that cost per sale is down. 


Q. Can you tell by specific example how select 
group selling has paid off for the Alert Pipe and 
Supply Company? 


A. Well, they say figures don’t lie and the fig- 
ures show that some dealers have increased the 
business they give us by anywhere from 100 to 
several hundred percent—and all within a year’s 
time. 


Q. Could you be just a little bit more specific 
and point out what factors led to such a big sales 
increase? 


A. First, I’d like to mention the fact that our 
close relationship with the dealer has helped him 
to sell more, consequently we benefit in turn. 
Now to be explicit, I recall one situation where 
a dealer, we'll call him dealer X, was more or 
less sitting on a franchise of ours that we thought 
had more potential in his area than he was devel- 
oping. Spending some time with him, we devel- 
oped the fact that he had no prime sales cam- 
paign, and that he was spending no time following 
up prospects that we could turn up for him. Still, 
he was sales minded, and once he was convinced 
there was a greater potential there for him he 
went after it and doubled his volume in our lines. 


Q. What did dealer X do, specifically, after 
you once convinced him that there was a greater 
potential? 


A. At our suggestion he began advertising in 
his local paper. We contributed to the cost on a 
cooperative basis, provided that he follow a 
planned advertising program. Next, we convinced 
him to assign his son, who is a very personable 
young man, to make actual door-to-door calls on 
a select group basis, for not over two hours per 
day. The two factors, planned newspaper ad- 
vertising and setting up his son as a part time 
salesman, selling to a select group, resulted in his 
business increase. 


Q. In what phases of his business were most 
of the sales increases noted? For example, mod- 
(Please turn to top of page 235) 
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Noet GoODDEYNE 
Bay City, Michiga 
contractor... 





FUNDAMENTALLY, the select 
group selling program of Alert 
Pipe and Supply Company means 
that we, as dealers, receive the 
benefits of more personalized as- 
sistance in the way of product in- 
formation, sales training and sales 
assistance than if more conven- 
tional practices were followed. 

For example, as a result of one 
recent meeting on product appli- 
cation of a certain make sump 
pump, we went out and sold 
four right off the bat. Prior to 
the meeting we hadn’t been mov- 


Contractor customer of Alert Pipe and Supply 


It's better than trying to hit a whole flock at the same time with one bullet!” 








Company tells how retailer can use select 


group selling plan... 


ing any of them, but the meeting 
brought out major sales features 
of the pump and demonstrated 
clearly to our key sales personnel 
exactly how it operated. Armed 
with plenty of sales ammunition 
and product knowledge, the sell- 
ing job was much easier. 
Beyond that, we have taken a 
leaf from Alert’s book and now 
apply the select group selling 
philosophy to our own business. 
We utilize manufacturers’ sell- 
ing aids and take full advantage 
of Alert Pipe and Supply Com- 


pany’s cooperative advertising 
program to obtain a substantial 
number of leads. Then, by ap- 
plying the house-to-house survey 
technique we carefully screen 
the leads to see which are bona- 
fide prospects for any given 
product. Our promotional efforts 
and the “personal” touch are 
then concentrated on our selected 
group. The results are infinitely 
more productive than the hit-or- 
miss tactics aimed at a large, 
scattered flock of prospects, 
which we formerly employed. 

















by Eddy Isbey, contractor, 
Michigan City, Indiana 








MOTORand I... 





What this contractor learned from experience about 


electric motors can help you improve customer sat- 


isfaction with a wide range of motor-driven products 


| id TOOK a flood to prove to me 
the importance of the electric 
motor in my business. 

Of course, I had always known 
in a vague way that many of the 
products and appliances I sold were 
motor driven. But it was not until 
after the flood that I became fully 
aware of how their performance 
was dependent upon the motor. 

The flood itself was not too ser- 
ious, as floods go, but it came rather 
late in the year. And as the waters 
receded a cold snap came. That 
was when the service calls started 
rolling in, one after the other. 

Most of these were “no-heat” 
calls from residential installations 
of oil burners. In nearly all cases, 
water had backed up in the base- 
ment and the burner would not 
start. 

The water had not permanently 
damaged the burner or the furnace 
(except in a few instances) , but the 
heating plant’s motor, still damp, 
refused to function. No motor—no 
heat! 

At the time I considered this fact 
only as an annoying source of too 
many service calls. But later, after 
I had time to think about it clearly, 
I began to see that what I had 
really witnessed was a dramatic but 


92 


essentially accurate demonstration 
of the importance of the fractional 
horsepower motor to the domestic 
engineering dealer. 

From that time on the motor and 
I began to get better acquainted. 

The thing that struck me imme- 
diately was the large number of 
motor driven appliances and prod- 
ucts which I sold, serviced and in- 
stalled. I had never realized before 
just how many electric motors 
eventually found their way into the 
average home. 

Keeping this fact in mind, I be- 
gan to think back on the nature of 
our service calls, trying to deter- 
mine, if I could, how many of them 
originated in a motor failure of 
some kind. It didn’t take me long 
to conclude that not only was this 
type of call generally the most un- 
profitable, but that, in many cases, 
it could have been prevented by 
proper care of the motor. 

I also concluded that when it 
came to motors I was something of 
an ignoramus. I needed to find out 
more about them. This in itself was 
fairly simple. The motor manufac- 
turers readily supplied me with as 
much literature as I could use, and 
I tinkered around with a few old 

(Please turn to top of page 94) 
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Wine af . . . 
in the American home are motor-driven. 


trated below is a typical modern home showing these products. 


1 ATTIC FAN 
2 REFRIGERATOR 

3 DISPOSER 

4 DISHWASHER 

5 VENTILATING FAN 
6 WASHER 


7 DRYER 


Part One of a Series: Next Month's article will include a de- 
scription of the basic types of motors and their application. 





8 IRONER 


9 FREEZER 





Over 80 percent of the products sold and 


installed by domestic engineering dealers 





10 CELLAR DRAINER 


11 WATER SYSTEM 


12 FORCED AIR FURNACE 
13 CIRCULATING PUMP 
14 OIL BURNER 


15 ROOM CONDITIONER 
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MOTOR AND !... 


(Continued from bottom of page 93) 


motors in the shop until I became 
acquainted with the actual feel 
of them. Then I trained an em- 
ployee to make simple motor re- 
pairs. 

But this was only part of the 
solution. Before these unneces- 
sary service calls could be elim- 
inated the customer had to be 
made more motor conscious. He 
didn’t have to know a great deal 
about the motor, but it was im- 
portant that he know how to 
take the proper care of the mo- 
tors in his own home. 

After this, I began giving each 
new customer a list of mainte- 
nance tips when I made an in- 
stallation involving a product or 








appliance with a motor in it. I 
told him how important it was 
to the successful operation of the 
product or appliance that the 
motor be kept in good working 
condition. 

I gave him an idea of how the 
thing worked, showed him how 
to oil it. I stressed the impor- 
tance of keeping the motor dry 
and free from lint and dust. 
These instructions naturally 
varied with the type of motor 
involved, but what I tried to do 
was to give the customer enough 
knowledge to enable him to pre- 
vent certain common motor dis- 
orders before they developed. 


Program Is Successful 


This program has been work- 
ing out very successfully. Na- 





Minor Repairs Assures Major Customer Satisfaction 


One man, trained for the job, takes care of Eddy Isbey’s electric 
motor service and repair department. Only minor repairs are 
made. Motors are cleaned, brushes are replaced, etc. 

For more serious and extensive repairs Eddy has an arrange- 
ment with a large motor service center. He picks up the customer’s 
defective motor, takes it to the center, and then replaces it in the 
customer’s home after it has been repaired. 

“It’s poor customer relations to refuse to take care of a cus- 
tomer’s electric motor troubles, especially when you sold him the 


equipment,” says Eddy Isbey. 


“Even if you tell him where to take the motor, he has the feeling 
that you are not interested in his problem. That’s why we make 
the repairs ourselves if we can, and if we can’t, we still pick up the 
motor and see that it is properly repaired someplace else.” 








turally the customer has a vital 
interest in keeping all the prod- 
ucts and appliances in his home 
working, and consequently he is 
grateful when this is made easier 
for him by simple instruction. 
Actually, what this amounts to is 
a good public relations job. For 
the customer is immediately im- 
pressed by my concern for his 
satisfaction. 























































Motor and | Are Friends 


Thus, the motor and I have 
become very good friends. I am 
set up now to make simple motor 
repairs (replacing brushes, etc.) 
when necessary, and by instruct- 
ing my customers in the proper 
maintenance of motors I have 
cut down on unprofitable service 
calls, 

I have also added to my store 
of sales ammunition. By pointing 
out the merits of certain motors 
in a product—stressing their 
sturdy construction and long life 
—I have been enabled to make 
additional sales. Certainly, you 
can’t know too much about the 
product you are selling. And 
since the electric motor is often 
the heart of the product—at least 
it won’t work unless the motor 
does—it seems only logical to me 
that the motor be brought into 
the sales pitch. 





FUTURE ARTICLES in this se- 
ries on the role of the contractor 
dealer in the electric motor mar- 
ket will cover the following sub- 
jects: 

Article 2: A description of the 
basic types of motors and their 
applications. 

Article 3: Motor care and main- 
tenance tips. 

Article 4: How to set up the fa- 
cilities for motor repair (minor) 
and servicing. 

Article 5: Tips on stocking re- 
placement parts and motors, in- 
cluding a directory of manufac- 
turers and the features of their 
lines. 

Article 6: A directory of motor 
replacement and repair stations. 
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RENEGOTIATION 


of Contracts 














Here is the story of what renegotiation means 











to the average plumbing and heating contractor 


HE efficiency with which the plumbing and 

heating contractor conducts his operation on 

government construction jobs is of consider- 
able significance, profit-wise, in the renegotiation 
of government contracts. For, as indicated by re- 
cent statements from the Renegotiation Board, 
the contractor who has made the best possible use 
of men, time and materials, thus effecting savings, 
is thereby entitled to a higher profit. 


Board Will Reward Efficiency 


This is thought of by the Board as one of the 
guiding principles in renegotiation, the intent be- 
ing to evaluate the contractor’s operation, and to 
reward obvious merit. To the contractor this 
means that doing a better and better job will be 
viewed sympathetically, and that he will not be 
penalized by having higher profits, made possible 
through savings effected in his operation, taken 
away from him. Instead, an honest effort is made 
to evaluate all the pertinent factors. 

Also, this principle works the other way: that 
is, the contractor who has carelessly and wasteful- 
ly used time, men and materials will find that any 
profits he might have made in the process will be 
an object of considerable critical attention. For 


basically, the chief concern of the Board is two- 
fold: first of all, to assure a fair return from gov- 
ernment spending on construction, and a fair prof- 
it to deserving contractors. 

Primarily, the Renegotiation Board acts as a 
court of equity. As under earlier laws, renegotia- 
tion under the 1951 act is not an exact science. It 
does not involve the audit, dollar for dollar and 
contract by contract, of the vast procurement ex- 
penditures of the Government. It is rather a broad 
over-all review of the contractor’s operations for 
an entire fiscal year, based upon information sub- 
mitted by the contractor himself and upon his 
aggregate receipts or accruals during his fiscal 
year from all of his renegotiable contracts and 
subcontracts. 

Excessive profits, if any, are determined by the 
Board in the light of certain statutory factors, by 
the application of judgment to all of the facts and 
circumstances of the particular case. Logs or low- 
profit contracts offset high-profit contra¢ts, Affili- 
ated or related contractors may be considered 
together in a consolidated proceeditig. To the 
extent allocable to renegotiable busin@és, all items 
estimated by the Board to be allowablé costs for 

(Please turn to top of page 200) © 
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Shown above are the average earnings for dealer 
salesmen over the past three years. These figures 


are based on a survey made by Domestic Engineer- 
ing among representative contractors in this indus- 


try. 


HEN a salesman has been 

properly selected and 

trained, and when he is 
properly compensated and super- 
vised thereafter, he is a pear! be- 
yond price—the most valuable 
asset of any business.” 

These words, spoken by T. A. 
Crawford, general manager of 
Timken Silent Automatic Divi- 
sion of Jackson, Mich., pretty 
well sum up the importance of 
the salesman in all business, the 
plumbing, heating, air condition- 
ing and appliance industry not 
excepted. 

Nor is Mr. Crawford alone in 
his opinion and words on the 
subject. Of late, considerable at- 
tention on a national scale has 
been directed at all levels of the 
selling structure—with particu- 
lar emphasis on the retail sales- 
man. For it is here, at the store 


counter or the prospect’s door, ~ 


that the entire selling machine 
either comes to an abrupt halt, 
or goes on to its desired conclu- 
sion—a signed order for mer- 
chandise. 

Unfortunately, with the ad- 
vent of the buyers’ market, the 
selling machine has been halted 


all too frequently at the critical 
point mentioned above; hence, 
the attention now being focused 
on the retail salesman. 

In this series entitled “How A 
Salesman Is Made,’ Domestic 
ENGINEERING is endeavoring to 
help its readers solve many of 
the problems surrounding the 


HOW A 


SALESMAN 
IS MADE? 


Part VI—Compensation 


retail salesman. Previous articles 
have discussed recruiting, select- 
ing and hiring the right man for 
the sales job. In this, the sixth 
article in the series, the all-im- 
portant subject of compensation 
is discussed. 

First, let us recognize that the 
subject is a big one and a com- 


Courtesy of The Dartnell Corporation 


Good Compensation Plans Pay Four Kinds of Money 




















A salesman should receive a fixed income 
large enough, but no larger than enough to 
enable him to pay his bills and live modestly. 
This could be considered as “base pay.” 


This money is the pay the salesman gets over 
and above his base salary or drawing account 
which will enable him to satisfy wants he 
cannot satisfy on base pay alone. 


Security is assured by some form of pay such. 

-.as deferred compensation or a retirement 
fund, upon which one day he and his family 
can retire in comfort. 


_A salesman should be compensated for his 
years of service—perhaps a graduated bonus 
at Christmas, an anniversary service bonus, or 
larger earnings under a seniority pay plan. 
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plex one. There is no rule book 
to follow although there are 
hundreds of volumes talking 
about compensation and related 
material. In the final analysis, 
however, the type of system em- 
ployed is usually the result of 
careful analysis by each dealer 
of the factors peculiar to his own 
business. The type of business, 
the products he sells, the market, 
size of business, size of market, 
the mark-up on various products 
all have a bearing on the com- 
pensation plan used. 

The overall objective of all 
compensation plans is, however, 
defined quite clearly. Each deal- 
er must seek a formula which 
will insure the lowest possible 
turnover in salesmen and the 
highest possible net return in re- 
lation to sales cost. 


Types of Compensation 


Now, what sort of compensa- 
tion plans are there? In a sur- 
vey of 200 contractor-dealers 
made by Domestic ENGINEERING 
for this article, it was found that 
salesmen are generally paid in 
one of three ways: (1) straight 
commission, (2) straight salary 
or, (3) a combination of salary, 
commission or bonus. In addi- 
tion many dealers have certain 
arrangements with key person- 
nel which encompass one or more 
of the above methods. 

Each type of compensation has 
its advantages and disadvantages. 
In its new series of booklets en- 
titled “Seven Steps to Greater 
Dealer Sales” (see page 104), 
the Minneapolis-Honeywell Reg- 
ulator Company sets forth these 
factors quite clearly. It is pointed 
out, for example, that straight 
commission at first glance offers 
the greatest attraction to the 
dealer. It is a pay-as-you-go plan 
carried to the ultimate. It is sim- 
ple to handle and the dealer pays 
only for signed orders. Gold- 
bricks and incompetents quickly 
starve and weed themselves out. 
However, this method has more 

(Please turn to top of page 209) 


D0 


. .. see that your plan 
rewards your salesmen 
for more than just the 
visible sales that show 
up on the company's 
books. 


DD 


--- give adequate recog- 
nition to the contribution 
your salesmen make to- 
ward the growth and 
success of your business. 


00 


. . . review your sales 
payment plan at least 
once every year; it af- 
fords an opportunity to 
correct any shifts in the 
sales outlook. 


D0 


. ++ pay your incentives 
monthly. It’s poor psy- 
chology offering to pay a 
salesman months later. 
From his point of view, 
the best incentive is cash 
in the pocket—now. 
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Do's and Don'ts for Compensation Plans 


DON'T 


. «+ fail to explain a new 
system for paying your 
salesmen in complete de- 
tail. Otherwise your mo- 
tives are likely to be mis- 
understood. 


DON'T 


... cut back or limit the 
number of items that are 
on commission without a 
full understanding on the 
part of each salesman as 
to the reasons for the 
change. 


DON'T 


... set up a system that 
costs you less in terms of 
payroll dollars than it 
does in sales dollars. [#'s 
not the easiest way to 
save money. 


DONT 


..» forget that men work 
for more than money 
alone. Pride in their job, 
the security it affords 
them, the feeling of "be- 
longing" to a successful 
team are all to be con- 
sidered. 
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A second report on the NAMP show, describing 
more products with built-in salesmanship... . 


New and improved plumbing and 
heating products on display at the 
recent National Assn. of Master 
Plumbers exposition are designed 
to give your sales an extra push. 
This second report describes some 
of these prominent developments. 
See the July issue for others. 


PRODUCT: Surface fittings 
Plumbing fittings which are in- 


stalled on the surface of the wall 
were introduced by The Repcal 
Brass Mfg. Co. These fittings are 


firmly installed by means of lock 
screws and, when these screws are 
tightened, are prepared to with- 
stand in excess of 600 lbs water 
pressure. This is possible because 
of patented seat connections. A 
back plate is fitted over nipples 
protruding from the wall and three 
connector seats are fastened. The 
fitting is then placed onto two stud 
bolts, integral with the back plate. 
In this way, the fittings may be 
easily removed for resurfacing or 
redesigning of the bathroom. 


PRODUCT: Lavatory cabinet 
Full sink depth is achieved in the 
styling of the new lavatory cabinet 
introduced by the Murray Cor- 
poration of America through the 
application of rounded corners to 
the base of the bowl. Sides of the 
bowl slope gradually. A metal 
guard conceals the overflow drain 
of the bowl, which measures 1534 
by 11 by 6 in.’ Rounded corner 
styling is featured throughout the 
unit. The cabinet offers ample 


storage space and has a backsplash 
at the top. The entire unit meas- 


ures 1834 by 23 by 285 in. 


PRODUCT: Heater control 


In the event the water heater 
thermostat fails, this safety device, 
introduced by The Welsbach Cor- 
poration, cuts off the electricity and 
saves the customer water waste, 
flooding and fuse trouble. With this 
“snap-action” switch, there are no 
burner contacts. 


PRODUCT: Flexible valve 

A new bonet packer designed 
and engineered so that the bonet 
nut can be tightened to the fullest 
extent was developed by Peerless 
Industries, Inc. for its line of flex- 
ible plumbing supply valves. With 
this bonet packer the valve can 
still be opened and closed with a 
smooth action without encounter- 
ing leaking. It has been tested for 
over two years under testing con- 
ditions more stringent than those 
ordinarily encountered. 


PRODUCT: Gas water heater 
Streamlined appearance in the 
Series 31 gas water heater, intro- 
duced by Rheem Manufacturing 
Company, features a flush contour 
vent hood for minimum space in- 
stallation. The water heater has a 
jacket diameter of 17% in. with a 
capacity of 30 gallons. A die- 
formed reversed spiral flue baffle 
slows escaping gases for maximum 
heat transfer. Attached to the bot- 
tom pan of the combustion cham- 
ber is an aeration plate which dis- 
tributes secondary air around the 
circumference of the burner. 
(Please turn to top of page 118) 





Packaged boiler-burner unit announced by Kewanee 


Shown at left is the Cottage 
Boiler-Burner unit for all types of 
forced hot water heating systems 
in homes and small buildings, in- 
troduced by Kewanee-Ross Corp. 
Teamed with an oil or gas burner 
it provides a source of heat for 
radiant baseboards, wall, floor or 
ceiling coils or panels, convectors 
or conventional radiators. 

The boiler is available pre-wired 
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with wiring harness if desired and 
needs only two electrical connec- 
tions for installation. An air-relief 
fitting minimizes the accumulation 
of air in the boiler and system; and 
the water relief valve is rated to 
open at a pressure of 30 lbs. Firm 
personnel Tom Maher, Keith Fer- 
guson, Ben Schultz and John Hart- 
man are shown at left with the 
boiler. 
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PRODUCT: P-Trap with cleanout 
Exhibited at the show by Scovill Manufacturing 
Company was a lead joint, bent tube P-Trap with 
cleanout. This trap features S.P.S. threaded col- 
lars on inlet and swivel joints to minimize cross- 
threading, a double solder wall at the cleanout 
collar for leak-resistance, and a cone-shaped lead 
washer for a tight connection without repacking 
regardless how many times the joint is broken 
and remade. H. Somerville (left), president of 
the American Institute of Plumbing and Heating 
Wholesalers, Inc., and S. A. Brown (right) former 
NAMP president, congratulate A. H. Goepel, gen- 
eral sales mgr. on the firm’s 150th anniversary. 


PRODUCT: Sink with sliding drainboard 

Any housewife will appreciate the practicality of 
this twin sink cabinet with a sliding drainboard, 
introduced by Richmond Radiator Company. On 
one side of the cabinet is an 8 in. deep sink with 
a 3% in. center outlet; on the other is a 13 in. 
deep laundry tray with a 2 in. center outlet. The 
drainboard slides easily over the sink and tray 
sections without lifting. In addition to ample 
storage space at the bottom, the cabinet has a 
ledge back for backsplash protection. E. Reichert, 
advertising manager and C. W. Farrar, vice presi- 
dent and general sales manager are shown at 
right. Note the swivel type faucet fixture. 


PRODUCT: Bath tub protector 
Latest development in bath tub protection is 


Gum-A-Tub, a three piece unit made of sturdy 
heavy-duty gummed-back kraft paper. It can be 
installed in five minutes by simply wetting with 
a damp cloth and removed in three minutes by 
peeling off. In the meantime, it guards the tub 
from damage by tradesmen who follow on the 
job, thus protecting the contractors profit and the 
customer’s investment. This economical type of 
liner is cut to size and shaped. A. Yormack, gen- 
eral manager of Protectub Inc., is shown at right 
with Protectub installed on a bath tub. Note how 
the liner is cut into sections and molded to the 
bathtub contours. 


PRODUCT: Packaged pipe fittings 

Capitol Mfg. & Cupply Company introduced a 
carton for modifying the handling of its line of 
pipe fittings, which include pipe nipples, caps, 
plugs, couplings, unions and hex bushings. Each 
carton is clearly identified with a picture and 
labeled with the kind of fitting it contains, as 
well as by size. This new packaging system not 
only protects the fittings against damage, but 
also makes inventory easy by providing an accu- 
rate count at all times. Furthermore, it saves 
stacking space and makes the fittings easy to 
handle. Mrs. W. A. Grub, Jr. and Walter A. Grub, 
Jr. are at right with G. M. Levine, sales manager. 










































































WILL THESE IDEAS IMPROVE 





Venting of Gas Appliances? 


Recently completed research on this important subject has given 
tentative answers to a few old problems and raised some new ones 


EDITOR’S NOTE: The science of 
venting gas appliances is not a 
static thing. Concepts change, and 
later, the practical details of actual 
installation are sometimes altered. 
In the article below by Alan Kin- 
kead, president of the William 
Wallace Company, the results of a 
recently completed research pro- 
gram by William Wallace and 
Stanfard Research Institute are 
presented. It is hoped that readers 
will contribute their own com- 
ments on this article, and that the 
resulting exchange of ideas will 
will prove beneficial to the indus- 
try. All letters should be addressed 
to the Editor, 1801 Prairie Ave., 
Chicago 16. 


HE venting of gas ap- 
pliances has been placed 
on a sound scientific 
basis. Rule - of - thumb 
cuncepts, superstitious beliefs 
and conflicting regulations—all 
can be discarded in favor of a 
few fundamental principles and 
a logical set of rules. 

This development, of vast im- 
portance to the gas industry and 
the heating business, is the result 
of extensive engineering research 
recently completed. The effect of 
this work will, in time, bring 
- about standardization of code 
regulations, simplify the work of 
installers and strengthen the 
competitive position of gas ap- 
pliances in the home heating 
market . . . its sponsors believe. 

In the early days of gas heat- 
ing, “out of sight” was “out of 





The chart at right reveals the most 
common causes of vent failures. 





mind” with respect to the invis- 
ible products of combustion of 
gas-burning equipment. Many 
appliances were installed under 
the belief that any type of pas- 
sageway from the appliance to 
the outdoors was adequate. In 
time, of course, rusted or crum- 
bling vent pipes, damaged walls 
and discolored furnishings 
brought about realization that 
gas venting was a more complex 
matter than building a chimney 
for a fireplace. Slowly and halt- 
ingly, the gas industry began to 
seek ways and means of over- 
coming the two major problems 
of gas venting; condensation and 
spillage. 

The first orderly attempt to 
solve these problems was a pure- 


ly theoretical approach based on 
the physical laws involved in 
venting. Unfortunately this the- 
oretical work was not subjected 
to experimental analysis; a few 
invalid assumptions were made, 
and incorrect conclusions re- 
sulted. Later on, an attempt was 
made to solve the problem by 
strictly experimental means 
without regard to the theoretical 
laws involved. This effort was 
also doomed to failure, and re- 
sulted in certain erroneous be- 
liefs that have plagued the in- 
dustry ever since. Among the in- 
correct conclusions drawn from 
this work was the statement that 
materials of vent construction 
have little effect on vent capaci- 
ty—this despite the obvious fact 


Total of unsatisfactory vents & flues inspected 
100% Total of unstisfaioy vents & fues inspected | 
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that heat loss must have some 
bearing on the matter! 

The engineering research re- 
cently completed correlated the 
underlying theory of venting 
with scientifically-controlled ex- 
perimental work. The fundamen- 
tal laws were determined and 
then experimental work was 
performed to verify these laws 
and valuate any unknowns in- 
volved. An extensive amount 
of research work still is being 
conducted on this subject, but 
the work completed to date 
clearly establishes the basic prin- 
ciples and rules which apply. 

The first step in this work was 
a study of the underlying factors 
involved in venting. From ac- 
cepted physical laws we know 
that the weight of a gas varies 
inversely with its absolute tem- 
perature—the hotter the gas the 
lighter its weight per unit of 
volume. Vent gases flow through 
and up a vent because they are 
hotter—and hence lighter—than 
the ambient air. Furthermore, 
their rate of flow will vary di- 
rectly with. their temperature— 
the hotter they are in relation to 
the ambient air, the faster they 
will flow. Hence, it is obvious 
that the heat content of the flue 
gases (which are the products 
of combustion in the appliance 
before they enter the vent) 
represents the vent’s available 
power. 

It follows then, that the first 
requirement of a vent is to con- 
serve this available power and 
obtain its maximum utilization 
throughout the length of the vent 
to keep the vent gases hot. 

However, there are other prop- 
erties of a vent which influence 
the flow of gases and these must 
be evaluated if we are to com- 
plete our study of the underlying 
factors involved. We can assume 
from the laws governing the 
flow of fluids that the height “H,” 
of a vent is one of the factors and 
that the area, “A,” will also in- 
fluence the flow. We also know 
that, with a vent of given dia- 


HOW WOULD YOU ANSWER THESE 


QUESTIONS ABOUT GAS VENTING ? 








The following questions are crucial to the venting 
of gas appliances, and are discussed in this article. 
If your answers differ from those presented, please 


How does the rate of flow of vent gases vary 
with respect to their temperatures? From 
what source do the vent gases acquire their 


What are the important factors to be con- 
sidered when deriving an equation to ex- 
press the flow of gases through a vent? 


Is there any scientific basis for the code re- 
quirement that a lateral run of vent pipe 
have an upward slope of % in. per foot? 


Is there any logical objection to the com- 
mon practice of running a single wall, un- 
insulated pipe lateral to an insulated vertical 


What is the scientific basis of the code re- 
striction that two vents connected to a com- 
mon vertical vent intersect at an angle of 
not greater than 45 degrees? 


send your comments to the Editor. 
QUESTION 
motive power? 
QUESTION 
QUESTION 
QUESTION 
vent? 
QUESTION 








meter and height, any change or 
resistance, “R,” of this vent will 
affect the flow. There are other 
factors involved, such as baro- 
metric pressure, and relative 
specific density of the vent gases 
compared to air, but for the sake 
of simplification these can be ne- 
glected for the purpose of this 
discussion. We then find that the 
important factors involved in the 
flow of gases through a vent are: 

B—Heat content of the flue 
gases 

b—Heat loss through vent 
walls 

A—Area of the vent 

H—Height of vent 

R—Resistance of vent and 
draft hood 

The next step is to determine 
the relationship of these impor- 
tant factors and express this re- 
lationship in the form of an 
equation. From the fundamental 
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law of gravity V\/=2gh, it can 
be shown that the volume, “Q.” 
of gases flowing through a vent 
is directly dependent upon the 
area of the vent, the square root 
of the height divided by the 
square root of the resistance and 
a temperature term related to 
the temperature of the vent 
gases. Since the volume of a gas 
(at constant pressure) varies in 
proportion to its temperature, we 
can express the volume in terms 
of the heat content of the flue 
gases (B), and arrive at the fol- 
lowing simplified equation: 
B=Ac\/H(Ta-k)+b 
VR 
where B = the heat of the flue 
gases in Btu’s 
A =the area of the vent 
in square inches 
H = the height of the vent 
in feet 
(Please turn to top of page 102) 























Venting . . . 


(Continued from page 101) 
R = the resistance of the 
vent in velocity heads 
Ta = the average temper- 
ature of the vent 
gases in the vertical 
portion of the vent in 
degrees Fahrenheit 
= the heat loss through 
the walls of the vent 
up to the midpoint of 
the vertical vent in 
Btu’s. 


and c and k are constants related 
to the ambient temperature. 

A study of this equation shows 
that the important variables are 
“Ta,” the average temperature of 
the flue gases, and “b,” the heat 
loss through the walls of the vent. 
It is obvious that, with a vent of 
given area, height and resistance, 
the amount of heat content it can 
handle (expressed by B) will be 
determined by “Ta” and “b’— 
or, in a sense, by the extent to 
which the vent conserves the 
available heat in the flue gases. 
Thus, the equation clearly dem- 
onstrates that the average tem- 
perature “Ta” in the vent rep- 
resents the “power” available to 
make the vent operate, and that 
the lower the heat loss “b” the 
greater will be the “power” with 
which to vent. If this “power” is 
allowed to fall below a certain 
point, the vent will not carry off 
the required volume of flue gases 
(determined by “B”) and spil- 
lage will result. 


Equation Defines Vent Capacity 

Since, for a given installation, 
this reduction in “power” simply 
means a lowering of the average 
vent gas temperature, condensa- 
tion will also result if this tem- 
perature is reduced to the dew 
point. If we agree that the func- 
tion of a vent is to remove all the 
products of combustion to the 
outside air—without spillage or 
condensation—then our equation 
defines vent capacity. It can be 
used, therefore, to design a vent 


of adequate capacity of an appli- 
ance of given Btu input. 

Before this equation is used to 
design a vent, however, it is de- 
sirable to understand its maxi- 
mum and minimum limits — to 
determine the range of practical 
usage allowing for actual operat- 
ing conditions. For a given gas 
appliance, the term “B” is fixed: 
it represents the amount of heat 
being delivered to the draft hood, 
which is established by the input 
rating and heat transfer efficien- 
cy of the appliance. 

(EDITOR’S NOTE: This statement is 
questioned by several authorities. 
Next month more data will be pre- 


sented on this and other controver- 
sial issues raised by this article.) 


Key Factors in Vent Design 

With the left side of the equa- 
tion fixed, the temperature in 
the vent “Ta” (and hence the 
capacity) can be varied by 
changing the area, height, heat 
loss or resistance of the vent. 

For a given venting problem, 
the height of the vent is approxi- 
mately established by the condi- 
tions of installation. So also is 
the resistance which, for prac- 
tical purposes, is established by 
the number of tees and elbows 
required to run the vent to the 
outside. Thus, the area and the 
heat loss are the two key factors 
involved in the design of an ade- 
quate system. 

In order to evaluate the prac- 
tical limits within which the area 
of a vent may be varied, we can 
assume that the heat loss is con- 
stant. (In other words, the design 
and materials of construction of 
the vent pipe are fixed as well as 
the height.) Then a decrease in 
the diameter (or area, “A”) of the 
vent will cause a corresponding 
increase in the temperature, 
“Ta.” As the area is decreased, 
the temperature will finally 
reach a value close to that of the 
flue gases entering the hood. Any 
further reduction in “A” would 
raise the temperature higher 
than the available temperature, 
which is impossible. At this point 
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we have reached the minimum 
diameter that will work—any 
further reduction would cause 
the flue gases to spill from the 
draft hood. Just before this oc- 
curs we can say that the vent 
is operating at its maximum 
capacity. 


Condensation Is a Danger 

If, under the same conditions 
as above, we increased the di- 
ameter, then with each increase 
would come a corresponding de- 
crease in the average tempera- 
ture of the vent gases. A point 
finally would be reached where 
any further increase would re- 
duce the temperature of the gases 
to the dew point and condensa- 
tion would begin. Just before 
this occurs, the vent can be con- 
sidered as operating as its mini- 
mum capacity. Thus, a vent of 
given height and type of con- 
struction will be operating at its 
maximum venting capacity when 
the minimum diameter of vent is 
used which does not cause spil- 
lage at the draft hood. 

By the same process, the equa- 
tion shows that, for a vent of 
given dimensions and resistance, 
any increase in heat loss will 
cause a corresponding decrease 
in the value of “Ta,” the average 
temperature of the vent gases. 


Vents Should Be Insulated 


While this should be a self-evi- 
dent fact, it apparently has not 
been given much weight if we 
are to judge by the kinds of vent 
pipe materials still in common 
use. No one questions the neces- 
sity of insulating steam lines or 
hot air ducts—few people seem 
to realize that gas vents must be 
insulated for the same reason. 
The explanation is that, until 
now, we did not understand the 
function of the vent gas tempera- 
ture, did not fully appreciate the 
importance of conserving the 
heat content of the flue gases. 
What our equation proves is that 
the first and most important re- 

(Please turn to top of page 162) 
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Wholesalers hear of need for 


Stepped-Up Merchandising 


New England group finds that 
customers, not materials, may 
be scarce in the future... 


IN THINKING OF SUPPLIES these 
days, you have to consider two 
kinds—customers, and materials. 
This fact was dramatized by the 
speakers at the recent meeting of 
the Plumbing and Heating Whole- 
salers of New England, Inc. 

The outlook for pipe was covered 
by E. A. Buxton (sales manager, 
Bethlehem) and John Dumser 
(sales director, Wolverine, Tube). 
Mr. Buxton’s task was complicated 
by the steel strike, which rendered 
immediate prospects uncertain. In 
the longer view, he pointed out that 
an ever larger share of steel pro- 
duction has been going into pipe. 
He lauded the cooperation existing 
between the pipe committee of the 
American Iron and Steel Institute 
and the American Institute of 
Plumbing and Heating Supply As- 
sociations. 


Copper Production Going Up 


Mr. Dumser quoted significant 
figures on the increase in copper 
productivity expected in the next 
few years. He said, in part: 

“..In 1950, monthly copper sup- 
ply was running at approximately 
124,000 tons per month. Business 
was very good, manufacturers were 
running their plants pretty much 
around the clock, business was 
moving ahead at extremely high 
levels, employment generally was 
at a very high peak. The demand 
for copper during that period, how- 
ever, was greater than the supply 














S. E. Kindelan, Jr., president of the Plumbing and Heating 


Wholesalers of New England, Inc. At left R. W. Lear and J. 
Dumser wait to speak on the outlook for supplies. 


and copper producers in this coun- 
try, recognizing the growing de- 
mand for copper, began programs 
of exploration and development 
which would lead to a substantial 
increase in the total domestic cop- 
per supply in the future . . . Before 
many of these programs began to 
show results, we moved into a de- 
fense program which was intensi- 
fied by the outbreak in Korea. The 
military requirements for copper 
immediately became much greater 
and the current estimate is that 
approximately 43 percent of the 
total copper supply is required for 
the defense program: 


No Shortage Seen 


“Programs of exploration and 
development had to be accelerated 
to the maximum extent. In spite of 
maximum acceleration, however, 
much of the copper that will come 
from these . . . programs will not 
reach the market before 1953 and 
the real volume will not reach the 
market until 1955-56. 

“ .. The total monthly increase 
that can be anticipated is estimated 
at approximately 25,000 tons per 
month. Expected monthly supply 
to be available at about 1955 is 
around 150,000 tons per month. 
Such a supply will support an 
economy higher than any level 
heretofore experienced in _ this 
country. It will support an indus- 
trial and building demand of 
roughly 20 percent greater than 
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1950. We see no need, therefore, to 
expect a shortage of copper in the 
years immediately ahead nor do we 
see any justification for large-scale 
substitution which in many cases is 
uneconomical and undesirable.” 

One answer to the customer 
shortage was supplied by Robert W. 
Lear, advertising manager for 
American-Standard. He urged 
wholesalers to assist their custom- 
er-contractors in doing a better 
merchandising job. The whole- 
saler’s program should include the 
following activities, he said: 

1. Appoint a sales promotion 
manager to work with retailers. 

2. Set up a list of key retailers, 
distributed according to trading 
areas and comprising perhaps 10 to 
15 percent of the total list of con- 
tractor-dealers. Pinpoint your ef- 
forts in their direction; assist them 
in various merchandising ways and 
use them for inquiry follow-up. 


Remodeling Market Ripe 


Mr. Lear’s remarks were pre- 
dicated in part upon some falling- 
off in new construction, resulting in 
a need for greater attention to the 
remodeling market. 

Wholesalers’ problems in credits, 
collections, business costs and as- 
sociated topics were well covered 
by a panel including Pres. Stephen 
FE. Kindelan, Jr.; Ben Zorwitz (Job- 
bers Credit Assn.); M. W. Dennison 
and H. E. Tippett (vice president, 
Hajoca). 



























































This dealer development program points the 


way to improved selling methods which can 
crack the growing buyers’ market 


A MAJOR ATTACK upon the prob- 
lem of upgrading sales among heat- 
ing, plumbing and appliance dealers 
has been launched by Minneapolis- 
Honeywell Regulator Company. 
The undertaking is a long-range 
attempt to help dealers become bet- 
ter salesmen by teaching them the 
fundamentals of effective and prof- 
itable merchandising. 

It was inspired, according to H. 
D. Bissell, Honeywell’s director of 
merchandising, by a recognized 
need for greatly intensified selling 
in face of the buyers’ market that 
has returned to much of American 
business. 

Heart of the program is a series 
of seven sparkling new how-to- 
do-it books, entitled “Seven Steps 
to Greater Dealer Sales.” 

The books are distinguished by 
their fresh and novel approach to 
the educational problem. Easy-to- 
read and profusely illustrated, they 
break down the whole area of mer- 
chandising at the dealer level into 


seven “appetizing bites,” as Bissell 
expressed it, and provide the dealer 
with a wealth of information on 
everything from picking a salesman 
to running a neighborhood contest. 

They not only suggest to the 
dealer what to do, but they show 
him how—and in a manner de- 
signed to get him to take definite 
action. A separate book of 20 to 40 
pages is devoted to each of seven 
merchandising steps, embracing 
sales training, personal selling, ad- 
vertising, selling by mail, exterior 
display, interior display and public 
relations. 

The books represent a year’s 
work by Honeywell’s creative peo- 
ple, aided by the best guidance and 
advice to be found, both inside and 
outside the industry. Manufactur- 
ers and groups representing all 
phases of the trade were consulted 
before the books were written. 

“These books,” Bissell said, “are 
not being presented as an industry- 
shaking revolution in selling tech- 


H. D. Bé&sell, director of merchandising for Minneapolis-Honeywell, de- 
scribes the new dealer merchandising program to a representative of Domes- 
tic Engineering (left) and K. L. Wilson, M-H sales manager. 
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nique. On the contrary, the aim has 
been a fresh, lively presentation of 
essentially-sound, tried-and-true 
merchandising policies. In fact, in 
their preparation, we’ve been like 
Beethoven or Brahms, composing 
new variations on good traditional 
themes. But we’ve also thrown in 
enough of George Gershwin and 
other jazz characteristics to keep 
our approach from being long- 
haired or even classical in charac- 
ter.” 

Bissell said that Honeywell, in 
deciding in June, 1951, to undertake 
the program (at a cost of $100,000), 
“proceeded with due appreciation 
of our inability, or that of anyone 
else, to write the perfect plan.” 

The merchandising director re- 
called an old rhyme, which says: 

He who whispers down a well 

About the goods he has to sell 

Will never reap the golden dol- 
lars 

Like him who show.s them 
round and hollers. 

“That’s what we're trying to do 
with this program,” Bissell ex- 
plained. “We’re trying to help 
dealers stop whispering down wells 
and heat ducts, and to teach them 
how to holler.” 

The new books currently are 
being distributed through Honey- 
well’s original equipment custom- 
ers. Thousands of the kits already 
have been purchased by scores of 
such customers for use by their 
salesmen and their dealers. 


How to Get the Books 


In mid-August, distribution of 
the books will begin on a mass 
scale, both in and outside the heat- 
ing industry. In the trade, distribu- 
tion will be encouraged through 


wholesale groups, utilities and to_ 


dealers direct, with the support of 
the Honeywell field organization 
and four-color insert advertising 
in Domestic ENGINEERING and other 
publications. 

Bissell said the books also would 
be available to anyone outside the 


to Greater Dealer Sales... 


heating industry who could make 
use of all, or any part of the pro- 
gram “to further the cause of mer- 
chandising.” Demand already has 
appeared, he disclosed, from dealer 
training schools and from execu- 
tives in businesses that are feeling 
the impact of larger inventories and 
smaller sales. 

The entire package is being sold 
at $3. 

Included with the “Seven Steps” 






dealer books are supplementary 
aids for carrying out important rec- 
ommendations. Among these are a 
50-page prize merchandise cata- 
logue from Cappel-MacDonald, one 
of the nation’s leading prize-mer- 
chandise houses; a 40-page cata- 
logue from Reyburn’s, a leading 
maker of store display material; a 
Brown and Bigelow catalogue, 
featuring give-aways and remem- 


(Please turn to top of next page) 





HOW THESE BOOKS CAN HELP YOU 





MAKE EVERY EMPLOYEE A SALESMAN: Covers 
the subject of personnel from the standpoint of building 
an effective selling organization, tells how to select and 
prepare a good salesman. Also discusses questions of 
salary vs. commission, sales meetings and contests. 





BUILD BUSINESS THROUGH PERSONAL CON- 
TACT: Discusses the scope of aggressive dealer selling, 
shows how to uncover sales leads, how to keep leads alive 
and how to cope with price shopping and customer 
resistance. Also covers seasonal slumps. 





SELL THROUGH EFFECTIVE ADVERTISING: 
Gives complete information on all types of advertising; 
tells why, where and what to advertise and how much to 
spend; points out the advantages and limitations of all 


media, including publications, TV and radio. 





BRING IN THE CUSTOMERS BY MAIL: Goes into 
details of bui'ding mailing lists that hit the target, how 
to prepare mailing pieces, how to write collection letters; 
explains postal regulations and rates, and covers the 


mechanics of handling mailing problems. , 





PUT ON A GOOD FRONT: Emphasizes the impression 
that exterior appearances make on customers; explains 
the value of signs, paint, lighting, cleanliness and neat- 
ness; covers the whole subject from windows to trucks 


to uniforms on service men. 





USE DISPLAYS TO SELL: Stresses interior cleanli- 
ness and neatness; tells how to arrange merchandise 
effectively, how to set up demonstrators, how to paint 
and light interiors for attractive presentation of goods 
on display; also discusses stockrooms. 








° 
KEEP THE PUBLIC SOLD ON YOU: Deals with pub- 


lic relations and the importance of a reputation; outlines 
ways and means of maintaining a good reputation with 


quality work, follow-up calls, civic participation, etc. ; 


- shows how to obtain favorable press notices. 
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7-Steps 

(Continued from preceding page) 
brance advertising, and an espe- 
cially-prepared brochure from F. 
W. Dodge, showing the dealer how 
to use the Dodge reports. 

Also included is a collection of 
“Tips on Setting Prices and Con- 
trolling Overhead,” which was pre- 
pared to help combat the brutal 
competition among dealers who fail 
tu appreciate the cost of doing busi- 
ness. The tips, assembled from 
leading business publication arti- 
cles, (including Domestic EncI- 


THE CHART shown below is typical of those in the back 
of each book so that dealers can rate themselves as mer- 


NEERING), provide facts and figures 
on such things as computing job 
costs, depreciation, bad debts, in- 
ventory losses, owner’s salaries and 
taxation. 

The merchandising program ac- 
tually had its beginning some 15 
months ago when Honeywell was 
making a series of presentations to 
customers in the home heating field. 
These presentations, called “Public 
Relations in a Defense Economy,” 
were based on a $40,000 study of 
home heating conditions and atti- 
tudes throughout the country, 
which showed an amazing compla- 


chandisers. Each 





cency on the part of the American 
public toward heating ills. 

Along with revealing the survey 
results, the presentations also out- 
lined Honeywell’s plans for helping 
the industry get its share of the 
public’s dollar. This plan was de- 
signed to awaken “a_ sleeping 
giant’—the modernization market 
—through an advertising and pro- 
motion program aimed at creating 
homeowner “dissatisfaction” with 
inadequate heating equipment. 

“In the midst of these presenta- 
tions,’ Bissell explained, “Honey- 

(Please turn to top of page 236) 


chart summarzies the material in the 
book and indicates where improvements can be made. 

















How does your shop stack up saleswise? 
GaIeSWISE « 
This booklet, just as the others in this series, is intended to bea 
challenge to you and your co-workers. In these preceding 
chapters, it is hoped that you have found some profit-building 
ideas that will help a// of you to become better salesmen. Possibly 
it has also stimulated your thinking about how you could effec- 
tively build an additional salesman or two into your selling team. tng ' 
Shown below is a handy check list to help measure how well ‘ 
everyone at the shop is practicing the art of selling in their daily : = 
contact with the most important people you know — Your 
Customers! 
EXCELLENT FAIR POOR 
1 Is your ratio of salesmen to shop help* sufficient to keep a healthy growth of new business?.. [_} iB CI 
2 Doyour employees handle customers tactfully in all of their customer contacts?............ [] ia [J 
3 = Areall of your employees good “boosters” for your shop—both on and off the job?......... Cc C1 CJ 
4 How careful a study have you made of the sales possibilities in your community, for both 
new and replacement business?.......0.ccccccccsecrccscccccsccvevcccccdovecvevecceoss [] M4 CT] 
5 How effectively are you operating according to a seasonal sales plan?.... ............-. & Cl Cl 
6 Are you taking all possible advantage of sales and promotional help available to you _ 
through your manufacturer's and wholesaler’s representatives?.........00+seeceeeeeeeees [) CT] C] 
7 Are you using sales and service training programs to best advantage, when sponsored by 
various heating equipment manufacturers?...........+..++- boeee cca debdiwas cece vasens~es.e & C) is 
8 Have your salesmen worked up portfolios or loose-leaf sales manuals, providing interest- 
Se TUR Teer Wane SUNS NINN E 6 oes Soin sss bo Sb bwib cies ceeds cdswbeewnsiocedsiwsdsece O {] ‘a 
9 How would you judge the instruction given your salesmen in the following categories: uv a 
EE Cas oa sannk i5s4h2 veviessecessbessssbvagen¥anadonuvecceresdosene C] [] [] 
general heating experience...............sscscccccsccccscccccnscccsccccccccccecs Cl | ‘2 
general sales training (also rehearsal of sales presentations)..........++++ee+eee08 3 ia ee 
organizing his work (developing prospects, applying sales strategy, planning calls).. [ | 8 C] 
1s Are sales meetings planned in advance and prepared for maximum interest?............ C C CI 
| 1f Are you making effective use of show-room models and home demonstrators of heating 
| SE eS Pee eee ee Er eT ee TTT ES CIP TEMPE TET LT EE CT] {] [ ] 
12_—— Have you made full use of testimonials, photos of installations, and lists of satisfied usersin _ : ‘ 
| the selling Of yout POOGNCS? 1.00. ccccvererccvcssccccecseccsenencevscvercccvcesvecoess [} ] C7 
13. = Does your present payment plan combine the elements of security and incentive to provide 
consistently good sales results and minimum turnover of salesmen?..............0eee0e. CJ cs LJ 
14s Does your payment plan for employee sales leads and for salesmen enable you to place _ ; 
proper emphasis on selling those goods which you wish to increase in volume?......... [] (_] [ ] 
Ss Are you taking advantage of sales contests to boost saleseffort?......-.-+2sseeeeeeee8 ©. Cl é C) 
(*NOTE: Inquiry among heating dealers indicates that one salesman should keep from 4 to 6 shop and installation 
men busy. This figure will vary according to individual abilities, local conditions, and the character of shop business.) 
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how to prevent costly water system corrosion before it starts 


HE plumbing and heating contractor who is 

called in to solve a corrosion problem in the 

piping system of an existing structure is 
confronted with a situation in which many com- 
plex factors have combined to bring about an 
obvious and troublesome result. The complaint 
may be that of leakage or poor circulation in 
either the hot or cold water line. Sometimes gas 
in the water is reported. But the detection of 
corrosion itself is usually a fairly simple matter. 

It is from this point, however, that the difficulty 
commences; for, depending upon the type of 
metal used and the nature of the system, there 
are so many causes of the condition that the 
contractor is sometimes tempted to use a trial and 
error method of treatment. In a surprising num- 
ber of cases the contractor succeeds by this meth- 
od in correcting the condition, and the “cure,” 
arrived at primarily by guesswork, may even 
endure for a considerable number of years. But 
there are also those troublesome and expensive 
cases in which the corrosion either grows worse 
with treatment, or is overcome for a short time, 
only to return again, and often with other com- 
plications. 

The only safe, economical and scientific method 
for treating corrosion problems is to make a 
thorough analysis of the total situation, that is, 
to discover the original cause or causes. Any 
other method is merely treating symptoms, and, 
as in the medical field, this can be a dangerous 
and expensive process. The “patient” may never 












CORROSION PROBLEQ 
in large structures 


This article, second in, a series, contains practical tips on f 





S 
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fully recover from the results of such treatment, 
although some of the “symptoms” may tempor- 
arily be relieved. 

Although the type of metal used in the piping 
system is certainly of significance in any corro- 
sion problem, this is not necessarily the principal 
factor. (There are specialized cases, of course, in 
which the metal in use is of primary significance, 
but these are not usually encountered save in 
chemical plants piping corrosive liquids such as 
acids, etc.) For it is now generally recognized 
that no metal now in use in the water systems 
of large modern structures is immune to cor- 
rosion. Instead, it is generally the chemical char- 
acteristics of the water that is the determining 
factor, and the rate and type of corrosion depends 
chiefly upon the type of water involved. 

Thus, the first step in the solution of a corrosion 
problem should always be the determination of 
the chemical properties of the water involved. As 
has been pointed out in the first article of this 
series, this information can generally be obtained 
from the local water department. (In the case of 
a private well, a gallon sample should be sub- 
mitted to a local laboratory equipped to make 
such an analysis.) Without an analysis of the 
water supply, it is extremely doubtful if any pre- 
cise diagnosis of the problem can be made. 

The true nature of water—especially in its 
relation to the corrosion problem—is commonly 
misunderstood. Simply stated, all municipal and 

(Please turn to top of page 218) 


(At far left) The drawing shows how 
simple pitting appears on a section of tub- 
ing. Free oxygen and particles of foreign 
matter cause this type of pipe failure. 


This section through a corroded pipe shows 
how rust can almost stop circulation. The 
proper treatment of the water could have 
prevented this waste of time and materials. 
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Lavatory 








Crane Co. has in- 
troduced a new 
smartly styled lava- 
tory, called the Bev- 
erly, designed for in- 
stallation in supple- 
mentary bathrooms 
of larger homes. The 
Beverly is of durable 
acid-resisting vitre- 
ous china with a 

loping panel back, 
plain apron and smooth lines. The trim fea- 
tures the “Dial-ese” control unit and chromi- 
um plated lever hooded handles. Overall 
size is 20 by 19 in.; and the basin is 14% 
by 11 in. Towel bars and legs are optional. 
The beveled control panel places the sup- 
ply at a convenient angle and permits soapy 
water from the hands to flow directly into 
the basin. To the left of the panel is a soap 
depression and to the right is a convenient 
shelf for drinking glass or small articles. 

Manufacturer: Crane Co., 836 S. Michigan 
Ave., Chicago 5. 


Condensation Pump 


The Hoff- 
man Specialty 
Mfg. Corp. 
announced a 
special line of 
vacuum and 
c o ndensation 
pumps. The 
pump pictured here is a vertical, close-cou- 
pled centrifugal type condensation pump, 
called the “CD” Duplex unit. It will op- 
erate at a wide range of pressures and at 
the high temperatures encountered in con- 
densation pump service. Bronze or other 
non-corrosive materials is used in all sub- 
merged parts. Renewable wearing rings 
also contribute to durability of the pump. 
The float switch mechanism can be removed 
as a unit and is adjustable to individual re- 
quirements. Pump capacities of 2242, 30, 374, 
45, 60 and 97% gph are offered. 

Manufacturer: The Hoffman Specialty 
Mfg. Corp., 1001 York St., Indianapolis 7. 
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Pump Parts Package 


The F. E. 
Myers and 
Bro. Co. has 
' announced a 
packaging 
improvement 
program 
which places 
26 separate 
water system and power sprayer parts and 
95 pieces of pump leathers into attractive, 
sturdy, metal-edged, cardboard boxes. The 
boxes are imprinted, green on yellow, with 
the trademark and a label for identification 
of parts, especially useful in checking in- 
coming parts against the checker’s copy or 
invoice. The cartons are attractive enough 
to be incorporated in a small parts display 
and sturdy enough to protect parts in ship- 
ping. After the part has been taken out, the 
carton which is plastic coated inside, can be 
used as a container by the dealer. 

Distributed by: The F. E. Myers & Bro. 
Co., Ashland, Ohio. 





Oil—Gas Boiler 
Harvey -Whipple, 
Inc. has introduced a 
new, low-cost boiler 
especially designed 
for small houses. It 
comes equipped with 
a flange mounted oil 
burner and can be 
quickly converted 
for gas firing with a 
gas conversion kit. A 
full length water leg 
surrounds the refrac- 
tory combustion 
chamber and fire box space in this boiler, 
which is insulated with a layer of reflective 
foil-backed asbestos. The boiler is equipped 
with a built-in 200 gph tankless water 
heater reversible for either steam or hot 
water operation. The unit, rated at 300 sq 
ft steam or 480 sq ft hot water, has removable 
gas retarder baffles and a split top. 
Manufacturer: Harvey-Whipple, Inc., 55 
Emery St., Springfield 1, Mass. 
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announce... new products to build business for 





better tools to increase efficiency for contractors 














Boiler Fitting 

A new water heating specialty 
—an easily installed fitting for 
removing air at the boiler—has 
been introduced by The Trane 
Company. The air reducer is, in 
effect, a pipe within a pipe. The 
brass inner tube extends the hot 

, water system’s supply main below 

the surface of the water in the boiler, preventing air 
from entering piping and heating units. Air collecting 
at the top of the boiler is bled off to the compression 
tank through the outer casting. The fitting is made 
for boiler and main sizes ranging from 1 by 1% to 3 
by 4 in. Installation economies are gained through 
incorporating the boiler reducing bushing into the 
fitting and by omitting a nipple through fitting the 
air-reducer directly to the boiler. 

Manufacturer: The Trane Company, 2006 Cameron 
Ave., La Crosse, Wis. 





Water System 
ee The Duro Co. has an- 
nounced a new direct pres- 
sure, jet type water system 
designed especially for in- 
stallation in limited space. 
The unit, called The Duroflo 
Pump, will perform in small 
spaces with ample capacity 
to deliver up to 500 gph, de- 
> ~ pending on depth and oper- 
ating pressure. Every operation of the pump is auto- 
matic. It is recommended for all shallow well ap- 
plications to depths of 25 ft or less. The complete 
system is 17% in. high and has a 2% gal. tank. It is 
self priming, complete with heavy duty, capacitor 
type % hp ball bearing motor. Dual voltage, 110 or 
220, with built-in over head protection is available. 

Manufacturer: The Duro Co., Monument & Web- 
ster Aves., Dayton 1, Ohio. 


Bathtub Protector 





A new protec- 
tive covering for 
bathtubs that 
guards the con- 
tractor’s installa- 
tion from damage 
by tradesmen who 
follow on the job 
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has been developed by Protectub Inc. The covering, 
called Gum-A-Tub, is made of a heavy-duty gummed 
back kraft paper and is installed by wetting the 
gummed side with a damp cloth. Pre-shaped and cut 
to mold itself to any model bathtub, the covering 
fits 44%, 5 and 5% ft sizes. 

Manufacturer: Protectub Inc., 71 Ludlow St., New 
York City. 


Radiation Enclosure 
we A new line of 


industrial and 
’ commercial circu- 
lar fin tube per- 
= imeter radiation 
enclosures has 
been introduced 
by Baseline Mfg. 
Co. for its Basevector line. High and fast heat trans- 
fer is accomplished by the use of a spiral fin, heavily 
crimped at the base of the fin and expanded at the 
outer edge to create a clamping action of the fin 
against the pipe. The pipe is of standard size and 
can be readily cut and threaded in the field if neces- 
sary. All joining strips are on the inside of the cover 
and held in place by tongues and spring clips. 

The two piece heating element and enclosure 
hanger permits the heating element to expand later- 
ally without noise. The heating element bracket is 
hooked into the enclosure without the use of tools or 
screws. Sizes are 1% in. I. D. pipe with a 3% and 
4% in. O. D. fin; and 2 in. I. D. pipe size with 4% 
and 5 in. O.D. circular fin, in lengths up to 21 feet. 

Manufacturer: Baseline Mfg. Co., 2137 K St., N. W., 
Washington 7, D. C. 





Cellar Drainer 


Production of a new close- 
*,coupled-type horizontal celler 
drainer has been announced by 
Goulds Pumps Inc. This new 
#oump, called Figure 3631, is not 
subject to binding or clogging due 
to accumulated silt, sand, coal, 
lust, ashes, etc. because the pump 
itself is not in the pit. The sump 
and strainer is easily cleaned by 
unscrewing the suction pipe and 
removing the pipe and weights. 
By substituting a longer pipe between the pump 

(Please turn to top of page 110) 
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casing and suction elbow, the pump may be set away 
from the sump up to a maximum distance of 8 ft on 
2 ft pits and 5 ft on 5 ft pits. Close-coupled con- 
struction assures permanent alignment of rotating 
parts in a compact unit. It is a positive self-priming 
centrifugal pump with an impeller and guide vane 
of non-rusting bronze. Weighing only 73 lbs, the 
pump measures 20% by 10% by 10% in. and has 
capacities of 2400, 2100, 1600, 1200 and 600 gph at 
total heads of 10, 15, 20, 22 and 24 ft respectively. 

Manufacturer: Goulds Pumps Inc., 240 Fall St., 
Seneca Falls, N. Y. 





Oil Burner 













The oil burner pictured 
here is one of two models 
introduced by Cleaver- 
Brooks for practical side- 
by-side installations. 
Known as the AM6-H, 
the burner is engineered 
not to start at full capac- 
ity, but begins with small 
flame that builds up to required size. This provides 
smooth, safe ignition and minimizes puff backs with 
poor draft conditions. The burner has a maximum 
capacity of 40 gph. In this new model a separate tank 
holds the oil used to lubricate the air pump. Power 
losses and lack of air due to belt slippage are avoided 
by use of a direct connected pancake motor. Oil tub- 
ing is simpler, neater and more convenient than in 
previous models in the line. 

Manufacturer: Cleaver-Brooks Company, Hev-E- 
Oil Burner Division, 326 E. Keefe Ave., Milwaukee. 


Sweat-In Flexible Supplies 

A new type of flexible lava- 

> tory and tank supply is avail- 
able for original roughing-in 

work with finished equipment. 

The supply, coming from the 

wall, is chrome plated, slips 

over % or ¥% in. copper tubing 

and is sweated on. This sweat 

chrome nipple has either a 

compression fitting or stop as 

required. Finished with the 

compression nut is a special 

fibre washer which, installed 


at the roughing-in time, will give a water tight unit 
enabling the plumber to test. 

A slip flange is also furnished so that when the 
lavatory is installed the flange is slipped back against 
the wall, which is deep enough to hide any discolor- 
ing which may occur while soldering. The testing 
washer is removed and the regular flexible supply is 
inserted between the line and the fitting for a com- 
plete chrome-plated job. A small amount of grease 
could be put on the chrome exterior parts to prevent 
damage to the finish from acids or other cleaning 
compounds used by the tile man. 

Manufacturer: G & H Manufacturing Co., 3047-49 
Amber St., Philadelphia 34. 


Rotary-Fired Boiler 
Portmar Boiler Company has 
designed and developed a new 
line of rotary flame steel boil- 
; ers to effect maximum heat 
transfer from its Rotory Flame 
domestic oil burner. The 
burner utilizes maximum heat- 
ing surface because of its flame 
placement. In this _boiler- 
burner combination, the boiler 
fire box is completely sur- 
rounded by water and trans- 
fers direct flame heat to the 
_ boiler tubes, and the large 
furnace volume converts fuel into maximum heat. 
Fast circulation is achieved because the large fire box 
crown sheet is placed over the hottest boiler water 
temperature. The boiler operates on low pressure: 
steam, 15 lbs; water, 30 Ibs. 
Manufacturer: Portmar Boiler Company, Inc., 193 
Seventh St., Brooklyn 15, N. Y. 





Metallic Joint Seal 

A new joint seal compound to insure easy removal 
of clean-out plugs and to serve as an anti-seize 
coating has been developed by Armite Laboratories 
of Los Angeles. Known as Compound 411, it is a 
pure metallic lead pipe thread lubricant and sealer 
for general use. The compound consists of 63 percent 
metallic lead plus 10 percent non-abrasive filler 
suspended in a non-volatile hydrocarbon vehicle 
free from any other fillers, drying agents: or other 
foreign materials. It is reported to be impervious to 
air, water, steam, oils, amonia and hydrocarbons, and 
is satisfactory for use in joints or on any threaded 

(Please turn to top of page 180) 





Water Heater Designed with the Farmer in Mind 

A new large volume water heater for milkhouses, which also fur- 
nishes heated air to reduce humidity, has been announced by Oshkosh 
Heater Co. Warm air output is automatically controlled to meet 
milkhouse needs for heated air. Designed with the farmer in mind, 
the heater is constructed to furnish heated air only when needed. 
When heat is no longer needed, there is no heat loss because the heated 
air is trapped. Heated air is provided by a coil in the hot water tank 
extending through a chamber of tubular construction. In addition 
to the combined features of heated air and hot water, the unit operates 


on an economical low-off peak rate. 


Manufacturer: Oshkosh Heater Co., 51 Ceape St., Oshkosh, Wis. 
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FOR THE PRACTICAL MAN 
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How to Keep Downspouts from Freezing 


To the Editor: 

Recently we thought up an idea of how to 
keep the downspouts on big buildings from 
freezing over in the winter time, and we 
would like your opinion of it. 

On large apartment buildings during heavy 
snowfalls the roofs become loaded with snow 
and this melts, then freezes over the roof 
gutters and downspouts. We were thinking 
that it would be a good idea to run a %-in. 
pipe from an outlet inside the basement (with 
a square head cock to control it) through 
which steam from the boiler would pass, go- 
ing up the downspout and possibly on to the 
roof gutter itself. 

Then every time the janitor would want to 
thaw the gutter and downspout he would 
simply turn on the cock and melt any ice for- 
mations there. Our sketch shows how we 
think such a piping arrangement might be 
installed. What do you think of it? 

Illinois A. M. 
To the Reader: 

Your idea seems like a very practical one, 
and if it works out should prove very useful 
to other readers. 

Oné important suggestion we would make 
is that it will be necessary to provide a drip 
trap at the lower end of your riser to allow 
the condensed steam from this pipe to flow 
down and out to a drain. (See Fig. 1, at 
right.) Otherwise you would be surging 
water up and down this pipe, and when the 
square head cock was shut off, this water 
would freeze and break the pipe. 

As a second thought we would suggest in- 
creasing this pipe size to %4 or 1-in. to allow 
for counterflow of the condensate. 


Redesigning a Combustion Chamber 


To the Editor: 

We have been puzzled by one job, and 
nothing we do seems to help the situation. A 
modern boiler rated at 1100 sq ft of steam and 
carrying an actual load of 550 sq ft has been 
installed. The vapor system is in good repair, 
as is the rest of the system, for all of it was 
overhauled in the autumn of 1950. At that 
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time a stoker was removed and a pressure 
oil burner was installed. 

The plant works satisfactorily, but an in- 
crease in fuel costs was noted as soon as 
heavy firing weather was encountered; this 
was in the winter of 1949-1950. Twelve tons 
of 12,000 Btu coal was used. During the win- 
ter of 1950-1951, 2369 gal. of No. 3 oil were 
burned. Several different checks were made 
and all were similar to the one we made in 
February of this year. It follows: 


DPRT VI OVER DEG: occ bcis ocseew ea vs 02 

WITOEE TH STAGE oo oso os asics os weiss 04 

Stack temperature ............. 500 F net 
Sd SEO ena a renee ee 5% 


A 1.75 (60 degree) nozzle, which was equip- 
ment with the burner, was changed to 1.35 
(60 deg.) without any appreciable change in 
either the steam production or in the effi- 


(Please turn to top of page 112) 





ROOF 





¥2” PIPE 





3RD FLOOR 


DOWNSPOUT — 


2ND FLOOR 





1ST FLOOR 





SQ. HD. COCK 











STEAM HEADER 





—— 


DRIP TRAP“? 








A 


/ 





/ 
TO DRAIN 
BOILER 


























Fig. 1: Reader’s sketch shows how he intends to 
keep downspouts from freezing. Editor’s sugges- 
tions are shown in the drawing in dotted lines. 




















Questions and Answers 





(Continued from bottom of page 111) 


ciency of the plant. The CO, re- 
mained at approximately 5 percent. 

The burner has been tested in a 
laboratory and found to be satis- 
factory, so we are satisfied that this 
is not the source of our difficulty. 
Instead, we feel that the trouble is 
in the refractory combustion 
chamber, which is rather long and 
narrow, (9 in. by 18 in., with a 
rather sharp fantail at the rear of 
the chamber). (See Fig. 2.) _ 

It seems that the installer drew 
the chamber too narrow, probably 


tion in the firing rate should, we 
feel, have changed the CO, some- 
what, but it did not. Any sugges- 
tions you care to make will be ap- 
preciated. 

Missouri 
To the Reader: 

You are on the right track by 
fixing the blame for at least part 
of your difficulty on an inadequate 
combustion chamber. It would be 
difficult to provide proper environ- 
ment for a domestic oil burner in 
the chamber you describe. 

We do not believe, either, that 
any simple straightening job will 
correct the trouble. Instead, it 
would be well to start from scratch 


W. O. D. 
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| Fig. 2: (A) Read- 
| ers combustion 
chamber isshown 
| | at left. Fuel costs 
} have been exces- 
| | sive. We have 
| recommended 
j that the chamber 
be re-designed 
| along the lines 
shown in Figure 
} (B). With a 
| more efficient 
flame, fuel costs 
should be re- 
| duced. 
| 





to cover the grate lugs. Would it 
be better to take off the V-shaped 
end of the chamber and build it 
square across the back, possibly 
returning the end back over the 
top of the chamber by the width of 
one fire brick? 

Also, would there be any advan- 
tuge in sinking the grate lugs into 
the fire brick, thereby enlarging | 
the width by about 3 in.? 

The burner is set about 7 in. 
from the bottom of the chamber, 
which we feel is correct with the 
60 degree nozzle. However, the 
chamber is only about 5 in. from 
the center of the nozzle to the top; 
also, there is no refractory bottom 
in the chamber. 

The change in the nozzle was 
made at my request as an experi- 
ment to determine whether or not 
a too high oil rate was causing the 
trouble. The rather heavy reduc- 


and build a new combustion cham- 
ber. In the first place select a good 
high temperature insulating brick. 
These will flash hot in a few sec- 
onds at each start, making it pos- 
sible to adjust the burner for good 
running efficiency. 

The ratio of length to width of 
the present chamber is too high. 
With domestic burners the maxi- 
mum ratio should be 1.5 to 1. For 
wide-firing burners the chamber 
should approach 1 to 1, or square 
in shape. 

Following are a few tips on the 
construction of a good combustion 
chamber: 

(1) Remove the old chamber 
completely. 

(2) Seal the base (at floor and 
water-leg) with asbestos cement 
or furnace cement. 

(3) Lay a %-in. floor of stiff as- 
bestos paste mixture. 

(4) Build the chamber in gen- 
eral shape of Fig. 2, B (at left), 
top view, and Fig. 3 (below), 
side view. 

(5) It will be easy to cut in- 
sulating bricks to fit around the 
grate lugs; also the wing walls at 
the front corners. 

Do not extend the wing walls too 
far out along the side walls. They 
should start 1 in. or more from the 
burner air tube. 

(6) The floor can be made of 
insulating bricks, scooped out as 

(Please turn to top of page 114) 
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Fig. 3: The above schematic drawing shows details of an efficient combustion 
chamber. Notice especially the construction of the corbels, both in front and rear. 
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"PEAK PERFORMANCE FROM THE BOILER ROOMS” 


with 





STEEL BOILERS 


The TWIN OAKS APARTMENTS in Kansas City consist of two 
buildings housing 618 families, each building having its own boiler 
room equipped with a battery of 3 Kewanee Type “C” Boilers. 


e In commenting on this installation the A. D. Jacobson Plumbing & Heating 
. Company says: 
‘ : “Although this is not an elaborate installation it was designed strictly for 


efficiency with a minimum of maintenance and so far the boiler rooms have 
delivered peak performance.” 


, KEWANEE-ROSS CORPORATION 


Division of American Radiator & Standard Sanitary Corporation 


KEWANEE, ILLINOIS 
















The Kewanee Type “'C’’ Boilers installed in 
Twin Oaks are compact in design . . . meeting 
the need for boilers adapted to restricted space 

. yet maintain full efficiency whether loafing 
along or pushed well above rated capacities. 





Questions and Answers 





(Continued from center of page 112) 


shown in Fig. 3, page 112. 

(7) The nozzle height should be 
the same distance above the floor 
as from either side wall. If the 
chamber is 12 in. wide the nozzle 
should be 6 in. above the floor. 

(8) The corbel in the back wall 
helps air-oil mixing by “gathering” 
the fire together at the top. It also 
prevents excess radiance from the 
fire, thereby keeping flame tem- 
perature high until combustion is 
complete. 

(9) A high front wall is helpful 
in the same way. A small front 
wall corbel is used in some cases, 
but it is a good idea not to choke 
the top of the fire too much. Over- 
heating the nozzle could result. 

Your 9-in. by 18-in. chamber has 
an area that would fire 1.5 gph or 
better, if the space were better dis- 
tributed. However, we suggest that 
you should go up the scale instead 
of down. Here is our reasoning on 


this matter: the boiler rating is 1100 
sq ft of steam; even though it is 
being fired to about half its capaci- 
ty, the best practice with steam or 
vapor systems is to fire close to the 
boiler rating rather than to the 
connected load. 

There is less loss with this meth- 


od than might be imagined. The 
firing periods will be shorter; the 
steam will be distributed quicker 
and more evenly. 

We would suggest you build this 
new chamber about 12 in. by 16 in., 
or possibly, 12 in. by 17 in. This 

(Please turn to center of page 116) 





Problem-of-the-Month . . . No. 7 


k*% month a prize of $15 is offered for the most interesting and 
significant problem published in this department. These problems 
can be of any sort as long as they deal with some phase of plumbing, 
heating, air conditioning and appliances, and there is no limitation 
upon the number of problems which a reader can submit. Below, is 


the current Problem-of-the-Month. 


To the Editor: 

Our problem concerns a blow-off 
basin for a steam boiler. The 4-in. 
flanged tee was installed in the 
blow-off header for two high-pres- 
sure steam boilers properly pro- 
vided with a flanged valve. 

A large blow-off basin was in- 


stalled later 7 ft distant. The speci- 


fication indicated that the 4-in 
flanged opening on the side of the 
basin was to be in direct line with 
the center of flanged valve and at the 
same elevation, so that one piece of 
4-in. pipe with a companion flange 
at each end could be inserted and 
connected to the basin and the 


(Please turn to top of page 116) 
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Fig.4: The Problem-of-the-Month con- 
cerns a blow-off basin for a steam 





boiler. All details are given in the 
drawing above and in the story All 
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answers should include sketches show- 
ing how the problem can be solved. 
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Designers, architects, contractors and builders tell us that in 
many cases there simply is no adequate substitute for copper. 
As a result they are using what copper they can get where it 
counts most. One of those places is in hot and cold water lines 
in homes like the one shown. This installation required 90’ 
of 34” and 160’ of 4” Revere Copper Water Tube, Type L. 
This National Award Winning Home was built by Jere 
Strizek. Designer was John W. Davis, both of Sacramento, 
Cal. There are more than 100 similar homes in the Town & 
Country area where this house was built. Phimbing con- 
tractor for 31 of the homes (all of which contain Revere 
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WHY REVERE COPPER WATER TUBE 


















IS PREFERRED BY — 


Architects, Builders, Plumbing& Heating Contractors 





HANDY LENGTHS 
Save Fittings... Labor 
Revere Copper Water Tube 
comes in straight lengths of 
20’ in hard and soft tempers. 
60’ coils of soft temper re- 
duce the number of fittings 
needed. 





EASY TO BEND 


Saves Time 
Revere Copper Water Tube 
is easy to bend. Soft temper 
can be bent by hand. Hard 
temper by hand bending tools. 





SOLDER OR 


COMPRESSION FITTINGS 
Need Less Work Room 


..- Save Metal 




















No worry about wrench room 
when you use Revere Copper 
Water Tube with solder fit- 
tings. Compression fittings can 
also be used. No threading 
is necessary with either type 
fitting. Wall thickness of tube 
used can thus be less than for 











Copper Water Tube) was Beckes & Anderson, Carmichael, Cal. 

Next time you build, plan, specify or install, make sure 
Revere Copper is used in the spots where enduring perform- 
ance counts most. The architects, builders and contractors 
who do have found it pays dividends in prestige, reputation 
and customer satisfaction. 








See your Revere Distributor. He will advise you of the 
availability of materials and, in the event you wish to discuss 
your technical problems, put you in touch with Revere’s 
Technical Advisory Service. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 
Mills: Baltimore, Md.; Chicago and Clinton, Ill.; Detroit, Mich.; Los 
Angeles and Riverside, Calif.; New Bedford, Mass.; Rome, N. Y. 
Sales Offices in Principal Cities, Distributors Everywhere. 


SEE REVERE’S “MEET THE PRESS” ON W.B.C. TELEVISION EVERY SUNDAY 












NON-RUSTING 

pipe eventually clogs 
as shown in drawing at top 
right. Non-rustable Revere 
Copper Water Tube suffers 
no loss of flow or pressure 
as shown at bottom right. 
No allowance in pipe size 
need be made for rust ac- 
cumulation with Revere Cop. 
per Water Tube. 


ae a 





threaded pipe. 





















Questions and Answers 


(Continued from bottom of page 114) 
valve. However, after the basin was 
set and the concrete was placed 
around it to hold it in position, the 
fitter came to take the measure- 
ment and found that the basin was 
set 1-in. off center. 

The problem that presents itself 
is this: How would you make this 
connection between these two 
flanges by the use of screw pipe and 
screw pipe fittings? 

We want the measurements of 
the pipe or pipes that you would 
use to make the connection. 

Specifications: Allow \%-in. for 
thickness of each gasket used. 

All measurements should be cal- 
culated to within % of an inch. 

All measurements should be cen- 
ter to center and, or from face of 
flange to center of fitting. 

Bending or springing of pipe line 
is not permitted. 

For this interesting Problem-of- 
the-Month Domestic ENGINEERING 
has awarded a prize of $15 to this 
reader (H. L. G. of Chicago). 

Readers are invited to contribute 
their solution to this problem. And 
for the first accurate (or most near- 
ly adequate) solutions published in 
this department, Domestic ENcI- 
NEERING will award to each a prize 
of $5. (For other details of this 
Contest, please see Domestic EN- 
GINEERING, February, pages 127, 
128.). 

Address all correspondence to the 
Contest Editor, and make certain 
that reference is made to the num- 
ber of the problem. 

In case of a tie, duplicate prizes 
will be awarded.—ED. 





Combustion Chamber 
(Continued from page 114) 
will enable you to bring your firing 
up to about 2.25 gph. You can ex- 
periment with nozzles from 1.75 to 
2.25 in such a chamber if the above 
rules are followed. Your CO, 
should be much higher, while the 
stack temperature will not rise 
much above that of the present. 
Of course, there could be other 
causes of low COs. Crackage be- 
tween sections and around door 
frames, etc., should be checked, 
and sealed if necessary with fur- 
nace cement. A good index to this 


type of lost efficiency is to take a 
CO, reading at the stack and over 
the fire. For the latter test a small 
hole is drilled in the firing door. A 
piece of copper tubing is attached 
to the flexible sampling tube and 
extended several inches into the 


fire area. The hole should be 


plugged after the test is concluded. 

If there is an appreciable differ- 
ence between the readings taken 
over the fire and at the stack, you 
can be certain that there is air en- 
tering through openings some- 
where in the boiler, and this must 
be corrected. 





Winning Answers ... to Problem-of- 
the-Month No. 5 


 osmaeiged THE MontH No. 5 ap- 
peared in June, page 128, and 
concerned a radiant panel heating 
job in a large residence (two-story). 
Each floor was a separate zone with 
a room thermostat in the master 
bedroom operating the circulating 
pump for the second floor, and a 
thermostat in the living room op- 
erating the first floor pump. 

The customer complained that 
there was not enough heat in the 
second floor bathroom, and an ad- 
justment was made in the two 
zones. (See drawings in June is- 
sue, page 128.) However, this did 
not help the situation; in fact, the 
customer reported that there was 
even less heat in the bathroom than 
before. 

The first most nearly adequate 
solution was supplied by Herbert 
R. Kornblum of New York City, to 
whom we have awarded an Answer 
Prize of $5. His, solution follows: 
To the Editor: 

With the piping arranged as 
shown in your drawing (Fig. 2, B, 
June, page 128) the frictional re- 
sistance has increased in each cir- 
cuit to which the radiant panel of 
the bathroom is connected. In one 
circuit the circulating pump must 
discharge against two flow control 
valves. In the other circuit, the 
circulating pump must discharge 
against only one flow valve, but it 
must push water through the sec- 
ond circulating body in order to at- 
tain circulation through the bath- 
room circuit. The fact that, after 
the adjustment in the circuits, the 
bathroom has become colder is an 
indication that circulation of the 
water is impeded. One advisable 
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remedy would be the installation of 
a separate heating circuit for this 
bathroom (including a circulator, 
thermostat and flow control valve). 

It would also be advantageous to 
recheck the amount of radiant coils 
installed in this area. Perhaps 
there is not enough radiation. 

Also, the installation of high ve- 
locity circulators may be helpful. 
For the greater the gpm discharged 
through a radiant coil, the less the 
temperature drop and the greater 
the heat emission. 

New York City H.R. Kornblum 

The actual solution to this prob- 
lem was somewhat different. It 
was found that tying one coil into 
the supply from one zone and the 
return of another did not create 
more heat in the bathroom. When 
either pump was operating little or 
no water would flow through the 
bathroom coil because of the in- 
creased resistance placed on the 
circuit by requiring one pump to 
open the two flow check valves. 
Actually, the only time the required 
amount of water went through the 
bathroom coil after this change had 
been made was when both thermo- 
stats were calling for heat. 

Thus, both the supply and the 
return of the bathroom coil were 
disconnected and water at city 
pressure was run through it. After 
measuring the pressure drop, it was 
concluded that the tube was 
crimped in one or more places. The 
contractor decided that a pump 
with an 18 ft. head should be in- 
stalled on the line and hooked up 
as a separate zone. The pump was 
added, and the job functions well. 
—Ed, 
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Wind For Your Sales 


(Continued from center of page 98) 
PRODUCT: Shower cabinet 


An enclosed canopy and over- 
head light fixture make the new 
Craft-Cut shower cabinet of Cutler 
Metal Products. Co. adaptable for 
use in bedrooms, attics, basements 
or wherever space prohibits the in- 
stallation of a shower cabinet in 
the bathroom. The 32 by 32 by 79 
in. cabinet can be obtained with 
walls for either right or left in- 
stallation. It has a plastic shower 
curtain and a built-in curtain clip 


CUTLER METAL PRODUCTS Co. 


CAMDEN 3. NEW JERSEY 





to prevent movement of the cur- 
tain when the shower is in use. 
Joints between panels are flanged 
and interlocked for easy water- 
resistant assembly. The receptor is 
a one-piece porcelain enamel unit 
with both skid-resistant and safe- 
ty-grip concentric rings. Above, 
Irving Shipkin points out these 
features to E. Katz, a wholesaler. 


PRODUCT: Sewer pipe 

Wood fibres spun on machined 
mandrils, dried and uniformly im- 
pregnated with bitumen produces 
the lightweight sewer pipe, intro- 
duced by Bermico Division of the 
Brown Company, for connecting 
buildings to sewers and septic 
tanks. The pipe is manufactured in 
eight foot lengths of 3, 4, 5 and 6 
in. internal diameters. It can be 
connected to other kinds of pipe 
and will withstand freezing and 
thawing without tuberculating, cor- 
roding or disintegrating. Shown 
above right at the Bermico exhibit 
are J. G. Skirm, manager; R. E. 
LaPlante, and F. W. Mark. 





PRODUCT: Gas boiler 

Instant combustion is achieved in 
the new gas boiler introduced by 
the Burnham Corporation by me- 
tering all air required and mixing 
it with the fuel proportionately. 
Gas is then burned in a short re- 
fractory tunnel under positive air 
pressure, resulting in a high tem- 
perature flame with low excess air 
surrounded by boiler water. Spiral 
or pendant type copper water heat- 
ers are built-in for either storage 
or tankless type operations. F. R. 
Brophy, sales promotion and ad- 
vertising manager, points out the 
combustion principle above. 





PRODUCT: Ratchet 

Equipped with a self-starting, 
chip-ejecting die, a new ratchet 
with an adjustable guide was in- 
troduced by Reed Manufacturing 
Company. It is furnished with a 
removable head and with die cap- 
acities from % to 1% in. At right 
A. E. Armstrong and Campbell 
Wright, vice president of sales, 
demonstrate the lathe action of the 
rachet which feeds long, curled 
turnings out and away from the 
work. 


118 


PRODUCT: Flush valve guide 

Running water in toilets is 
stopped by a friction-free flush 
valve guide introduced by Ard- 
more Products Co. The guide con- 
sists of a corrosion-resistant cylin- 
drical guide, a kink-free brass 
chain and a perfectly round tank 
ball. The cylinder guides the free- 
floating ball to a perfect seat on the 
valve; and the round ball seals the 
valve opening in any position in 
which it drops. F. L. Hill, assistant 
sales manager, demonstrates how 
the guide operates to Norbert Cor- 
rigan at the show, below. 





PRODUCT: Pipe pusher 
Installing underground pipe 
without damage to lawns or pave- 
ments can be accomplished by the 
hydraulic pipe pusher introduced 
by Greenlee Tool Co. The pusher 
consists of a hydraulic unit with 
six operating speeds for varying 
soil conditions, giving pushing 
pressures ranging from 6,500 to 
40,000 Ibs. It has capacity for pipe 
from 1% to 4 in. and weighs 140 lbs. 
As the pressure is applied by 
pumping the handles, the unit 
moves forward on a notched base 
against the pipe clamp, forcing the 
pipe through the earth. It can be 
operated by one or two men. 
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FLOOR PLAN 
FOR 
/ “REPAIR PARTS 














@ Self-service has revolutionized merchandising. 
It increases volume (the easy accessability of items 
leads to added “impulse” and “reminder” sales). . . 
decreases overhead... provides a good profit. It’s a 
“natural” for the average repair parts department 
and has already been used successfully by many 
plumbing distributors..among them..Plumbing Supply 
Company, Houston, Texas. At right is asuggested floor 
plan for a “Repair Parts Bar” in your warehouse. 





“THIS BOX 
MEANS 
BUSINESS!” 





PLUMBERS! JOIN THE PARADE 


Your experience will indicate the items that will sell 





best in your “Repair Parts Bar”. Most distributors select 
small items, “incomplete” in themselves, like packing 
washers, faucet stems, flush valve parts, special nuts, 
ball cock parts and special fittings. Be sure to include 
a display board for new items—and, how about a coffee 
urn and a few stools near the check-out counter? 





Don't let drug stores...hardware stores...dime stores 
...and other merchandisers steal the march on you. 
Make your shop the headquarters for plumbing sup- 
plies with a “Repair Parts Bar” similar to the one 
shown above for the wholesaler.Remem ber: Purchasers 
of these small items are potential users of yourservices. 


WE DISTRIBUTE THROUGH WHOLESALERS ONLY 


AMERICAN SANITARS 


MFG. CO., ABINGDON, ILLINOIS 


OVER 40 YEARS LEADERSHIP IN THE PLUMBING INDUSTRY 
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On a road paved with YOUR Dollars 


A road twenty feet wide, carpeted with 
one dollar bills, extending 256,471 miles 
through space to the moon,--illustrates the as- 
tronomical magnitude of our Federal debt. 

1932 was a bad year for most of us, whether 
we were in business, or looking for a job, or 
going to school. 

1952 seems much better to the majority of 
our citizens, with increased business, high wag- 
es and a good education for the children. 

But how much better off, really, are those of 
us who think “we're in clover’? Consider our 
National debt which has skyrocketed from 19 
billion dollars to over 260 billion dollars in the 
past twenty years. 

Such a figure is difficult to grasp. But it rep- 
resents your debt, the amount that you and your 


family must pay. This debt is the obligation of 
every man, woman and child in the United 
States. The interest on this debt must be paid 
through taxes, and as the debt increases, the 
more our taxes will increase. If you have a 
wife and two children, your share of the Federal 
debt is now approximately $7,000. 

Your debt is now 13 times what it was in 1932, 
and they’re planning right now, down in Wash- 
ington, to inflate it even more. 

Do you like it? Is that what you want? If you 
don't like it and don’t want further expansion 
of our Federal debt, it’s up to you to let Wash- 
ington know. Only when American citizens 
are aroused and speak up, by electing able and 
patriotic men to public office, will there be an 
end to this orgy of public extravagance. 


The Youngstown Sheet and Tube Company 


General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


teel industry is using all its resources to produce more steel, but it needs your he! 


Sifnow 


Turn in your scrap, through your regular sources, at the earliest pos: 
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NEW APPLIANCES SET 
SUMMER TRADE TREND 


Window room coolers, upright freezers and 


30-inch ranges lead parade of buyer interest 


at Chicago mid-year home furnishings market 


PARKED by the introduc- 
tion of a substantial num- 
ber of new products, Chi- 

cago’s Summer home furnishings 
market, held June 16-26, dis- 
closed greatly heightened activ- 
ity in several relatively “new” 
products. 

Buyers who shopped manufac- 
turers’ exhibits in the American 
Furniture Mart and the Mer- 


chandise Mart, sites of the semi- 
annual show, exhibited partic- 
ularly keen interest in window 
room conditioners, upright food 
freezers and 30-inch ranges. Ex- 
ceptional attention also was ac- 
corded laundry equipment and 
dishwasher innovations. 
Growing general popularity 
and acceptance, accentuated by 
the unusually warm Spring and 
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early Summer, attracted dis- 
tributors and retailers to dis- 
plays of window room coolers. 
For example the A. O. Sutton 
Co., whose Vornado brand win- 
dow conditioner was announced 
early this year and was dis- 
played to the general trade for 
the first time at this market, re- 
ported sales at the end of the 
first week amounting to 3,000 
units more than factory stocks 
and said their plant was oper- 
ating 24 hours a day, seven days 
a week “to catch up.” Established 
producers such as Fedders-Quig- 
an, Carrier, and Philco disclosed 
increasingly strong demand, 
while Universal Major Appliance 
Co. and Gibson Refrigerator Co., 
new entries into this field, report- 
ed “excellent” acceptance of 
their coolers, 

Success of the freezer-food 


buying plan in metropolitan _ 


(Please turn to top of page 142) 
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@ makes all others sccond 
best 
@ really work-free 


@ washes dishes 3 times 
cleaner than by hand 


It’s here! The greatest advance in 
dishwasher history! It’s the Amer- 
ican Kitchens Roto-Tray Dishwasher 
with an amazing new dishwashing 


principle. The exclusive Roto-Tray 
action assures every surface of every 
dish will be washed 3 times cleaner 
than by hand! The Roto-Tray slowly 
revolves carrying top-tray dishes di- 
rectly through the powerful sprays 
of super-hot water. 


EASIEST TO LOAD 


Really work-free with features like 
Nere's Mow American these: Easiest of all dishwashers to 
load—for loading space turns to 
Kitchens Backs its Dealers _ front; four rinses—one pre-rinse plus 
with the Greatest Promo- three final hot-water rinses; hot blast 
dries dishes without spotting; front 
tion Push in its History! opening for plenty of top work-sur- 
@ Advertising—Color, bleed double face; automatic plus easy — ual 
page, in the Saturday Evening Post, full control. Yes—sell the American 
color ads in American Home, Better Homes & Gardens! Kitchens Roto-Tray Dishwasher 
@ Display—"Turning Girl” to bring traffic in your store. ene all a lie pe ve mei g an 
@ Magic Door—full glass door, snaps in place, turns dish- ssrecincon, ee , 
washer into a demonstration model in 30 seconds. 
@ Demonstration Kit—all materials to present a sales- 
convincing demonstration, proves washing action! as 
Ring the 


@ Free Ad Mats—dramatic announcement ads for co-op rr: bess 
—50% off on space costs. Kitchen 
Freedom 


@ Billboards—uvse over your store name in your locality. 


Lal 
@ Store Banners—stops traffic in your store. sintihine Weens tiedies, CE? 
®@ Movie—TV—Radio—tells your local market who youare! AVCO Manufacturing Corp. 
Connersville, Indiana 


I am interested in an American Kitchens 
franchise if one is available in my area. 
Please have my nearest distributor contact me. 
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Chas. Pokorny, New Buffalo, Mich. dealer, 


expanded his building to include new 


salesroom, and got immediate volume gains 


LTHOUGH open for only 

a week at the time of this 

writing, the handsome new 
showroom addition of Charles 
Pokorny, plumbing and heating 
contractor, New Buffalo, Mich., 
is already paying off in increased 
traffic and prospects. 

Pokorny’s expansion program 
was developed deliberately to 
widen appliance sales activity 
and allow the concurrent addi- 
tion of qualified personnel. Phase 
No. 1 of the plan envisions in- 
creased volume in gas and water 
connected appliances; subse- 
quent steps anticipate a broad- 
ened operational scope which 
will encompass merchandising of 
all major appliances together 


with hand tools, housewares and 
gifts. 

Grand opening of the new 
stone and glass addition, which 
fronts on the busy Chicago-De- 
troit “Dunes Highway” (U. S. 
12), took place on June 27-28, a 
blistering weekend which had 
many New Buffalo residents 
seeking heat relief in nearby 
Lake Michigan. Despite the near- 
100 deg temperature, Mr. and 
Mrs. Pokorny and their employ- 
ees were busy from early morn- 
ing to late evening greeting vis- 
itors, passing out souvenirs and 
collecting registration cards. 

In recognition of the power of 
a child, all youngsters accom- 
panied by their parents were 
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Drinking fountain in front of new 
Pokorny showroom brings “small 
fry” and their parents to close-up 
view of appliance, kitchen and bath 
displays within. This, and other traf- 
fic building devices are part of 
overall plan designed to attract 
greater volume and advance firm’s 
position in the appliance field. 


given balloons, candy and ice 
cream and were allowed to regis- 
ter for the grand children’s prize 
—a bicycle. 

Top adult door prize was a de- 
luxe gas range, while other 
awards included three disposers, 

(Please turn to top of page 124) 





























HIGHWAY SHOWROOM 


(Continued from bottom of page 123) 


a 15-piece aluminum set, a $5 
beef roast, and five merchandise 
awards allowing recipients the 
privilege of a 10 percent discount 
on anything in the store. 

Qualified travelers consider 
the new Pokorny salesroom the 
“finest and best looking” of any 
plumbing-heating appliance es- 
tablishment in “at least” 50 miles 
in any direction and report that 
“everybody in the vicinity is 
talking about it.”” While under 
construction, three coffee sales- 
men stopped to inspect the prem- 
ises under the mistaken impres- 
sion the building would house a 
new restaurant; similarly, an au- 
tomotive executive thought it 
might be planned as a new auto- 
mobile salesroom. 

Local pride runs high. During 
the course of construction and 
even before the cement front 
steps had been built, one New 
Buffalo resident, recognizing for 
the first time that Pokorny sold 
gas ranges, clambercd over build- 
ing debris to buy a gas range 
and sink. Since the opéning, store 
traffic has increased substantial- 
ly, “although it’s still too early to 
determine our potential,” Pokor- 
ny says. 

Information obtained from 
grand opening registration cards, 
as to customers’ possible needs 


has developed a multitude of. 


leads for follow-up. “This makes 
it imperative that we expand our 
sales force as soon as possible,” 
according to Pokorny. 

Although considerable interest 
has been shown in electrical ap- 
pliances, Pokorny plans to con- 
centrate on gas equipment in the 
immediate future. 

“T’m letting my left hand help 
my right,” he explains. “You 
see, one of my best operations is 
the sale of bottled gas to town 
and farm dwellers and folks who 
own Lake Michigan summer 
homes.” 





“By boosting the use of gas 
ranges and gas water heaters, I 
increase my sales of bottled gas. 
Later on, if the potential justifies 
it, I may sell major electric appli- 
ances, too.” 

At the moment, Pokorny’s ac- 
tivities are heavy on the plumb- 
ing and heating contracting side, 
both on an individual and mass 
basis. He has a working agree- 
ment with a Michigan City, Ind., 
building contractor which results 
in important multiple unit in- 
stallations. He has just finished a 
$10,000 plumbing and baseboard 
hot water heating contract for 
an eight-unit motel, is in the 
process of installing plumbing 
for 25 “farmette” homes, and 
hopes to start soon on the plumb- 


Unique sand-trap, 
developed by Po- 
korny for beach 
homes, consists of 
well-point installed 
within range boiler. 


Here sand-trap, which employs fine mesh of well-point to filter sand-laden 





ing for a 12 unit motel. 

Pokorny anticipates a greatly 
stepped up pace of complete 
kitchen and appliance sales now 
that he has a good showroom. 

“Many people who are plan- 
ning to build come in for plumb- 
ing estimates long before con- 
struction is to start on their new 
homes. Our kitchen and appli- 
ance display should help us 
greatly in getting that business 
as well as the plumbing and heat- 
ing contracts. 

The Pokorny family moved to 
New Buffalo from Chicago some 
24 years ago. The father started 
a blacksmith shop; the brother a 
plumbing operation. Charles Po- 
korny worked for both. About 16 
years ago, he decided to set up 








water, is loaded on truck for delivery to customer by Pokorny employees. 
Truck-bed high platform, at left, symbolizes efficiency of firm’s methods. 


124 













. greatly 
somplete 
ales now 
owroom. 
re plan- 
- plumb- 
re con- 
1eir new 
d appli- 
help us 
business 
ind heat- 


noved to 
go some 
- started 
rother a 
irles Po- 
\bout 16 
9 set up 











his own plumbing business. “In 
one week, and with $10 in my 
pocket, I got married, contracted 
to buy a home, and went into 
business for myself.” 

At first, he worked out of his 
basement, then the garage and, 
later, built a small structure on 
his present site. This was expand- 
ed subsequently to provide a 
small office and a minimum of 
display space, and was followed 
by his present addition. 

Being of a mechanical nature, 
and because of his early training 
with his father, he has installed 
a forge in his shop. This, com- 
bined with a_ well-equipped 


workshop provides him with un- 
usual versatility in his service 
operations. 
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Pleased with prize, grand award 
winner considers further kitchen 
improvements, studies new ideas. 
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CARD MUST BE PILLED IN COMPLETE TO BE ELIGIBLE FOR PRIZES 


| Pokorny expansion 

; program was 
/ marked by grand 
| opening of new 
showroom. Local 

| advertising at- 
tracted 
crowds. 
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Fine door prizes 
were incentives to 
visitors to fill out 
registration cards 
indicating needed 
home appliances. 
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Pokorny describes fea- 
tures of grand prize gas 
range to winner. Ample 
space for appliance dis- 
plays is provided in new 
showroom addition. 


With modernization in 
mind, range winner lis- 
tens carefully as Pokor- 
ny outlines advantages 
of dishwasher, part of 
model kitchen display. 
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Big Boom in Freezers 


Upsurge of public buying interest, pointing way to 


peak '52 sales, held worthy of close dealer study 


By L. J. Sorensen 


Deepfreeze Div., Motor Products Corp. 





Above: A pioneer product, this pre- 
war freezer with its cylindrical 
compartments, was the forerunner of 
today’s trim models; proved value of 
frozen food storage for the home. 


Right: Having achieved 10 percent 
saturation, the highly efficient, 
compact and functional modern 
freezer is on the way towards becom- 
ing a “must” in the average home. 


F THE current buying boom 
in home freezers continues, 
even to a modified degree, in- 

dustry sales may well hit the 
1,250,000 figure in 1952 and defi- 
nitely establish the product as a 
“must” appliance in the average 
American home. 

Speaking for my own company, 
at the moment our freezer plant 
is running at full capacity, pro- 
ducing a greater volume of goods 
than ever before, and still is un- 


_ able to meet the urgent demand 


of our dealers. 

Our sales have more than 
doubled those of a year ago, and 
new warehouse facilities are now 
under construction. 

(Editor’s Note: The Hotpoint 
Co. reports a 300 percent in- 
crease in freezer sales for June 


over the preceding month. Ama- 
na Refrigeration, Inc., presently 
embarked on a large freezer 
plant expansion program, says 
orders are several times its al- 
ready substantial capacity. Phil- 
co Corp. and others have sold out 
existing stocks.) 

This sudden upsurge in buying 
interest should, it seems to me, 
be worthy of study by everyone 
who handles appliances, particu- 
larly the plumbing-heating-ap- 
pliance dealer who would appear 
to be a “natural” for the sale of 
freezers. 

Careful analysis suggests there 
are at least three basic causes for 
the present freezer boom. These 
are: 

1. Freezer-food plans. Early 
this year, sound and sensible 
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freezer-food combination buying 
plans really got under way. 
Backed by powerful promotions 
and offering the consumer a 
freezer at the regular retail price 
and a quantity of frozen foods at 
near wholesale rates in one in- 
stallment purchase “package”, 
they acted as a strong stimulant 
to metropolitan area freezer 
sales. 

2. Ten percent freezer satura- 
tion. It is almost axiomatic in the 
appliance industry that when a 
product reaches the 10 percent 
saturation point, it is “in” from 
the standpoint of consumer ac- 
ceptance. The freezer has now 
passed that point and, it is in- 
teresting to note, did it in about 
six years—half the time it took 
the mechanical refrigerator to 
achieve the same goal. 

3. Increased dealer interest. 
Probably as a partial result of the 
above two factors, possibly be- 
cause of the now established 
trend towards freezers of larger 
capacities, the average dealer in 
recent months has become in- 
creasingly aware of the product’s 
profit possibilities and has pro- 
moted it more vigorously. 

Of course, there is one more 
factor which cannot be over- 
looked in considering this height- 
ened retail freezer activity. That 
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1950 when the company built 
a new factory for output of 
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is the matter of seasonability. 
Traditionally, freezer volume be- 
gins to rise as the weather warms 
and climbs to a peak in late Sum- 
mer coincidentally with fruit and 
vegetable harvests, when garden 
and orchard owners freeze and 
store the produce of their own 
land, and others purchase at sub- 
stantially reduced prices for 
freezer packaging. Never before, 
however, has the demand been 
so strong during the Summer 
months. 

Actually, the home freezer is 
a year-around item and should be 
sold as such, for bargains can be 
picked up almost any weekend 
during the year at regular retail 
food outlets where “leader” pro- 
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motions are being conducted. It 
has been estimated that the aver- 
age family of four, by taking ad- 
vantage of such promotions and 
buying otherwise to ‘avail them- 
selves of seasonal low prices, can 
save from 15 to 20 percent on 
perishables annually. 

By combining these practices 
with participation in the freezer- 
food plans, such savings are vir- 
tually guaranteed. 

Obviously, adherence to care- 
ful money-saving shopping prac- 
tices, will result in the freezer 
“paying for itself,” and this is un- 
questionably one of the main 
reasons the product has enjoyed 
a steady and comparatively rapid 


(Please turn to top of page 128) 
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(Continued from bottom of page 127) 
growth over the last six years. 

Prior to the war, our company 
was one of the very few pro- 
ducers of household freezers. 
During the war, those few homes 
with freezers (often converted 
ice cream cabinets) proved the 
value of this appliance for long- 
term food storage. As a result, a 
large number of manufacturers 
jumped into the freezer business 
at the end of the war, totaling 
about 35 in 1946. 

In that year, some 210,200 
freezers were produced. Last 


year 1,050,000 came off the lines 
of all manufacturers. 

These freezer gains can be 
attributed to a number of unique 
characteristics it possesses. 

1. It will “pay for itself” 
through savings. 

2. It improves living standards. 

3. It requires a minimum of 
maintenance and service. 

4. It is a “high ticket” item for 
the dealer. 

5. Being a new product, it pre- 
sents no trade-in problems. 

As I mentioned earlier, the 
plumbing-heating-appliance deal- 


er is a “natural” to sell the home 
freezer. Most important, he has 
an accessibility to the home en- 
joyed by no other retailer. He is 
the one person who gets into the 
home to repair a water pipe, ad- 
just the heating plant or provide 
simliar service. This is where the 
home freezer sales are made. 
The plumbing contractor or 
one of his service men has this 
advantage. He has other ad- 
vantages such as stability, repu- 
tation in the community, and re- 
liability—all of which are well 
recognized by the public. 
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The Freezer-Food Plan—How It Operates 


ONE OF THE GREATEST STIMULANTS to home freezer 
sales has been the vigorous introduction and pro- 
motion, and subsequent enthusiastic acceptance of 
the freezer-food sales plan, many industry author- 
ities agree. Generally speaking, the reputable 
freezer-food purchase program provides the po- 
tential customer with the opportunity to buy thé 
freezer, together with a quantity of frozen foods, 
under one installment purchase “package.” The 
foods are offered at near-wholesale rates, and the 
privilege of purchasing at reduced prices is not 
confined to the initial order but may be extended 
over an indefinite period. 

While some dealers may view the freezer-food 
plan with a doubtful eye, those retailers who have 
been successful with the operation usually have a 
great enthusiasm for the promotion. One of these 
is Carl O. Hagstrom, a San Francisco dealer, who 
was a featured speaker at the recent mid-year 
meeting of the National Appliance and Radio 
Dealers Assn. in Chicago. Discussing “Selling 
Freezers With the Food Plan,” Hagstrom asserted, 
“The dealer who doesn’t get into the food plan 
will find competition taking the freezer business 
away from him—and with it the cleanest profit 
appliance, the home freezer.” 





And the attitude of manufacturers may well be 
reflected in the statement by George C. Foerstner, 
vice president and general manager, Amana Re- 
frigeration, Inc., who stated, “The only thing that 
surprised us at Amana about the sudden out- 
cropping of frozen food plans was that this idea 
hadn’t come into its own long ago. We consider 
the food plan method of purchasing as important 
as actual ownership of a freezer.” 

A number of freezer manufacturers and their 
distributors have set up detailed programs for the 
establishment of food plans by their dealers. Those 
retailers who do not have access to such manufac- 
turer or distributor plans, or who find them un- 
adaptable because of local conditions, often can 
develop their own programs through personal ar- 
rangements with local bankers and food outlets. 

As an example of a typical and successful 
freezer-food sales program, here is the one used 
by Hagstrom. In this instance, it is based on the 
sale of a large $630 freezer and $250 of frozen 
meats, fruits and vegetables to a family of four. 
Down payment would be about 10 percent of the 
freezer price, or $63. Monthly payments for freezer 
and initial $250 of food would be about $40 for 
(Please turn to top of page 235) 
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You profit TWICE vou 
hitch this Automatic Contro 
lo every space heater sale 


What brand do you sell? 


ALLEN'S 

BARNES 
BENNER-NAWMAN 
BEYER 

COLE HOT BLAST 
COLEMAN 
COLEMAN (Canada) 
CREST (Canada) 
CREST-AIRE (Canada) 
CUSTOM AIRE 
DOMESTIC 

DRACO FIREBALL 
DUO-THERM 
ENTERPRISE 
ENTERPRISE(Canada) 
ESTATE HEATROLA 


EVEN-TEMP 

FAWCETT TORRID- 
OIL(Canada) 

FESS(Canada) 

FINDLAY (Canada) 

FLOOR-O-LATOR 

FLORENCE 

GILLEN 

H. C. LITTLE 

HERCO HEAT FLO 
(Canada) 


INTERNATIONAL 
JUNGERS 

KEMAC (Canada) 
KLEER-KLEEN 

LACO 

LONERGAN 

MAGIC CHEF 
MARCHAND (Canada) 
MONARCH 
MONARCH (Canada) 
MONOGRAM 
NESCO 

NORGE HEAT 


ORAN 

PERFECTION 
PREWAY 

QUAKER 

QUAKER (Canada) 
SAFEWAY 
SCOTSMAN 
SIEGLER 

SILENT FLAME 
SUPERFLAME 
THARRINGTON 
THERMO-PRODUCTS 
TORRIDAIRE 
VIKIMATIC 
WASHINGTON FRUGAL 
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Your customers won't be without 
Automatic Control... once you show them! 


Here’s the way to pocket an extra profit on the sale of every oil burning space 
heater. Your customers want the comfort and convenience of thermostatically 
controlled heat. They want its fuel-saving economy. They can have these benefits 
inexpensively if you'll sell this compact accessory with every heater. 


The A-P- Comfort Control is designed especi- 
ally for use on any space heater on the list at left. 
It’s easily installed, and as inexpensive as a sub- 
scription to your customer’s favorite newspaper. 
Show it, demonstrate it — and you'll sell it. 


Easy to install 


Anyone can install the A-P Comfort Control. Takes only a 
few minutes. No complex wiring. Kit furnished complete. 
Choice of electric or mechanical type—for popular makes 
of oil-fired space heaters. 


A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 
2404 N. 32nd Street @ Milwaukee 45, Wis. e In Canada: A-P Controls Corporation Ltd., Cooksville, Ont. 

















































nga 


130 





DOMESTIC ENGINEERING 





August, 1952 








YOU OUGHT 
_GOING ON 











etl 











WHY 


GENERAL ELECTRIC? 


1. 





Because those who are already in 
on the ground floor have found out: 


Surveys show that 53 out of 100 
people prefer G-E appliances over 
all other brands. This means that 
1 out of 2 of your potential custom- 
ers are already pre-sold on G.E. 


And one of the reasons for this 
great preference is that these ap- 
pliances are backed by the biggest 
newspaper, magazine, and TV ad- 
vertising ever put behind an elec- 
tric-sink line. 

G.E. is the leader in the plumbed- 
in home-appliance field, having pio- 
neered for 20 years in Dishwashers, 
and 17 years in Disposalls. 


Both the G-E Disposall and Dish- 
washer are easy and profitable to 
install—and you benefit from the 
broad G-E service policy. 


WHY 


G-E DISPOSALL? 


1. 


- a 


3. 


Because the Disposall was designed 
with the plumber in mind. 


Safety Twistop control is both sink- 
stopper and strainer. Disposall runs 
only when Twistop is locked in drain 
opening. Twistop keeps food-wastes 
in and hands out. It’s an important 
G-E safety feature. 


Permanently oil-lubricated Timken 
bearings give rugged dependability 
to this long-life appliance. Mean 
fewer service problems for you. 


With your problems in mind, G.E. 
has designed a new, simple-to-oper- 
ate drain-enlarging tool which in 
about ten minutes will adapt any 
kitchen sink to take the Disposall. 


To insure ease and flexibility of 
installation, Genera) Electric makes 
available adapter flanges to fit all 
types of kitchen sinks. 


1 


WHY 


G-E DISHWASHER? 


Because it has the extra features 
which make it easier to sell. 
Women prefer the Genera] Electric 


Undercounter Dishwasher, which 
glides out at a touch, loads easily, 


offers extra counter space for 
kitchen work, and pre-rinses the 


dishes. 

Special Calrod® heating unit keeps 
hot water hotter than hands can 
stand—while the powerful spray- 
rub-wash-rinse action washes dirty 
dishes . . . even pots and pans... 
really clean. 

Dishes fan-dried in electrically 
heated air. 

Large capacity that homemakers 
want ,.. holds average service for 
eight— including ten glasses. 
Designed to satisfy strictest plumb- 
ing codes. 





THAT the G-E Disposall is specially de- 
signed for use with septic tanks, too. 


BE SURE TO TELL YOUR CUSTOMERS... 


THAT the Genera) Electric Disposal) ac- 
tually helps keep drain lines clean, 
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TO SEE WHAT'S 
IN THE KITCHEN! 


The newest, fastest-growing branch of your business is there 











— General Electric Dishwashers, Disposalls’ 


A lot of smart plumbers are already concentrating on kitchens 
—by selling and installing two new plumbed-in appliances— 
General Electric Dishwashers and Disposalls. 


They’re sure to be tomorrow’s high-volume electrical appliances, 
but the fact that they have to be plumbed in gives you the jump 
in selling them—at an installed price! 


And, like any growing business, the fellows who are already in 
the kitchen have the best chance to get a really big share in the 
future. You’re the only fellows who can make sales in the home! 
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ACT Mow, var in to see your local General Electric distributor. Find out about the 


G-E Electric Sink line. See how you'll profit by getting in on the ground floor now. 
If you'd like details by mail, write General Electric Company, Major Appliance Division, Louis- 
ville 2, Kentucky. 























GENERAL ELECTRIC SINKS — DISHWASHERS — DISPOSALLS 





G-E Disposall (Model F'A4). 
The finest food-waste dis- 


G-E Automatic Dishwasher (Model 
UC-110) —fits under existing counter 
surface—or may be installed asa free- 


standing model, (Top costs extra.) 


G-E Electric Sink with Automatic 
Dishwasher (Model SE-113). New, 


pre-plumbed feature provides easy 


installation of Disposall. 


poser for your customers 
... quiet, efficient, safe. 


GENERAL @@ ELECTRIC 
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rosertsHAW UNITROL Grayson 


Main gas cock — thermo-magnetic auto-” | 


matic 100% safety pilot control — snap- 
action thermostet—pilot adjustment valve 
oll in one simple unit, 
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QUALITY is a combination of manufacturing experience 


and know-how as well as materials and methods. 


Many controls have the materials and methods factors—but 
only Robertshaw-Grayson Controls can give you the 51 years 
of manufacturing experience, the know-how gained from making 
millions of identical controls for a single purpose, the lessons 
learned from seeing them work on thousands of automatic gas 


water heaters in everyday operation and under every gas 


and water condition. 


It’s this kind of quality that explains why Robertshaw-Grayson 
UNITROL is the outstanding choice of leading automatic gas 


water heater manufacturers. 


In Home and Industry, EVERYTHING’S UNDER CONTROL 


} Roboitshaw- Fulton 


CONTROLS COMPANY + GREENSBURG, PENNSYLVANIA 


Robertshaw Thermostat Division, Youngwoed, Pennsylvania * Grayson Controls 
Division, Lynwood, California * Fulten Syliphon Division, Knoxville, Tennessee 
© American Thermometer Division, $t. Lovis, Missouri © Sridgepert Thermosta? 
Division, Bridgepert, Connecticut 
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The product is short 
on glamour, so push 
ample supplies of hot 
water, dealers urged 


ALTHOUGH THE AUTOMATIC 
water heater is difficult to “ro- 
mance,” its end product—an am- 
ple supply of hot water—can be 
dramatized effectively to pro- 
duce plus sales results, according 
to S. E. Wolkenheim, marketing 
director, Permaglas division, A. 
O. Smith Corp. 

Speaking on the subject, 
“Water Heater Promotion,” be- 
fore the recent mid-year meeting 
of the National Appliance and 
Radio Dealers Assn, in Chicago, 
Wolkenheim urged his audience 
to consider carefully the large 
annual potential in the water 
heater business and to give more 
sales attention to the product. 

Despite the fact that too often 
the water heater “has been sold 
only as an afterthought to push 
other items,” the appliance has 
grown steadily in volume of sales 
and acceptance by the public, he 
said. A study of ratios compar- 
ing ownership in 1950 against 
1940 discloses a combined con- 
sumer possession factor of 4.93 
to 1 (1950 against 1940) for auto- 
matic water heaters compared 
with a combined average of 2.16 
to 1 for radio-television, refriger- 
ators, washing machines and gas 
and electric ranges. Wolkenheim 
(Please turn to top of page 137) 


To Sell Water Heaters 


‘Romance’ the Job 








They Do! 













Evidence that automatic 
water heater has gained 
strongly in public accept- 
ance is offered by Wolken- 
heim through charts that 
show ownership today al- 
most five times that of 1940. 


Possession of four other 
major appliances is 2.16 to 1. 
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Dishwasher 
Simplifies 
Tkarelitelitela 
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Other Popular Westinghouse 
Plumber Business-Boosters 





..~ of course, it’s electric! 








Y-Tail Pipe Permits Use of One Drain 
Line for Both Sink and Dishwasher 


The Westinghouse Dishwasher drain is pump- 
operated. There is no need for separate drain 
line or trap. Water is discharged through a 
special Y-tail pipe installed in the sink drain 
line, (see diagram at right) or through the 
Waste-Away® if this food waste disposer is 
part of the sink. 
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THREE fil ODEL AY Under-Counter Model fits under standard 


height counters. The Cabinet Model has 
its own porcelain counter surface. Both 
models are only 24 inches wide. The 
48-inch Electric Sink is available with 
or without porcelain sink top and bowl. 
With these models (shown at left) you 
== . can meet any kitchen situation. Easier 
ae - 9 too, due to app ag top- 

abinet : oading, greater capacity, perfect wash- 
Model ap os ing and drying and Souhagus installation. 
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THE GREATEST 
S IN 


FEATURE 


AUTOMATIC HOME 





Whirkpoot CORPORATION «+ 











AUTOMATIC WASHER 


Available with or without Suds-Miser 


SUDS-MISER . . . stores the hot sudsy water 
for re-use on as many loads as you want. 
Saves on soap and hot water costs. 

SEVEN RINSES ... carry off every trace of 
soap and dirt to give clothes the best and 
most thorough rinsing known. 

AGIFLOW ACTION ... perma-smooth agitator 
creates surging, swirling water action to re- 
move every speck of dirt. 

GERMICIDAL LAMP . ... helps sanitize clothes 
as they’re washed and floods them with 
fresh-air fragrance and sweetness. 
CYCLE-TONE . . . sounds off when washing 
is done. It’s a great time-saving, step-saving 
feature every woman wants. 


St. Joseph, Michigan 





perfectly-matched Automatic WASHER ‘and DRVER 


AUTOMATIC DRYER 


Gas or electric models are gvailable 


TEMPERED HEAT . . . is scientifically circu- 
lated. Result? Faster drying, extra operating 
economy, positive protection of clothes from 
exposure to excessive heat. 


FORCED-FLO VENTING .. . three types avail- 
able, a vent system for every condition . . 
simple to install . . . eliminates lint and 
moisture conditions. 


GERMICIDAL LAMP .. . gives clothes that 
delightful, sun-fresh, outdoor sweetness. 


AUTOMATIC IGNITION (Gas Model) . . . the 
instant the Time Control dial is turned on, 
the pilot burner lights itself, then the main 
burner. No more matches to light... no 
more valves to turn .. . nO more waiting. 


IN CANADA: John Inglis, Ltd., Toronto, Ontario 


For Over 50 Years Monvfacturers of the World’s Finest Home Laundry Equipment 


Whinkpoo®... going places by doing big things in a big way! 
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IT’S READY! New BRILLIANT FIRE Catalog (D-5) just off the 
press. Details all unique features of both Single-Room & Dual- 
Room models, for All Gases. Write for your copy Today. 








WALL & RIRATER 


THE OHIO FOUNDRY & MANUFACTURING COMPANY 
STEUBENVILLE, OHIO 











.. say Duro dealers about the 


NEW MON-O-LECTRIC 
WATER SOFTENER 


Customers everywhere are enthusiastic about the 
Duro Mon-O-Lectric Downflow Water Softener. 
Its simple, instantaneous regeneration assures 
an abundance of rich, soft water with the pull 
of a lever. The Mon-O-Lectric softens water 
under all conditions, It’s a gleaming black and 
white beauty . . . foolproof in design and rug- 
gedly built to give your customers years of 
trouble-free service. With the addition of the 
famous Mon-O-Lectric to your present line, you, 
too, will say, “It’s a money-maker.” 


Write today for complete 
information and prices. 








FREE! This informative book, that 
shows you how to cash in on the de- 
mand for Duro Water Softeners. 
Rush your name and address 
today for a free copy of the 

profit booster,"Do you know 
that Duro Water Softeners are 
Money-Makers?” 











THE DURO CO., DAYTON 1, OHIO 


Duro builds a complete line of water softeners and water systems 
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WATER HEATERS 





‘ HEALTHFUL 


(Continued from bottom of page 133) 
also compared the water heater 
figures with those for population 
which was rated at 1.14 in 1950 
against 1 in 1940; residential 
meters, 1.73 to 1 and new homes, 
2.50 to 1. 

Wolkenheim pointed out that 
the product is passing through 
the acceptance period into the 
demand phase, and estimated 
that today’s market equals an 
annual stable volume of about 
3,000,000 units. “This represents 
a dollar volume of $375,000,000 
with a volume margin of $127,- 
000,000. 

“This is an uncrowded market, 
where margins are long, where 
there are no trade-in problems, 
where models aren’t changed 
every year, where display can be 
accomplished easily, where 
trouble-free service is assured to 
keep your customers happy.” 


Healthier Living 


One of the strongest sales argu- 
ments for the automatic water 
heater is that it facilitates “germ- 
free living which means longer 
living. Medical science has ad- 
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vanced tremendously in the last 
50 years. It has advanced the 
need for hot water with it. Per- 
sonal hygiene and food hygiene 
have created a demand for more 
and more clean water.” 

In addition, an automatic 
water heater providing adequate 
hot water of the proper temper- 
ature simplifies such household 
tasks as dish and clothes wash- 
ing, and paves the way for in- 
stallation of automatic dish- 
washers and clothes washers, 
often reducing cash outlays for 
the consumer when purchase of 
the latter appliances is made. 


Three-Point Plan 


Wolkenheim recommended a 
three-point merchandising pro- 
gram for water heater dealers: 

“1, Establish the value of hot 
water service—not the price of 
the product. Point out how the 
consumer can obtain all the hot 
water he might need for as little 
as 25 cents a week (based on a 
$125 heater with a life expect- 
ancy of at least 10 years). 

“2. Highlight the salient fea- 
tures of the brand you carry— 
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Because of its many favorable characteristics, as shown 
in chart at left, automatic water heater is nearing end of 
acceptance period and is passing into “demand” stage, 
Wolkenheim points out in stressing products’ potential, 


such features as the heating ele- 
ment or the heavy insulation or 
the 100 per cent safety value, for 
example. 


“3. Promote vigorously, by 
concentrating on a strong central 
merchandising theme, in all 
probability that which is empha- 
sized by the manufacturer of the 
water heater you are selling.” 


Outside Aids Help 


He said dealers should take ad- 
vantage of the powerful intan- 
gible sales forces which are work- 
ing in behalf of the automatic 
water heater. One is the in- 
creased general public attention 
to hygiene and health; another 
is the $50,000,000 a year being 
spent by soap and detergent 
manufacturers to push their 
products (“Imagine trying to use 
these new cleaning agents ef- 
fectively without water that is 
good and hot.”) The third is the 
growth of the automatic dish- 
washer and clothes washer 
markets, “both of which prod- 
ucts are ineffective without ade- 
quate supplies of hot water.” 
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BEST PUBLICATIONS 


With ads run regularly in the best-read publications 
in the building field, Rheem talks directly to more than 200,000 builders, 
contractors and architects—the men who have the strongest 
influence in the choice of equipment for new homes— 

the men who represent potential sales for you. 







BEST SALES STORY 


Rheem ads point out the specific advantages that make 

Rheem Automatic Water Heaters the best buy for builders: 

the complete line, offering a model for every type 

of construction . . . the proven quality and surprisingly low cost 
. plus the assurance that Rheem has the sales and service 

organization to back up its warranties to the letter. 






















Through advertisements which reach every possible market, 





Rheem is helping you to develop sales to builders, Every RHEEM 
increase your business, add to your profits. Water Heater is 
PRESSURE-PROVED! 
The inner tank is fully tested 
RHEEM MANUFACTURING COMPANY in & Weider piathiels Whab da greek 
General Sales Offices, 570 Lexington Ave., New York 22, N. Y. as ever needed for normal use. 
Manufacturing Plants in 22 Cities Around the World eee eee 
efore it leaves the factory! 
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One-Line-a-Year Plea 
Gets NARDA Approval 


Full authorization to appeal to major ap- 
pliance manufacturers to bring out only one 
new line a year has been formally granted 
to Mort Farr, president of the National 
Appliance and Radio Dealers Assn. The 
same plea will be directed to television 
producers. This action of the membership 
was taken at the group’s recent mid-year 
meeting in Chicago. Unanimous adoption of 
the Farr proposal was given following his 
suggestion that such action would be benefi- 
cial to manufacturer and dealer alike by 
bringing about greater manufacturing and 
merchandising efficiency and thereby reduc- 
ing costs and stimulating distribution. 

If the refrigeration industry, for example, 
were to put a “one-line-a-year” program 
into effect, introducing the line in January, 
“the dealer would have plenty of time for 
planning and selling out his old inventories 
so they would not be competing with new 
merchandise for sales when the Spring and 
Summer refrigerator selling season arrives.” 

In addition, he said, the dealer “would be 
freed of the feeling of being a daring gambler 
or of having to play it safe when he made 
his purchases of his standard, foundation 
merchandise. Instead, he could make a care- 
ful study of his market and the merchandise 
offered and buy his basic lines accordingly, 
knowing his plans would not suffer disrup- 
tions in three to six months.” 

Manufacturers, Farr pointed out, would 
benefit through longer and more economical 
production runs, longer periods for testing, 
and the opportunity to map out longer- 
range, more costly advertising programs. 


Demonstration Urged 


Hal L. Biddle, general sales manager, 
Ironrite, Inc., urged dealers to conduct prod- 
uct demonstrations whenever and wherever 
possible, since this practice constitutes the 
most effective selling method. “The thing 
that makes a demonstration click is the fact 
that people are generally ready to believe 
what they see,” he declared. 

Biddle also asserted that “the manufactur- 
er must go further in assisting his dealers to 
secure demonstrations” by developing dem- 


¢ DISTRIBUTORS +* MANUFACTURERS 


onstration promotions and producing promo- 
tional materials that will aid in making 
product demonstrations. 
a : “Whatever you plan 
to demonstrate, think 
out your demonstra- 
tions carefully in ad- 
vance and make them 
mean something in 
terms of convenience 
or service to your 
customer,” he said. 

Other subjects of 
prime interest to the 

bo 3 group, that were dis- 
H. L. Biddle cussed by other speak- 
ers, included traffic building, sales promotion, 
product servicing and the manufacturer’s 
and distributor’s roles in retailing. 






Hotpoint to Make Own Refrigerators 


Hotpoint, Inc., this Fall will begin retool- 
ing its defense factory, across the street from 
its range plant in Cicero, Chicago suburb, 
for refrigerator production, with pilot runs 
scheduled for June, 1953, according to John 
C. Sharp, president. With its own refriger- 
ator facility in the Chicago area, Hotpoint 
will be in a better competitive position on 
this appliance, Sharp said. Hotpoint refrig- 
erators now are produced in an eastern 
factory. 

Under a reciprocal manufacturing ar- 
rangement the company’s range factory is 
also producing General Electric ranges. 
When the separation of the two firms is com- 
plete, this space will be available exclusively 
for Hotpoint production, Sharp pointed out. 
General Electric range manufacture will be 
moved to Louisville. Hotpoint will continue 
to manufacture jet components in the refrig- 
erator factory, although bulk of the produc- 
tion space will be made available for output 
of the appliance. 


Dealer Mortality Forecast 


W. A. Blees, vice-president in charge of 
Crosley sales; AVCO Manufacturing Corp., 
predicted at a press conference in Chicago 
in connection with the firm’s introduction of 
a new automatic dishwasher, that “20,000 of 
the nation’s approximately 87,000 appliance 
dealers are going to get out of this business 

(Please turn to top of page 148) 
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$350 POSTPAID 


Every heating man doing remodeling work is 
called upon to revamp jobs having existing 
convectors. It is vital for him to know the 
ratings of these convectors, either in Btu or 
e.d.r. Normally he has no ready way of iden- 
tifying the convectors or establishing their 


Sues eeeeesesesess*45 


DOMESTIC ENGINEERING 
COMPANY 


Book Department 
1801 Prairie Ave., Chicago 16, I. 


Convector Rating Book 


is enclosed. 


($3.50 each) 

My [J check [J money order in the amount of $.......... 
Nees, eR SG ieee d ranted ieee 
NN a wi ns aS SoD 
City ale eda we a of wa aie eb ata IE per Bo acy 4 


it is understood that if | am not completely satisfied, | may return 
these books within ten days and full purchase price will be refunded. 
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CONVECTOR RATING BOOK | 


rating. The new Convector Rating Book solves 
this problem with the greatest of ease. 


This long awaited book has been designed to 
remove every element of chance from all 
convector jobs. Now it will be possible for 
you to determine quickly, accurately, the 
exact rating of hundreds of types, models and 


makes of convectors. 


No matter what size convector may be in- 


volved or who the manufacturer may be the 
new Convector Rating Book will take the 


guesswork out of your heating survey. Since 
you will want to take this book to the job, it 


has a flexible but durable cover. 

Diagrams, clear cut illustrations ond occur- 
ate rating charts are used profusely through- 
out to greatly facilitate the use of this book. 
When you follow the simple step-by-step in- 


structions you just can’t go wrong. 


You can’t go wrong either if you order your 
copy of the Convector Rating Book now. 
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The NEW Penn 


Provides LOWEST COST 
room-by-room 
Temperature Control 


READ THIS NOW—IF YOU’D LIKE TO SELL IN 
BIG MARKETS AT A PRICE ADVANTAGE - 


yet not give up a nickel of profit. 
That’s the deal with Penn Air-rad. Sell this new, low- 


cost radiator and you sell built-in control of room tem- 
perature ... at convector prices. Up to now, such zone 
control has been available only at complete unit prices. 
A Natural for Motels 
As Well As Residences 
Air-rad users can hold temperatures at 70° in one room 
. 60° in the room beside it...and 75° in the room 
above. They do it by setting just 1 thermostat. ..to 
provide individual temperatures for all rooms. Tie that! 
It’s a breeze for an Air-rad dealer to interest motels 
and institutions as well as home owners. Just point out 


that temperatures can be held in vacant rooms at 
economy levels . . . then as rooms are rented, temperatures 


are brought to comfort levels at forced hot water speed. 


(But at a warm air price!) 


Pre-fitted for Standard Studding . . 
No Carpentry Work... Huge Savings of Tubing 


Air-rads are sized to alip between standard | studdings. 
Simply tack in... no carpentry required to fi 


high velocity operation of Air-rad eliminates all 
mains. Installation through radiators (in series) effects 


huge & savings of steel tubing or iron pipe. 
the recently published Air-rad bulletins. This com- 
pletely illustrated literature tells how Air-rad reaches 


full heat output in 25 seconds . «how two sizes beautifully 
covers all installations . . how Ajir-rad saves floor 


space by fitting flush in wall. 
If you’re Kick than any this new bulletin wil! ge 


you a bigger kick than any ‘‘whodunit.” All you n 


to get your free copy is mail the coupon today. 


PEN BOILER & 


BURNER 


Manupactaring Corporation 
LANCASTER, PA. 
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THE RADIATOR YOU JUST “SLIP-IN” 









Air-rad is sized 
to fit between 


standard studding. 





























Beautifully cased 
Air-rad is installed 


to fit flush in wall. 
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Penn Boiler & Burner Mfg, Corp. 


Department pb, Lancaster, Pa. 


C Please send me free bulletin describing Air-rad. 
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areas where kitchen floor space 
is limited, was credited with a 


strong renewal in popularity of 
the upright freezer. Amana Re- 


frigeration, Inc., one of a rela- 
tively few producers who have 
been offering this type freezer 
consistently for the last several 
years, restyled its 12 and 18 


cubic foot models, but added two 


New to the freezer, refrigerator 
line of Amana Refrigeration, Inc., 
Amana, Ia., is this 18.1 cu ft upright 
freezer with a 630 lb storage capac- 
ity. Shelves with freezing coils at 
top and bottom “sharp freeze” 75 
lbs food at a time. Handled nation- 
ally by independent distributors to 
dealers with financial stability, good 
organization. 





New Appliances Set Trade Trends 


Window room coolers, upright freezers and 


30-inch ranges lead parade of buyer inter- 


est at Chicago homefurnishings markets 


chest models to round out their 
line. The Norge Division of 
Borg-Warner Corp., Deepfreeze 
Appliance Division of Motor 
Products Corp., and Gibson an- 
nounced new uprights to match 
their refrigerators in exterior 
appearance, and reported en- 
thusiastic response as did West- 
inghouse Electric Co. which has 
maintained this type freezer in 


Completely automatic, deluxe 2 
electric 30-inch range is new with © 


Kelvinator division, Nash-Kelvina- 
tor Corp., 14250 Plymouth Rd., De- 


troit 32. Has 23-in. high-speed oven, 
four surface units. Independent dis- 
tributors sell nationally through 
dealers with financial stability, 


service organization. Also refrig- 
erators, water heaters, freezers. 
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the line for several years. 
Providing surface work area 
and, in most cases, a larger than 
standard oven, various 30-inch 
range models, both electric and 
gas, were studied carefully by 
many shoppers with an eye to 
mass sales for small home and 
apartment projects and single 
purchases by those with limited 
(Please turn to center of page 147) 











_ New upright freezer of Norge di- 
vision, Borg-Warner Corp., Mer- 
chandise Mart, Chicago 54, holds 


400 lbs food in 11 cu ft space. “Twin 


of refrigerator, it has “jet freeze” 
shelves. Line includes water heat- 
ers, ranges, washers, distributed 
through independent distributors to 
dealers with financial stability and 


good reputation. 
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Frigidaire division, General Mo- 
tors Corp., Dayton 1, O., offers this 
new all-porcelain electric dryer as 
companion to automatic washer. 
Unique “filtrator” condenser re- 
moves moisture and lint and elimi- 
nates venting need, excess humidity 
and heat. Dryer has maximum 85- 
min drying cycle. Other Frigidaire 
products are refrigerators, water 
heaters, ranges, room coolers. Deal- 
ers with necessary requirements 


are franchised by factory. 





“Super giant” oven is feature of 
this new 30-inch electric range just 
introduced by A. J. Lindemann & 
Hoverson Co., Milwaukee 15, Wis., 
who also produce refrigerators, 
home freezers and water heaters. 
Oven is fully automatic and is 23- 
in wide; has broiler beneath. Com- 
pany is interested in dealers with 
financial stability and good sales 
organizations. The line is distribut- 
ed nationally through independent 
distributors. 





New Crosley automatic dish- 
washer is offered in three models, 
one a 48-in. combination sink unit 
(above). Product features revolv- 
ing upper rack which turns slowly 
during wash and rinse cycles. The 
Crosley division of AVCO Mfg. Co., 
Cincinnati 25, O., also produces re- 
frigerators, ranges, window room 
coolers and home freezers. Inde- 
pendent distributors handle line 
nationally through financially sta- 
ble dealers. 
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This new electric dryer produced 
by Whirlpool Corp., St. Joseph, 
Mich., features ultra-violet radia- 
tion, interior light, controlled circu- 
lation. This and other products— 
gas dryers, washers, ironers—are 
distributed nationally through in- 
dependent distributors. Financial 


stability, good sales organization are 


dealer requirements. 


The widely expanded line of Uni- 
versal Major Appliance Co., Lima, 
O., includes this new % or % ton 
window room conditioner in two- 
tone mahogany. Firm also offers re- 
frigerators, freezers, ranges, wash- 
ers, dryers, ironers, dishwashers, 
water heaters, nationally through 
independent distributors to finan- 
cially sound dealers. 
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Tumble-action washer and elec- 
tric or gas dryer are called “perfect 
pair” and highlight 15th anniver- 
sary line of Bendix Home Appli- 
ances, South Bend 21, Ind.. Two 
“economy” washers also are of- 
fered. Line is available nationally 
through independent distributors to 
dealers with financial stability. 
(For other products, see page 147). 
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Above advertisement is typical of sup- 
port given the staff during contest. 


range sales in 60 days is 

indeed a record for our 
store. It was made from May 1 
through June 30. 

About the last week in April, 
we learned that our distributor 
was cooperating with the manu- 
facturer in a range sales cam- 
paign. Prize money was set up 
and the sales were based on a 
quota system. Quotas were set 
for each dealer in proportion to 
the total range sales for last year. 
In the past year, we led the state 
in range sales and we, therefore, 
had a large number of points to 
make in order to qualify for the 
range race. 

It seemed that everything was 
against us in the campaign, but 
we decided to do the best we 
could. In the first place, we are 
in a town of about 7,000 with a 
great number of strong competi- 
tors. The campaign was far off 
season for us since we depend on 
the rural trade which is at its 
peak in the Fall. We also re- 
quired at least 10 percent down, 
and we sold only to good credit 


GS sass sles in electric 


SOLD 





17 RANGES IN 60 DAYS 


Competition was strong, but “quality” 


story helped set range sales record. 


By Rosert A. SCHAEFER 


Home Improvement Company 


Cullman, Alabama 


risks. This caused more difficul- 
ty, for some of our competitors 
were continually advertising 
nothing down. 

To map out our campaign and 
promotions, we called five of our 
employees together. They were 
the bookkeeper, home economist 
and three salesmen. The range 
race was discussed, and since 
winning the state race with all 
the obstacles facing us seemed 
so far-fetched, they decided to 
limit the contest to themselves. 
This meant that only sales made 
on the store floor by one of the 
five would count in the race. 

We checked our range sales 
for May and June of 1951, and 
found we had sold only seven 
ranges. The group stated that 


they could double this. To cre- 
ate interest the store offered a 
cash prize to be split equally 
among them when 15 were sold. 
Added to this would be a bonus 
in the pot for each of the higher- 
priced ranges sold. This money 
was also to be split equally. We 
agreed that if by chance we 
should win a prize in the state- 
wide contest, the money would 
be placed in the pot for the five 
employees. 

Since bonuses were to be 
given, we counted only straight 
sales. No trade-ins were in- 
cluded. To our surprise at the 
end of the race, we only had two 
trade-ins, and every sale was 
for the full amount plus 3 per- 

(Please turn to top of page 217) 








This is the sixth merchandising feature by Mr. 
Schaefer, and one in a series of articles to be 
written by guest writers who have attained promi- 
nence as outstanding domestic engineering dealers. 
The author, top winner in Domestic Engineering’s 
1951 merchandising contest, started business in 1940 
at the age of 19 and has had continuing success. 
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Brooks Usher says, 


“Stay in My Store Awhile and 
You'll See Most of Your Subscribers” 


After looking over the Farm and Ranch- 
Southern Agriculturist subscription list cov- 
ering his county, Mr. Usher said: “In the 
thirteen years I have been in the hardware 
business, over 75% of my sales have been 
made to the farmers of Marlboro County. 
And from this subscription list, I can see 
that most of these fine people read your 
magazine. 
















“Farms in this territory are rapidly being 
mechanized and electrified. Right now, I'd 
estimate that 50% of the 2,694 farms in this 
county are fully electrified. The other 50% 
soon will be. Aside from the main crops of 
cotton, corn and tobacco—dairy farming is 
growing in importance. In Marlboro County 
we have thirty new dairies. I own a dairy my- 
self and am secretary of the Marlboro Milk 
Association. 























“Over 75% of Farm and Ranch-Southern 
Agriculturist subscribers in this county are 
my customers. They're the finest people any- 
body would want to know. They are the top 
farm families in this county. To find out 
how fine your readers are, just stay in my 
store awhile and you'll see most of them.” 











Special Notice to Sales Managers, 
Advertising Managers and 
Media Directors. 


What Mr. Usher has to say about the South- 
ern Farm Market is fully substantiated by the 
athe Cele : 5 ten Ghcline Maal C age f agricultural statistics in the 1950 census. We 
rooks Usher, partner of the Usher Hardware Company, is the Mayor o . ; 
Bennettsville, Sohth Carolina. One of the town’s leading Staves, Mr. ‘Usher on ene 6 AED mee Sages OF these 
has served on the City Council, the Forestry Board and is chairman of the 
Marlboro County Public Welfare Board. In addition to his hardware business happy to mail them to you as they te 












figures as they are released. We will be Ps 








and civic activities, Mr. Usher operates his own dairy and a 250-acre farm. come off the press. ale oo 
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and mail it to us. 
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NASHVILLE, TENNESSEE 








More Southern Farm Families read Farm and 
Ranch-Southern Agriculturist than any other pub- a i 
lication . . . circulation guarantee — 1,290,000. eile 















































DOMESTIC 


4 Your Sales Will Soar 
with the 


ELNO 
Anodic Rod 





UY. ELNO Anodic Protectors — 


the famed magnesium rods that resist 
rust—you and your men can end an ever- 
present problem for most of your water 
heater customers. 


There’s an ELNO Anodic Protector for 
every type and size of galvanized water 
storage tank in use. Each is individually 
packaged in a sturdy easy-to-handle 
corrugated container—complete with 
installation instructions. 


With one of two types of ELNO Anodic 
Rods—the first solid, the other sectional 
—you can help householders reduce 
corrosion, insure clear clean water, assure 
customer satisfaction—and make yourself 
a profit on almost every call. 


Start demonstrating ELNO Anodic Rods today. 


Put one on each of your service trucks 
—give one to each of your new business 
men—and watch your sales soar! 


THE CLEVELAND HEATER CO. 


2310 SUPERIOR AVE. «+ CLEVELAND 14, OHIO 
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FOWLER 





THIS IS THE STORY YOU CAN TELL 
YOUR CUSTOMERS when you sell FOWLER 
gas and electric glass-lined water heaters: 

Water from a Fowler is always sparkling clean 
because it never touches metal. Smooth, 
durable porcelain—fused to steel inside the 
tank—keeps water fresh and sanitary; adds 
years to tank life by preventing costly corrosion 
leaks. All Fowler models carry liberal 
warranties backed by a manufacturer with more 
than 35 years of water heating experience. 


Dealers making biggest profits are selling 
FOWLER glass-lined water heaters. 
You are invited to join them now. 
Inquire about FOWLER today. 


FOWLER 
VL 
WATER HEATERS 








Fowler Manufacturing Co., 2545 S. E. Gladstone, Portland 2, Oregon 
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Appliance Products 





(Continued from bottom of page 143) 


Product: General Electric auto- 
matic washer. 

Product Features: Washing ac- 
tion swirls clothes through three 
zones—light, medium and heavy. 
Clothes are finished damp dry, some 
ready for ironing. Operation is fully 
automatic after setting a dial and 
pulling the switch and a small load 
selector allows use of less water for 
five lbs or less. Three heavy springs 
cushion the frame of the unit and 
it need not be bolted down. The 
finish of the wash basket is white 
porcelain, interior is illuminated. 

Other Products: Refrigerators, 
freezers, dishwashers, dryers, dis- 








posers, ironers, room conditioners, 
water heaters. 
Distributed: Nationally. 
Manufacturer: Ma‘or Appliance 
Div., General Electric Co., 310 W. 
Liberty St., Louisville 2. 


Product: Gibson room air condi- 
tioner. 


Product Features: Providing cool- 
ing capacity for rooms up to 475 
sq ft, the motors in this 34-ton unit 
are located beyond a thick insulat- 
ing baffle outside the window. Two 
adjustable cool air flow vents are 
located on the top of the case, to 
provide draft-free circulation in 
any desired direction. A _ filter 
cleans the air of dust and pollen, 
and stale air can be exhaled from 
the room. Two finger-tip panels on 
top of the unit conceal the controls. 


Other Products: Electric ranges, 





food freezers, refrigerators. 
Major Dealer Requirements: Fi- 
nancial stability, sales organization. 
Distributed: Nationally through 
independent distributors. 
Manufacturer: Gibson Refrigera- 
tor Co., Greenville, Mich. 





Product: Hotpoint 8 cu ft freezer. 
Product Features: An aluminum 
liner conducts cold readily and will 
not rust, chip or crack. Two remov- 
able baskets and two separators 


simplify storage. The fully-insu- 
lated lid is counter balanced and a 
built-in lock in the handle is an 
extra safeguard. An indicator light, 
visible from across the room, goes 





off to warn when temperature rises 
10 deg above normal or when cur- 
rent is interrupted. Seven tempera- 
ture settings are available for freez- 
ing different types of food. 

Other Products: Refrigerators, 
electric ranges, clothes dryers, iron- 
ers, dishwashers, disposers. 


Major Dealer Requirements: Fi- 
nancial stability, sales organization. 

Distributed: Nationally through 
independent distributors. 


Manufacturer: Hotpoint, Inc., 
5600 W. Taylor St., Chicago 44. 


Product: Apex automatic washer. 


Product Features: Having a ca- 
(Please turn to top of page 151) 





Trade Trends 


(Continued from center of page 142) 
space. Some segments of the 
trade were of the opinion that 
this range will supplant in part 
the 20-inch so-called “apartment” 
model which is devoid of surface 
work space and has a smaller 
oven. 


Frigidaire division of General 
Motors Corp. pioneered success- 
fully with this range some time 
ago, and those who added the 
model to their lines at this mar- 
ket included Kelvinator division 
of Nash-Kelvinator Corp., A. J. 
Lindemann and Hoverson Co., 
Crown Stove Works, Boston 


Stove and Foundry Co., and De- 
troit Jewel by Detroit-Michigan 
Stove Co. 

In addition: Bendix Home Ap- 
pliances Division of AVCO 
Manufacturing Corp. brought 
out a restyled 15th anniversary 
line of automatic washers and 
dryers; Frigidaire introduced an 
all-porcelain electric dryer while 
Apex Electrical Manufacturing 
Co. offered a new automatic 
washer. Speed Queen Corp. ex- 
ecutives said their company 
would have a new automatic 
washer and dryer pair in produc- 
tion by early fall. Hotpoint, Inc., 
showed a new ironer, and rein- 
troduced an eight cubic foot 
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home freezer. 


The Crosley division of AVCO 
entered the dishwasher market 
with three new models—sink 
unit, under-counter and free- 
standing—which, according to 
company executives are the re- 
sult of eight years of experi- 
mentation, research and testing. 

Magic Chef, meanwhile, an- 
nounced three new models of 
console space heaters for gas or 
oil incorporating color panels de- 
signed to produce greater room 
harmony, while Estate presented 
a new, low-priced “Heatrola” oil 
space heater with a 32,000 Btu 
capacity, designed to heat two or 
three average rooms. 
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(Continued from bottom of page 139) 
in the next two years. They'll either go broke and 
quit voluntarily, or the sheriff will move them out,” 


he said. 

Blees based his forecast in part on the fact that 
shopping areas without adequate parking facilities 
are “deader than a mackeral” and that people won't 
shop in places inconvenient to transportation. He 
said he expected to move some 5,000 Crosley dealers 
from existing to new locations in the next five years. 


AGA Convention Plans 

More than 10,000 gas utility and gas appliance com- 
pany representatives, dealers and guests are expected 
to attend the 34th annual convention of the American 
Gas Assn. in Atlantic City, Oct. 27-30, it is pre- 
dicted by the convention committee. More than 
3,500 people have already been assigned hotel reser- 
vations, for what looks like the largest attendance in 
the association’s history. 

The exhibition of gas appliances, equipment and 
accessories staged in conjunction with the convention 
by the Gas Appliance Manufacturers Assn. also 
promises to establish a new industry record, with 
75,000 square feet of floor space already alloted for 
appliance exhibits. The previous high record was 
72,000 square feet in 1950. 


Mitchell Launches Promotion 

The largest direct mail cooperative advertising 
campaign in the room air conditioner field has been 
launched by the Mitchell Manufacturing Co,, accord- 
ing to Howard Haas, advertising director. Operating 
vith the company’s dealers on a nationwide basis, 
the program consists of a series of four separate 
pieces mailed at regular intervals to prospects se- 
lected by dealers. The final mailing offers a free 
towel and invites the customer to have a free cooling 
survey made in his home. 


Contest Winners 

Two domestic engineering dealers and one whole- 
saler have been awarded prizes in manufacturer- 
promoted merchandising drives. In the Admiral 
Dollar Shower Window Display contest, George A. 
Morland Plumbing and Appliances, Portland, Ore., 
won second prize in the western section and received 
$250, while L. Henry Hill and Sons, Folsom, Pa., took 
third place in the eastern section and a prize of $100. 
Mr. and Mrs. A. G. Riddick of C. T. Patterson Co., 
Inc., New Orleans, were among winners of an all- 
expense air trip to Paris in the “Springtime in Paris” 
distributor sales manager’s contest conducted by the 
Thor Corp. 


New Murray Promotion 

A new “Red Letter Tag” sales incentive program, 
designed to stimulate mid-Summer sales of Murray 
cabinet-sink units and to increase dealer interest in 
the entire Murray appliance line, has been announced 
by Frank E. Johns, sales manager of national dis- 
tribution, home appliance division, the Murray Corp. 
of America. The program will be in effect through 
August 31. Awards will be made to distributor sales- 
men who meet certain sales quotas, and to retail 
dealers buying “Red Letter Tag” cabinet sinks. 


Appointments 

M. L. Judd, who has been active in the residential 
heating and air conditioning field for the last 15 
years, has been appointed general sales manager of 
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the Remington air conditioning division, Remington 
Corp., according to Herbert L. Laube, president of 
Remington. Judd leaves the position of general man- 
ager of the specialty merchandising divisions, U. S. 
Radiator Corp. 


John M. Otter, vice-president and general manager 
of the refrigeration division, Philco Corp., announces 
the appointments of Raymond A. Rich as division 
vice-president, and Harold W. Schaefer, vice-presi- 
dent-engineering for the division. Rich will be re- 
sponsible for the development and pricing of refrig- 
erators, freezers, electric ranges and room air con- 
ditioners, and has been with Philco since 1949; 
Schaefer has been with the company since 1950 and 
has served as director of refrigeration and range 
engineering. 


Miss Lysle Fraser Hutton has been appointed 
director of home economics activities of the Deep- 
freeze Appliance division, Motor Products, Inc., and 
will supervise the company’s long-established home 
economics operation, according to Ben G. Sanderson, 
general sales manager. Among her duties will be the 
development of original recipes, range use, new 
methods of preparing foods for freezing and keeping 
consumers informed of product innovations of inter- 
est to homemakers. In addition, she will assist in the 
merchandising training program for field personnel 
and distributor home economists, and stage appliance 
demonstrations. 


John F. McDaniel, formerly manager of marketing, 
has been named vice-president and manager, mar- 
keting, Hotpoint Co., and Harold A. Strickland, for- 
merly manager of engineering, becomes vice-presi- 
dent and manager, engineering, according to John C. 
Sharp, president, who said that the promotions have 
been made from within the company, and are in 
keeping with his policy of building Hotpoint as an 
independently operated, Chicago-staffed organization. 


Bendix Home Appliances division, AVCO Manu- 
facturing Corp., as part of an over-all plan to expand 
and strengthen its sales organization, has established 
a new southern sales region, with A. T. Wilson, 
former New Orleans division manager, as regional 
manager. Parker H. Ericksen, director of sales also 
announced: 


L. F. Caulfield, Jr., Chicago, has been named na- 
tional dryer sales manager, and Berk Claiborne, Jr., 
Jacksonville, Fla, has been appointed manager of 
dealer development, while Bernard M. Frawley, 
Syracuse, N. Y., C. W. Haley, Houston, Tex., and 
Mitchell M. Werwa, Lancaster, O., have been selected 
as district representatives. 


C. A. Gruggel has been transferred to the eastern 
regional office of Servel, Inc., in New York, as an 
air conditioning sales representative, according to 
John A. Gilbreath, assistant vice-president, air con- 
ditioning division. 


New Distributors Named 


G. L. Rees, president, the Coolerator Co., an- 
nounces the following Canadian distributor appoint- 
ments: Munderloh Co., Ltd., Montreal, will cover 65 
counties in Eastern Quebec; Keyes Supply Co., Ltd., 
Ottawa, will serve territories embracing Western 
Quebec and Northeastern Ontario, and Manning 
Equipment Co., Ltd., Halifax, will cover the provinces 
of New Brunswick, Nova Scotia, Prince Edward 
Island and Newfoundland. 
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Perhaps those were the “good old days”... but who 
would trade the refrigerator found in today’s average 
American home for an old-fashioned ice-box? 

Electrical home appliances have eliminated countless 
chores for modern housewives. Today’s refrigerator, for 
example, requires practically no attention—because it 


can be powered by an Emerson-Electric hermetic motor. | 


True to a 62-year tradition of precision manufacture, each 
Emerson-Electric hermetic motor is carefully built, tested, 
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Jet Pump 
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Motors (44 to 1 HLP.). 

Pump equipment motors 
are made in ratings ¥% to 1 HP. 
single-phase, capacitor-s induc- 
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Refrigeration meant a cake of ice? 


EMERSON <> ELECTRIC 
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IN THE FAN AND MOTOR 





and sealed for shipment, under accurately controlled 
atmospheric conditions. 


In addition to hermetic motors in horsepower ratings 
from ¥% to 15, Emerson-Electric offers a complete line of 
standard motors from 1/20 to $ h.p. for use on equip- 


ment for the home, the farm, in business and industry. 
Your inquiry is invited. THE EMERSON ELECTRIC 


MEG. CO., St. Louis 21, Mo. 
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meat drawer. 


Appliance Products 





(Continued from center of page 147) 


pacity of 8 lbs of dry clothes, the 
spiral-tub agitator flexes the cloth- 
ing over ribs in the tub. This is fol- 
lowed by a spray rinse and two 
deep-flush rinses. After the spin- 
dry, a “fluffing” action at the close 
of the cycle eliminates tangling and 





roping of the clothing, making it 
easy to remove and iron. There are 
no gears in the drive mechanism, a 
pelt joins the motor to the clutch 
and brake assembly. The control 
indicator travels in a horizontal line 
through the cycle for easy reading. 

Other Products: Wringer wash- 
ers, gas and electric dryers, dis- 
posers, dishwashers. 

Major Dealer Requirements: Fi- 
nancial stability, service organiza- 
tion. 

Distributed: Nationally on a di- 
rect-franchise basis. 

Manufacturer: The Apex Elec- 


trical Mfg. Co., Cleveland 10, Ohio. 





Product: International Harvester 


refrigerator. 
Product Features: Developed for 


big-family use, this 9.5 cu ft unit 










has a 14.2-quart full width crisper 


with ribbed glass top and 16.8-lb. 
In addition to the 


16.4 sq ft of shelf area, there is an 
egg compartment, three shelves in 
the door, a butter compartment 
with separate temperature control, 
and a side-mounted 35-lb capacity 
freezing section. The wire shelves 
roll in and out for easy access. 
Other Products: Home freezers. 
Major Dealer Requirements: Fi- 
nancial stability, sales organization, 
excellence of store. 
Distributed: Nationally through 
independent distributors. 
Manufacturer: International Har- 
vester Co., 180 N. Michigan Ave., 
Chicago. 


Product: Crown gas range. 

Product Features: This new 30- 
inch range has a large oven, meas- 
uring 24x14x18, and four center- 
simmer top burners. The oven is 
thickly insulated on all sides; has 
a slide-out broiler beneath oven 
and deep, white porcelain broiler 
pan and grill. Fluorescent lamp, 
electric clock and timer are stand- 





ard; a fully-automatic oven is op- 
tional extra. 

Other Products: Full line of gas 
and electric ranges. 

Major Dealer Requirements: Fi- 
nancial stability, sales and service 
organizations. 


Manufacturer: Crown Stove 
Works, 4627-35 W. 12th P]., Chicago. 


Product: Blackstone automatic 
dryer. 

Product Features: Two thermo- 
stats control temperature and 


power cutoff—regulating the degree 


of dryness and shutting off the ma- 


chine at the proper interval. Wash- 
ables are tumbled through radiant 
heat generated by open type ni- 
chrome wire coils, and controlled 
flow of hot air currents, shaking out 





151 





lint and moisture. A pull-out draw- 
er is in the base of the cabinet for 
cleaning out lint and an additional 
access door is provided for removal 
of foreign material which might ac- 
cumulate in the air duct. All mov- 
ing parts are sealed in a permanent 





bath of proper lubricant. 

Other Products: Automatic wash- 
ers, wringer washers, ironers. 

Major Dealer Requirements: 
Reputation in community, sales or- 
ganization. 

Distributed: Nationally, on a di- 
rect-franchise basis and through 
independent distributors. 


Manufacturer: Blackstone Corp., 
Jamestown, N. Y. 


Product: Deepfreeze upright 
home freezer. 

Product Features: Designed for 
smaller homes, this 11.3 cu ft freez- 
er occupies only about half the floor 
space required for conventional 
models of the same capacity. The 
bottom shelf is equipped with a 
wire basket for storage of smaller 
articles. Three racks are inside the 














door for additional storage. Each 
shelf, with condenser and refrig- 
erant coils’ on the under side, acts 
as a quick freezer. One dial con- 
trols 10 temperature stages. 

Other Products: Refrigerators, 
ranges, water heaters. 

Major Dealer Requirements: 
Sales organization, financial stabil- 

(Please turn to top of page 152) 
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ity, advertising support. 
Distributed: Nationally through 
independent distributors. 
Manufacturer: Deepfreeze Appli- 
ance Div., Motor Products Corp., 
2301 Davis St., North Chicago, II. 





Product: Chrysler Airtemp room 
air conditioner. 

Product Features: These units are 
available in 4%, % and 1 hp capaci- 
ties. The compressor is sealed for 
greater efficiency and longer life. 
The streamlined cabinet is of sand- 
stone gray color, with rounded cor- 
ners. The air grilles are adjustable 
to direct flow. No plumbing con- 





nections are required for installa- 
tion; an extension cord plugs into 
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an outlet. The unit is so designed 
that it can be used in the winter 
for cleaning and circulating warmed 
air. 

Other Products: Dehumidifiers. 

Major Dealer Requirements: 
Sales organization, financial stabil- 
ity, service organization. 

Distributed: Nationally, by di- 
rect-franchise and independent dis- 
tributors. 

Manufacturer: Airtemp Div., 
Chrysler Corp., 1600 Webster St., 
Dayton, Ohio. 


Product: Wedgewood automatic 
gas range. 

Product Features: No cracks nor 
crevices in the seamless top make 
this unit easy to clean. An auto- 
matic clock and timer assure com- 
plete automatic operation. The 
chrome griddle has a built-in heat 
indicator for positive heat control 
and heats evenly all over. Recessed 
in a panel, the directional valve 
handles are kept free of heat and 
discoloration. Other features in- 
clude: a separate high broiler, sim- 
mer burners, built-in illumination 
for top, automatic oven light, elec- 
tric outlet and acid-resisting porce- 





lain enamel finish. 

Other Products: Full line of do- 
mestic gas ranges. 

Major Dealer Requirements: Fi- 
nancial stability, sales organization, 











size and wealth of area. 


Distributed: Nationally, by di- 
rect-franchise and independent dis- 
tributors. 

Manufacturer: Wedgewood Div. 
of Rheem Mfg. Co., Newark, Cal. 


Product: Dixie apartment gas 
range. 

Product Features: Designed for 
small kitchens, this unit occupies 








CHATTANOOGA 
CHATTANOOGA 6, TENNESSEE 








MANUFACTURERS OF: ROYAL CHEF GRILLS, GAS SPACE HEATERS, VENTED AND UNVENTED, 
VENTED WALL HEATERS, GAS LOGS, RANGE CONVERSION BURNERS, FIREPLACE FURNISHINGS 


VENTED CIRCULATORS 


The New Royal 75,000 BIU Circulator in the 
New Ribbed Mahogany Baked Enamel Finish 


PERMANENT DISPLAY 


SPACE 1119-A 


MERCHANDISE MART, CHICAGO 





Four new sizes of Royal Vented Circulators 30,000; 35,000; 50,000 
and 75,000 BTU non-radiant models have been added to this popular 
trouble-free and fast-selling line. 

NOW, Royal has a complete range of sizes: 20, 30, 35, 40, 50, 60 
and 75 thousand BTU. 40 and 60 thousand BTU models available 
with radiants. Write for folder and price list. 
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little floor space. The fully insu- 
lated oven has rounded corners for 
easy cleaning and has an oven con- 
trol. A two-piece smokeless pan in 
the broiler is adjustable to three 
positions. Top surface cooking is 
provided with two standard and 
two large automatic burners with 
removable grates and drip pans. 
The oven rack is the non-tilting 
type and door handles are finished 
in chrome. Surface finish of the 





unit is titanium porcelain enamel. 
Other Products: Complete line of 

gas ranges. 
Major Dealer Requirements: Fi- 
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nancial stability, sales organization. 
Distributed: Nationally, by di- 
rect-franchise. 
Manufacturer: Dixie Foundry 
Co., Cleveland, Tenn. 


Product: Capitol corner cabinet. 

Product Features: This unit has 
two rotating shelves, one of which 
is adjustable for height. A full bot- 
tom adds to the storage space, and 
will accommodate tall items. Re- 
quiring only 33 inches along each 
wall, the unit is completely en- 
closed and can also be used as a 
free standing cabinet. The door 
openings are 12 inches wide. 

Other Products: Sink combina- 
tions and line of kitchen cabinets. 

Major Dealer Requirements: Fi- 
nancial stability, size and wealth of 
area, sales organization. 

Distributed: East of the Missis- 
sippi. 

Manufacturer: Capitol Kitchens, 
Div. of Hubeny Bros., Inc., 615 E. 
Ist Ave., Roselle, N. J. 


Product: Estate space heater. 
Product Features: Engineered to 
heat two or three average rooms, 
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this unit has a 32,000 Btu output, 
with 2700-5400 cu ft capacity. A 
combination of oval shape, solid 
distributor plate and tapered walls 





produce efficient combustion. The 
pilot maintains the minimum heat 
needed to vaporize oil when the 
control is turned up. Other fea- 
tures include porcelain-like finish, 
a double bowl standard burner and 
leveling screws on the base. 

Other Products: Gas and electric 
ranges, gas heaters. 

Major Dealer Requirements: 
Sales organization and advertising. 

Distributed: Nationally through 
independent distributors. 

Manufacturer: Estate Stove Co., 
Hamilton, Ohio. 











Easily 
Under-Locks 
Watertight! 





KINKEAD 


Money Maker | 


LATEST DESIGN IN “T”-TYPE SINK FRAMES 
ASSURES EASY, WATERTIGHT 
UNDERLOCKED INSTALLATIONS! 


KINMTR 
Stainless Steel 


The KINTRIM sink frame is a money-maker 
for wholesalers. Now, dealers can guarantee in- 
stallations that are watertight and gleaming 
bright. The KINTRIM frame is a heavyweight 
stainless steel! Flat 44” face overlaps and seals 
to bowl and covering. Anchors underneath— 
supports bowl solidly! Never “rubs off” smudgy. 


Dealers: Order from 
your wholesaler or 
write us today. Distri- 
butor inquiries invited. 





INDUSTRIES 


INCORPORATED 


HOME OFFICES: 
5860 N. PULASKI RD., CHICAGO 30, ILL. 


FACTORIES: CHICAGO AND LOS ANGELES 
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Solved...3 of the 


biggest... 


flomestic hot water problems with 


DETROIT 








1 Reduce water temperature from 
the heater to a usable temperature 
at the fixtures. 





2 make available hot water Scour water heating costs. 
go farther, last longer. 


Stock and Sell these profitable Valves and cash in 


on what your customers want and need... 





Cormaidoune, water mixing valves! 


Now, with DEO VD-203 and 205 Water Mixing Valves you'll 
find it easy to cash in on plenty of profitable new business! 
That’s because these remarkable valves, employing the unique 
and highly sensitive Vernatherm Element, solve three of the 
biggest and most basic domestic hot water problems facing 
most homeowners today—and that includes literally hun- 
dreds of your prospective customers. What do these valves 
do? First, by mixing cold water with the hot water from 
the storage tank, easily installed DEROM Vernatherm Valves 
automatically reduce the high storage water temperature 
“from the heater to a usable temperature at the fixtures. In 
addition, due to this highly efficient and thrifty mixing opera- 
tion, water is not wasted, as too hot, when a faucet is turned 
on. The homeowners’ available hot water supply, therefore, 
not only goes farther and lasts longer, but pays off with 
savings—big savings on water heating costs. So take advan- 
tage of this outstanding sales opportunity. See your DETROM 
wholesaler today or write direct to the factory for Bulletin 
No. 246, giving complete information on time proven, long 
lasting, inexpensive and easy-to-work-with DETROM Verna- 
therm Water Mixing Valves. 











VD-203 (adjustable) 
120°— 165° F 


VD-205 (non-adjustable) 
135°—145° F 





2K Famous, time-proven Vernatherm, a thermostat employing o 
special power-creating substance highly sensitive to temperature 
variations, is the same element used by DETROIT in the manufacture 
of water mixing valves for automatic washing commercial 
dishwashing machines, photographic developing machines, diesel, 
gasoline and jet engine thermostats, aircraft oil cooler controls, 
and transmission oil cooler controls. 





REPRESENTATIVES IM PRINCIPAL CITIES 
Division of Raguaroe & Standard Savitery conronation 

RAILWAY & ENGINEERING SPECIALTIES, LTD. | 
Canadion Representatives in Montreal, Torents, Winnipeg 
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AUTUMATIC HEAT 
AIR CONDITIONING 


Show Them 
THE WORKS..--- 


Let your prospective customers see what they 


are getting, and pave the way to easier sales 


The small oil burner and firebox 
shown at right in the photo has been 
mounted on a platform fitted with 
casters, thus becoming a portable 
demonstrator for use in the showroom 
or even the customer’s home. The 
unit at left is hooked up for actual 
operation and heats part of the store. 





Section 


A HEATING display doesn’t 
have to be elaborate to be 
effective. In fact, sometimes it is 
the simple thing that really does 
a selling job. 

This is the case of the furnace 
display created by Fred Lensing 
of A. W. Lensing Sons, Inc., Oak 
Park, Illinois. With a minimum 
of time, effort and expense he 
took the back off the unit and 
placed it on his showroom floor. 

“There’s nothing to it, really,” 
says Mr. Lensing, “but it has 
helped me sell many a furnace.” 

He uses the display in the fol- 
lowing manner: A_ customer 
enters and they discuss his par- 
ticular heating problem. If in the 
course of the sales talk the cus- 
tomer mentions another make of 
furnace, not carried by the firm, 
Mr. Lensing asks if the customer 
has ever seen the inside of this 
furnace. At this point he takes 
him over to the display. 

“From the outside,” Mr. Len- 
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sing tells the customer, “some 
furnaces look more or less alike. 
But the real difference is in the 
inside.” 

It is the old principle of the 
customer feeling better if he can 
see what he.is buying. After the 
customer has seen the display, 
Mr. Lensing goes on to plant the 
idea that to purchase a furnace 
without first seeing the inside of 
it is like buying a “pig in poke.” 

Forty-six years in the heating 
business has taught Mr. Lensing 
the value of showing the cus- 
tomer “the works.” On the dis- 
play floor he has another furnace 
in actual operation. It is used 
to heat a large part of the store. 

Also, he has a small portable 
oil burner and firebox which, for 
convenience, has been secured to 
a platform fitted with casters. 
With this he can demonstrate the 
burners on the floor, or he can 
take it to the customer’s home 

(Please turn to top of page 231) 
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Skip the ductwork, Joe... 
WERE INSTALLING 
“SAFETY-SEALED GAS HEATING 





gi 


SWS 


S 


oS - 


No Ductwork ...No Electricity ... No Chimneys Required! 


Permanently Sealed Outside Venting 
Provides All These Exclusive Advantages 
® Easier, Faster Installation Between Wall Studs—On 
Outside Wall Where Good Heating Belongs 

@ No Chimneys, Electricity, Ductwork Needed 

© Savings on Fuel Costs—Up to 20% 

© Elimination of Utility Room —Valuable Savings in Base- 
ment, Floor and Closet Space 


© Positive Seal of All Combustion Products from Heated 
Room Air 
@ No Moving Parts to Maintain or Replace 


Saf-Aire Model 991-14, 14,000 BTU/HR, 18°‘ x 24" x 4" 
Other convector and forced air models 20,000-35,000 BTU 


Approved by American Gas Association 3) 


Room-size “Safety-Sealed” units burn gas in a pat- 
ented sealed chamber . .. vent all combustion products 
outside after use...eliminate the need for chimneys, 
electricity, ductwork of any sort! 

You save money on (1) Job-Time, through faster, 
easier installation in any exterior wall; (2) Materials, 
for only one utility connection is needed—the gas line; 
(3) Repairs, which are practically non-existent since 
there are no moving parts to maintain or replace. 

Ideal for remodeling, home building, auxiliary 
heating installations, “Safety-Sealed” units provide 
clean, safe, trouble-free heating comfort. Answer the 
needs of hundreds of prospects right in your com- 
munity. Use them. Recommend them! 


STEWART QD wanneR 


STEWART-WARNER CORPORATION © South Wind Division 
1514 Drover St., Indianapolis 7, Indiana 


WRITE NOW for complete, free information and specifications on the 
complete line of Stewart-Warner “Safety-Sealed” Gas Heating Sys- 
tems. Select dealerships are available in some territories. Address 
inquiries to Dept. H-82, 1514 Drover Street, Indianapolis 7, Indiana. 
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They cost no more... So why settle for less! 


THE BEST AUTOMATIC AIR VALVES FOR EVERY 
HOT WATER HEATING JOB ARE LABELED... 








For mains, pipe lines, 


NUMBER 72 ar 
unit heaters, convec- 


mae as gat = . ‘ i For or ary base- 
‘ ~ee Bi — } board and free- 
eapeny! eo oN 7 standing radiation. 
sands of installations. The Sestest veating 
. a valve (expansion 


* | thet et $F type) on the market! 
oat-controlle 7 : e Expansion and 
valve NUMBER 2 AUTO-VENT ‘ pric hone ne con- 
Non-ferrous 4 fined to 4 vent 
metals For convectors and for space limitations. 4 slots only 
No air chamber e Dependable float-operated valve - Special composi- 
required e Non-ferrous metals ‘ tion control disc 


Designed for e No air chamber required - Internal siphon 
pressures up to e For pressures up to 50 lbs. - tule P 


be 75 Ibs. For horizontal mounting only. Size 3” x 2%” : ; 
For verticai mounting only. Size 434” x 214” with 4%” I.P. female side connection. oe oh ° aaa 
ee ee : For veit.cal or horizontal mounting. Size 


1%” x V2” with Ye” I.P. male connection. 
| MAID-O-MIST 
BALANCING VALVE ey NUMBER 


ADAPTER UNITS ° as. A 7 


AUTO-VENT 





No. 14 
Balancing 


Valve 1 Any stock tee, plus the For convector and 
Adapter Adapter Unit completes a baseboard radiation. 
Unit for balancing fitting for hot e Self-closing 
%", Ye", ’ water heating systems. a float-operated 
yr" These new units, quickly s Compact size 
as “ soldered or sweat-fitted wa ft 
‘ a: , Non-ferrous 
nominal é into copper and bronze tees metals 
copper s or threaded into cast iron 
roe cage eee No. 15 Balancing 
ot water through radia- 
. tors, convectors, baseboard her ve a — For pressures up 
panels, radiant coils, return mains and branches. ag ot a ln Sg to 30 Ibs. 
Precision made of non-ferrous metals, 1”, 14” cast iron For vertical mounting only. Size 3-3/16” 
Full Rin flow oo the tee. No restriction except for tees. x 1%” with 4%” I.P. male connection. 
the balancing required. 


No air chamber 


tees. required 


AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 


HEATING SPECIALTIES MAID :O’: MIST,Inc. 


i a ee 3217 NORTH PULASKI ROAD . CHICAGO Gi, ILL. 














NEW HEATING-COOLING SYSTEM GIVES 
ALL-YEAR COMFORT 


Requiring only a small amount of duct- 
work, this new “‘split system’ gives the 
maximum in individual room temperature 
control, and permits higher ceilings 


T IS ONLY natural that the new 24-story 

office building, known as 655 Madison Ave- 

nue (at 60th Street and Madison Avenue in 
New York City), should have an unusual year- 
round heating and cooling system. For-the build- 
ing itself, designed by architect Sylvan Bien, is 
one of the most handsome in the midtown sec- 
tion of Manhattan, and incorporates many un- 
usual features in facade design and floor utili- 
zation. (See Fig. 1, at left.) 

Each window group is strikingly framed by 
aluminum, and a white marble border frames 
the entire facade up to the 11th floor setback. 
The Trans-Boro Construction Corp., the construc- 





Fig. 2: Shown above is the 600 T condenser Fig. 3: The huge motor (above) powers 
cooler with gage board. Periodic readings are the compressor. The air conditioning is 
taken and these are recorded on a master chart. split into two independent systems, an 
The system functions to complete satisfaction. exterior and an interior system. 


Fig. 1: View of the recently completed 24-story 
office building, 655 Madison Ave., New York City. 
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tion agency of Sam Minskoff & Sons, was the gen- 
eral contractor, and the Raisler Corp. was the 
heating, ventilating and air conditioning con- 
tractor. The design for the mechanical and elec- 
trical installations was created by Sears & Kopf, 
consulting engineers. 


System's Design Is Unusual 

The air conditioning system, which has strongly 
influenced the design of such systems in other 
new buildings in Manhattan, is split into two in- 
dependent systems, the exterior or peripheral 
system and the interior system. 

Used to handle all loads, summer and winter, 
through the outer walls, the peripheral system is 
equipped with approximately 600 room units em- 
ploying four-row cooling coils supplied with 
chilled water (in summer) at approximately 45 
F. These units have double inlet, direct-con- 
nected fans, replaceable filters, and inlet and out- 
let grilles. They are enclosed by special heavy- 
gage enclosures below the windows, from column 
to column, and, while concealing all valves, wiring 
and piping to the units, furnish a neat, continuous 
appearance. (See Fig. 8, page 160.) 

In the peripheral zone, all offices are assured 
of individual temperatures by’ means of three- 
speed switches for fan motor control. Water tem- 
peratures are selected for operation at inter- 
mediate speed, and thus temperatures higher or 
lower than normal may be obtained by adjust- 
ing the fan speed. Many of the offices possess 
two or more of these units, thus, an even wider 








Fig. 4: Supplied with steam 
from an outsile source (New 
York Steam Corp.), the winter 
converter provides hot water. 





Fig. 5: One of the large climate 
changers utilized in the interior 
system of air distribution. Each 
system has its own set of cont. ols. 


temperature range is available in these cases. 

For winter operation, the coils of the peripheral 
units are supplied with hot water for heating. 
Because the maximum water temperature re- 
quired for winter heating is approximately 125 F, 
the temperature range in the water piping system 
is thereby limited to a relatively narrow range. 
This permitted a wider selection of insulating 
materials for this piping. 

Specifically, the peripheral system is designed 
to offset sensible heat gains or losses through 
the exterior walls. Thus, for all practical pur- 
poses, the conditioned floor area can be con- 
sidered as interior space, and a system of conven- 
tional type may be utilized to handle all heat gains 
due to people, lights and equipment. 

Maximum flexibility is obtained by furnishing 
each floor with its own air conditioning and air 
handling unit. These units are contained on each 
floor by a convenient room located behind the 
elevator shafts. Thus, the installation of duct 
work and water, steam and electrical risers be- 
came a simple matter. 


Climate Changers Used in Interior System 


The interior system incorporated climate chang- 
ers provided with a six-row chilled water coil, a 
preheater, a reheater, and humidifying sprays. 
(See Fig. 5, below.) Used as a freeze protec- 
tion for the water coil and spray water piping, 
the pre-heat coils are of the steam distributing 
type. For dehumidification, the reheat coil and 





(Please turn to top of page 160) 





Fig. 6: The size of these chill water 
and condenser water pumps is in- 
dicated by the figure of an engineer, 
seen in the background at right. 

















Heating-Cooling System 


(Continued from bottom of page 159) 
a mixing valve on the chilled water line to the 
cooling coi] are controlled by a humidistat. The 
controls for these systems, as well as all other 
automatic controls, are pneumatic. 

Louvered doors provide a means of collecting 
air from the various offices and returning it. And 
the main supply ducts were installed in elevator 
corridors with shallow distributing branches ]lo- 
cated on either side of interior columns. Such a 
supply and return duct arrangement assisted in 
the obtaining of maximum ceiling heights. 

Based on a calculation of one person per 100 
sq ft of floor area and a lighting load of three 
watts per sq ft, the refrigeration load for the 
building was established at 600 tons. An elec- 
trical motor-driven centrifugal compressor with 
water chiller and condenser furnishes this re- 
frigeration. (See Fig. 2, page 158.) 

This equipment, capable of cooling 1440 gal. 
of water per minute from 55 F to 45 F, is located 
in the machine room of the basement. Two cool- 
ing towers are installed on the roof. 

In order to balance all circuits as nearly as 
possible, the chilled water system is of the re- 
versed return type. Lockshield balancing valves 
installed in the return branch from each unit 
make possible the adjustment of the rate of water 
flow through each unit. 

For winter heating, the system obtains steam 
from the New York Steam Corporation. The 
converter, utilizing this steam, supplies the 


peripheral units with heated water. 








According to John Anselmo, project manager 
of Sears and Kopf, there are several advantages 
of such a system. 

“Individual temperature control,” says Mr. 
Anselmo, “is obtained in the exterior zone which 
is generally used for private executive offices. 
And, since only a small amount of ductwork is 
required, higher ceilings and better recessed light- 
ing arrangements are made possible. The use of 
reheat for temperature control sometimes used in 
conventional systems is not required. And bulky 
air conduits required by other types of peripheral 
system are not required.” 

While it is too early as yet to determine whether 
such a system will set a trend in the industry, it 
is evident that it can help to solve several 
problems posed by modern architecture. 





Fig. 7: This large conference room is supplied 
with cooled and dehumidified air by the interior 
system. Ducts are visible on the upper rear wall. 





Fig. 8: The peripheral system is cooled and heated 
by room units concealed in enclosures beneath 
the windows. This is a view of typical small office. 


Fig. 9; At left is a schematic drawing of a typical 
floor plan showing the two heating-cooling 
systems. Some offices have two or more units. 
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© APARTMENTS © DEFENSE PLANTS 
© MOTELS © RESTAURANTS 
© COMMERCIAL BUILDINGS 


When more hot water is needed faster, Aldrich Hot Water 
‘Heaters rise to the occasion. Aldrich Heaters, in seven 
‘Sizes, deliver from 93 to 850 gallons per hour, at 100° 


rise. And they deliver more contracts to you — because 
you can sell them for either gas or oil firing, or for later 


conversion. There’s a sure-fire sales story for you! Get 


all the hot news on Aldrich today. Write for name of 
nearest jobber. Also details on other Aldrich units. Jobber 


inquiries invited, 


ANOTHER 
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PRODUCT 
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COMPANY 


103 East Williams Street, Wyoming, Illinois 


A subsidiary of Breeze Corporations, Inc. 




















Venting... 
(Continued from bottom of page 102) 
quirement in designing a vent for 
gas appliances is to use a material 
which will permit maximum con- 
servation of flue gas heat, yet al- 
low for the practical considera- 
tions of installation and total cost. 
The effect of these findings on 
existing concepts and practices 
can be demonstrated by supply- 
ing the equation to the condi- 
tions under which all gas appli- 
ances are tested by AGA — a 
straight vertical vent four feet in 
height and of the same diameter 
as the vent collar on the appli- 
ance. Since the four-foot vent 
presumably removed all the 
products of combustion, it is 
likely that a reduction in height 
to three feet will unbalance the 
equation and reduce the value of 
“B”. Since “B” is fixed by the 
rating of the appliance, the 
amount of its reduction in the 
equation will represent spillage. 
In order to avoid spillage 


without increasing the height or 
the insulation of the vent, we 


must increase the area. In this 
case, therefore, we find it neces- 
sary to provide a vent of greater 
diameter than that of the vent 
collar. On the other hand, if we 
increase the vent height above 
four feet, the value of “Ta”, the 
average temperature of the vent 
gases, will decrease. Successive 
additions to the height will final- 
ly cause the temperature to reach 
the dew point, and condensation 
will occur. If this final height 
must be maintained, the only 
way to bring the equation into 
balance is to reduce “A,” or the 
diameter of the vent. 


Vent Diameter Reduced 

Thus, under certain conditions, 
it may be necessary to reduce the 
diameter of the vent to a size 
smaller than that of the vent col- 
lar. Practically all codes prohibit 
such a reduction in size, thereby 
making it impossible to install a 
proper vent under certain con- 
ditions. Most codes require that 


a lateral run have an upward 
slope of % in. per foot, while la- 
terals in attic spaces are required 
to slope upward at least 45 de- 
grees. Actually, there is no scien- 
tific basis for this requirement. 
The only effect a lateral has on 
the equation is the almost neglible 
increase in resistance caused by 
the sharper turns as compared to 
a sloping lateral. Actually, if the 
vent is run vertically a foot or 
more up from the appliance (to 
offset the inertia of gas flow) a 
perfectly horizontal vent will not 
affect vent operation. 


Connection with Two Vents 

Many codes require that when 
two vents are connected to a 
common vertical vent they must 
intersect at an angle of not 
greater than 45 degrees. This is 
another restriction with no sound 
basis for’ its existence. Strangely 
enough, most codes permit the 
common practice of running a 
single wall, uninsulated pipe la- 
teral from the appliance to an 
insulated vertical vent. This, of 
course, allows a substantial loss 
of heat before the gases reach the 
vertical run, reduces the value 
of “Ta’’, and wastes a good por- 
tion of the “power” available to 
make the vent operate. 

Probably one of the most 
harmful code restrictions, and 
one that is quite common, is that 
which requires use of a tee at 
the bottom of the vertical vent 
where the connection is made to 
the lateral from the appliance. 
This involves, with the one to 
three elbows required, a consid- 
erable increase in_ resistance, 
causing a decrease in the right 
hand side of our equation, and 
serious spillage at the draft hood 
might occur. 

Another restriction harmful to 
proper venting is the present 
trend of specifying the maximum 
Btu input (into the appliance) 
per square inch of vent area. 
This practice tends to force in- 
stallers to use over-size vents, 
since the ratings are based on in- 
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correct tables of capacities which, 
because of erroneous assump- 
tions as to heat loss and average 
vent gas temperature, generally 
over-state vent diameters. 

Still another misconception 
about gas venting is the popular 
belief that the capacity per 
square inch of an oval pipe is 
drastically lower than that of a 
round pipe. This belief was fos- 
tered by an authoritative report, 
based on inconclusive experi- 
mental work, which stated that 
a round vent was found to have 
about 2% times as much carry- 
ing power as an oval vent. Act- 
ually, the only difference is that 
an oval pipe will have a slightly 
higher heat loss due to its greater 
surface area, and a slightly great- 
er resistance due to the higher 
ratio of its perimeter to its area. 
These two differences make the 
vent capacity of oval pipe slight- 
ly less than that of a round pipe 
—possibly 3 to 5 percent—but 
certainly not’60 percent less. 

These examples of incorrect 
venting practices indicate the 
urgent need for prompt revision 
of many present code regulations 
and installing practices. How 
quickly this is done will depend 
largely on the ability of code 
authorities and industry groups 
to part with the deeply-rooted 
misconceptions inherited from 
the past. 


New Vents Are Available 
However long this may take, 
gas appliance users are now in a 
position to demand and obtain a 
soundly engineered gas venting 
system which completely elimi- 
nates condensation and spillage 
—which continually removes all 
the products of combustion. 
Vent pipes are available which 
are designed specifically to vent 
gas appliances and which will 
continue to operate as rigid, in- 
tegral venting systems for an in- 
definate period. It is now pos- 
sible to determine in advance 
how a given vent installation will 
(Please turn to top of page 214) 
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only PETIT gives you 
all these great features 


a A gl Seep 


in WARM AIR controls 


DON’T SETTLE FOR ANYTHING LESS! 


INVESTIGATE 
PENN’S COMPLETE 
LINE OF HEATING 
CONTROLS 

Send for FREE 


catalog 


Faster response to temperature changes. 
Greater accuracy over entire operating range. 
Easier to install ... generous wiring space. 


Can be mounted in close quarters in any position 
or at any angle. 


Small, compact, light in weight, yet sturdy. 
Sensitive, liquid-filled power element. 
Self-compensated diaphragm. 

Compact, snap-acting contact structure. 
Dust-proof, tamper-proof switching mechanism. 
Silver contacts with high current carrying capacity. 


Heavy contact pressure for positive electrical 
performance. 


Simple “sight-set’’ calibrated dial. 
Once set, differential remains constant. 
“Summer Fan On” position an dial. 


Plus other profit features to assure long-life 
dependability to keep your heating customers 
sold on you! 


Penn Controls, Inc., Goshen, Indiana 
Export Division: 13 E. 40th Street, New York 16, N.Y., U.S.A, 


In Canada: Penn Controls Limited, Toronto, Ontario 


NATIONALLY ADVERTISED IN BETTER HOMES & GARDENS, AMERICAN HOME, NEWSWEEK 
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TOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 
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We may be old fashioned, but we believe our customers are in 
business to make money. Not just to turn over dollars, but to 
make a legitimate profit on a decent volume of sales. 

That’s one reason we at Bryant do everything possible to 
protect your profit margin—give you top-quality, 

dependable products; permit you to save on installation 

costs; back you with technical assistance when you need it; 
and finally, help you promote and se// the more profitable jobs. 
No, we don’t expect our customers to be magicians—to keep 
up a family, and a business, on profitless turnover. 

If this fits with your thinking, you’ll be interested in 

Bryant’s aggressive program for *52. We’re going 

to make money, and help you thake money. 

Your Bryant Distributor will give you the facts. Or write 
Bryant Heater Division, Dept. 95, Affiliated Gas 

Equipment, Inc., 17825 St. Clair Ave., Cleveland 10, Ohio. 
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to be magicians” 


says Wendell Westover, 


Westover-Wolfe Service, Inc., Albany, N. Y. 





Bryant Model 26 
Gas-Fired Boiler 


For all types of hot water 
heating systems—radia- 
tion, convection, baseboard 
and radiant panel. Nine 
sizes, with A.G.A. inputs 
from 67,500 to 315,000 Btu 
per hour. Approved for all 
gases. Ruggedly, compactly 
built. Highly dependable. 


AIR CONDITIONING, 


WATER HEATING 


August, 1952 








August, 1952 


N. Y. 





fer 
a- 
rd 





News of 


the Month 

















Trane Sponsors Engineers’ Meeting 

Developments in heat transfer surface, 
placed on exhibit by The Trane Company, 
were studied by about 100 engineers at 
meetings held recently at Wilmington, Del. 
and Philadelphia. Purpose of the meetings 
was to familiarize engineers with the types 
of extended heat transfer surfaces available 
for liquid-to-liquid, gas-to-gas and gas-to- 
liquid heat transfer in connection with new 
and unusual heat transfer applications. Lec- 
tures, slides, descriptive literature, question 
and answer sessions and an 8 ft high product 
display rack were employed. A special op- 
erating model of a 3 pass, counterflow heat 
exchanger had glass circuits, filled with 
colored fluids to enable all present to follow 
normal liquid flow within the unit. 


Youngstown Kitchens Opens 
San Francisco Display Room 
Youngstown Kitchens opened a factory 
display room in San Francisco’s Western 
Merchandise Mart with every item in its 
line shown in ten permanent kitchen in- 
stallations. The display also contains offices 
that serve as headquarters for the firm’s 
Western Division of which Morris D. Dur- 
ham is manager. 


Below: A group of consulting and industrial en- 
gineers study an operating model of a heat 
exchanger, which was part of an exhibit held at 
Philadelphia and sponsored by The Trane Co. 
From leit to right are: H. Whitmoyer of Trane, 
J. H. Braekill of American Viscose Co., 

Wilkins of Day and Zimmerman Co., A. L. 
Menke and G. Breitenbach of Trane, F. W. 
Appleton of Radio Corporation of America, and 
J. Colocousis and F. Farrow of the Philco Corp. 
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Located on the ground floor, the 3200 sq ft 
display area has four windows facing Market 
St. One is to be used to show current pro- 
motions, two contain permanent displays 
and the fourth is part of a lounge area. 
Cheerful colors are used throughout the dis- 
play in the floor coverings, base cabinet tops, 
walls, curtains and knick-knacks. Kitchen 
arrangements are varied and each is indi- 
vidually lighted. The entire display is open 
to retail dealers, home builders and the 
public. The Mart is a focal point for Western 
merchandising activities. 


Heat-Timer Adds Line 


Edward Zeitlin, president of Heat-Timer 
Corporation has announced the purchase of 
the Au-Temp-Co Corporation. The latter 
company makes a line of electronic heating 
controls and motorized valves. It will oper- 
ate under the direction of Mr. Zeitlin at 520 
Broadway, New York City. 


Pump Firm Host to Power Co. 
Thirty-four rural sales personnel from the 
Ohio Power Company recently accepted an 
invitation to attend a water system seminar 
conducted by The F. E. Myers & Bro. Co. 
The invitation was a phase of an intensified 
(Please turn to top of page 166) 


Below: Ten permanent Youngstown Kitchens in- 
stallations are located behind this entrance to the 
firm’s new factory display in the Western Merch- 
andise Mart in San Francisco. Four street-level 
windows front on Market Street, with displays 
in three of them. The display is open to retail 
dealers, home builders and the public. It is also 
headquarters for the Youngstown Kitchens’ 
Western Division. Every item in the company’s 
kitchen line is shown. M. D. Morris is manager. 
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(Continued from bottom of page 165) 





cooperative program being carried 
on between private and public 
power companies and the water 
system industry. The seminar 
inctuded a tour of the Myers fac- 
tory and lecture classes on various 
phases of water system promotion 
and on how the two organizations 
can cooperate to mutual interest. 


Erie County Group Opposes 
City Ordinance Amendment 

The Master Plumbers’ Assn. of 
Erie County, N.Y. is up in arms 
about a new ordinance amendment 
adopted by the Buffalo Common 
Council which requires plumbing 
permits and fees for all work other 
than ordinary repair. 

The amendment reads: “No 
sewer waste, vent or water pipes, 
conductors, plumbing fixtures or 
other plumbing work other than 
ordinary repair . . . shall be in- 
stalled, changed, altered or added 
to, unless and until plans there- 
fore have been filed with and ap- 
proved by the Director of Build- 
ings.” 

Permits will be issued only to a 
Master Plumber duly licensed by 
the city, “or to an individual resi- 
dent owner who has proven to the 
satisfaction of the Director of 
Buildings that he is personally 
qualified to perform such plumbing 
work.” 

The schedule of plan and fixture 
fees calls for $5 levy for each 
plan filed on a one or two family 
dwelling, and a $10 fee for each 
plan filed on all other buildings or 
premises. Special fees for fixtures, 
sewer, drains and conductors range 
from 50 cents to $10. 


Surface Combustion Official 
Honored by Toledo Mayor 

Frank H. Adams, president of 
Surface Combustion Corp., was re- 
cently presented with a glass “key 
to the city” by Toledo Mayor Lloyd 
E. Roulet in a ceremony recogniz- 
ing the 25th anniversary of the 
firm’s Toledo plant and Adams’ 40 
years of service. 

In presenting Adams with the 
key, the first ever given to a To- 
ledoan, the mayor recounted the 
executive’s activities in the city, 
declaring that they were all aimed 
at betterment of the city. 

C. E. Rosene, president of the 
Doherty Men’s Fraternity, also 
presented Adams with a 40-year 
service pin. The presentation was 
arranged by a committee of Sur- 
face Combustion employees. 


Gas Cost Survey 

The cost of liquified petroleum 
gas used in rural, small town and 
suburban areas has advanced only 
7 percent since 1942, according to 
a “spot survey” made by the LP- 
Gas Information Service. In the 
same ten-year period, the average 
cf all items included in the cost of 
living index climbed 63 percent. 


New Jersey Group Meets 

Members of the New Jersey 
State League of Master Plumbers 
met in Atlantic City recently and 
elected officers. Chairman of the 
convention was Wm. J. Smith, as- 
sisted by Edward Molchon. Elected 
were: P. Bukraba, pres.; C. Theo- 
bald, 1st vice pres.; J. Falcone, 2nd 
vice pres.; H.’O’Dell, 3rd vice pres.; 
C. Koster, financial secy.; and M. 
Stein, treasurer. 

The 400 delegates in attendance 
were addressed by V. J. Murphy, 
former mayor of Newark and for- 
mer master plumber. 


Below: Members of the Jersey City delegation of the New Jersey State 
League of Master Plumbers are shown at a recent meeting held in Atlantic 
City. Principal speaker was J. V. Murphy, former mayor of Newark and 
former master plumber. 





For newly elected officers, see story above. 
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Atove: F. H. Adams, president of 
Surface Combustion Corp., receives a 
glass “key to the city” from Toledo 
Mayor L. E. Roulet in a ceremony rec- 
ognizing the 25th anniversary of the 
firm’s Toledo plant and Mr. Adams’ 
40 years of service with the company. 


Muellers Tour West 

H. P. Mueller, president, and 
H. P. Mueller, Jr., assistant sales 
manager of the L. J. Mueller Fur- 
nace Company, recently made a 
flying tour of the western states, 
calling on customers and utilities. 
The pair left Milwaukee for Den- 
ver, and from there flew on to Los 
Angeles, up to San Francisco and 
along the West Coast, and returned 
through Salt Lake City. The trip, 
which covered nearly 10,000 miles, 
was completed in less than three 
weeks. 


J. C. Reed Dies 
John C. Reed, 


vice president of 
research of 
American Radi- 
ator & Standard 
Sanitary Corpo- 
ration died re- 
cently in Louis- 
ville, Ky. after a 
brief illness. He 
was 50 years of 





age. 

Mr. Reed held important posi- 
tions in both manufacturing and 
research operations during his ca- 
reer with American-Standard. The 
new consolidated plumbing and 
heating research laboratories soon 
to be officially opened in Louisville 
were constructed under his super- 
vision. 

In 1929 Mr. Reed began his as- 
sociation with American Standard 
as a metallurgist in the research de- 
partment, He was named manager 
of the research department in 1946 

(Please turn to top of page 169) 
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Jackson & Church supplies agriculture and 
industry with dependable warm air heat 


Jackson & Church dealers are meeting the demands of today’s approved 
industrial building program with forced warm air heating and ventilating 
systems that save money, space, installation time and critical materials. 


J-C PoweRated*, Poweraire and Suspension Units are available in a range 
of sizes from 112,000 to 3,800,000 Btu output.. Our Engineering Depart- 
ment is at your service to assist with heating plans and problems. 


See your local dealer or write today for details. 


*PoweRated ... designed to meet specific 
Btu requirements 


+ « America’s Largest and Most Complete Warm Air Heating Line... 


JACKSON & CHURCH COMPANY, SAGINAW, MICHIGAN 


work WeEtEL DONE SINCE ‘81 




















SS. SA TA 














168 


EXCLUSIVE FEATURES SPELL QUALITY CONSTRUCTION 


LARGE POWERFUL MOTOR. Has 


power to spare. Overload pro- 


tected and resiliently mounted for 
quiet operation. 


STRONG FLEXIBLE DRIVE SPRING 
isolates impeller from motor for 
quiet vibrationless operation. 


CAST BALANCED IMPELLER (Not 
stamped). Casting the impeller in 
one piece makes certain of long 
interrupted service. 


HARDENED GROUND STAINLESS 
STEEL SHAFT. Made to a plus tol- 
erance of zero and minus tolerance 
of .0004. Then superfinished for 
long life smooth operation. 


PATENTED ROTARY SEALS. High- 
est quality rotary seals make for 
trouble free operation. 


POROUS BRONZE BEARING-LARGE 
OIL RESERVOIR. Long porous 
bronze bearing lubricates impeller 
shaft while keeping it in perfect 
alignment, 
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Contractors and big users alike are enthusiastic about the new 
Taco Circulators — and with good reason. This big-value line 
is specifically designed to meet the needs of the heating market 
of today: 

Extra capacity for small pipe radiant heating jobs — radiator, 
convector, baseboard or panel. Just one size circulator to stock 
and use — with 34”, 1”, 114” and 114” interchangeable flanges 
to handle any job. 

Easy to service — seals replaced with only an open end 
wrench, screwdriver and Allen set screw wrench. Quiet — no 
velocity noises regardless of flange size. Designed for six posi- 
tion installation, the new Taco circulator comes in special 
window carton with flanges individually packed for quick 
changing. 


Better Heating-Better with Taco 





TACO HEATERS, 137 SOUTH STREET, PROVIDENCE 3, R. |. 


INCORPORATED, 
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and served in that position until 
April 1, 1951 when he was elected 
vice president of research. He was 
a member of the American Chemi- 
cal Society, American Institute of 
Mining and Metallurgical Engi- 
neers, American Society of Heat- 
ing and Ventilating Engineers, 
American Society of Mechanical 
Engineers and American Society of 
Sanitary Engineers. 





Station wagons of Stratton & Ter- 
stegge are equipped with new oil 
burners and travel to dealers, who are 
invited to balance a coin on top of the 
burner while the motor is running. 
This plan has been devised to show 
dealers that the burner would pass 
vibration test while it is in operation. 


Burner Firm Stages 
Traveling Coin Test 

Something dramatic in the way 
of a proof test has been devised 
by the Anchor Division of Stratton 
& Terstegge Co. When some deal- 
ers expressed doubt that the new 
Model SA oil burner would pass a 
vibration test involving the balanc- 
ing of a coin on top of the burner 
while the motor was running, 
Anchor officials decided to put the 
proof on wheels and take it on the 
road. 

Station wagons, equipped with 
the new model burners have been 
sent out to visit dealers. The burn- 
er is started and the dealer has the 
opportunity to try the coin test for 
himself. 


White-Rodgers Opens Branch 

The White-Rodgers Electric Co. 
has announced the opening of a 
new enlarged regional branch at 
35-14 Crescent St., Long Island 
City. The branch will service New 
York City and the surrounding 
area, stocking a large supply of 
automatic controls for heating, re- 
frigeration and air-conditioning. It 
will also serve as an information 
center on controls and control sys- 
tems. A. E. Petersen is manager, 


assisted by J. Weigert, F. Craw- 
ford and E. Hartnett. T. Langan is 
service information supervisor. 


New York Contractor Dies 

Albion J. Eckert, 75, president of 
A. J. Eckert Company, Inc., in 
Albany, N.Y., plumbing and heat- 
ing contractors, died June 2. He 
was active in the business until the 
time of his death. Mr. Eckert was 
a member of the Heating, Piping 
and Air Conditioning Contractors 
Assn. and is survived by his wife, 
two sons and a daughter. 


Drayer-Hanson Buys Firm 

Drayer-Hanson, Inc., manufac- 
turers of air conditioning and re- 
frigeration equipment, has com- 
pleted the purchase of the Jackson 
Engineering Company, producers 
of aerial coolers and shell and tube 
heat exchangers for the petroleum 
and chemical industries. 

The announcement was made by 


G. J. Morton, Drayer-Hanson 
president, and confirmed by G. M. 
Jackson, who becomes Drayer- 
Hanson vice president of the in- 
dustrial division where he will 
have full charge of the mechanical 
design, selection and sales engi- 
neering of heat transfer equip- 
ment. 

This purchase involves the ex- 
change of approximately 30,000 
shares of Drayer-Hanson common 
stock. 


NAMP Group Makes Tour 
An all-expense tour was under- 
taken by the Chicago Assn. in con- 
nection with the recent convention 
of the NAMP. The Chicago dele- 
gation was accompanied by master 
plumbers and their wives from 
California, Washington, Illinois and 
Wisconsin to compose a group of 
116 people. Niagara Falls and parts 
of Canada were visited by the 
(Please turn to top of page 170) 





Cooperative Building Project 

An example of how close coop- 
eration between plumber, plumb- 
ing wholesaler, manufacturer and 
home builder can pay off for all 
concerned is reported by Ray Pol- 
verini of the Pioneer Water Heater 
Corporation. 

When US. Air Force and air- 
plane manufacturer plans were an- 
nounced that would make Palm- 
dale, Calif. one of the largest jet 
assembly areas in the nation, a 
move was made to provide housing 
for the many thousands of aircraft 
workers and others who would 
soon be employed in the area. 

The project: 3,000 two and three 
bedroom homes. The developer: 


Palmdale Development Corpora- 
tion. The builder: Federal Built 
Homes, Glendale. The plumbing 
contractor: John R. Byerly, Tem- 
ple City. The plumbing and heat- 
ing wholesaler: Pasadena Pipe & 
Supply Company. The manufac- 
turer: Pioneer Water Heater Cor- 
poration. By having the best brains 
of each organization contribute 
their thinking to the project in ad- 
vance, the first 135 units were ac- 
tually sold before completed. Al- 
though the homes sell for less than 
$10,000, they are equipped with 
water heaters, wall furnaces, gar- 
bage disposers and other well- 
known brands of plumbing fixtures 
and hardware. ' 


Below: Dean Johnson of Pasadena Pipe & Supply tells a representative of 
the Pioneer Water Heater Corp., “The plumbing and heating business looks 
good,” at the recent completion of 135 units of a 3,000 home development 
project in Palmdale, Calif. Plumbing contractor (inset) is John Byerly of 
Temple City. U. S. Jones (Palmdale Development Corp.) and “Bill” Bradley 
and Fred Schrage (Federal Built Homes) were other project participants. 
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group as part of the tour. Members 
of the party contributed entertain- 
ment during the trip. 


New OHI Chapter Formed 

The Atlantic County, N.J. Heat- 
ing and Cooling Assn. has voted to 
formally affiliate, as a local chapter 
group, with the Oil-Heat Institute 
of America, Inc. 

J. A: Hughes was re-elected 
president of the county group with 
R. Lippman, vice president, F. J. 
Sithens, secretary-treasurer. F. S. 
Burroughs, national secretary of 
the Distribution Division of OHI 
was guest speaker and outlined the 
services rendered by OHI. 


Crane Meetings Set Record 
The 1952 series of Crane Co. 
dealer meetings broke all records 
for attendance and dealer support, 
according to H. A. Bergdahl, man- 
ager of dealer sales. More than 
170 meetings were held in as many 


cities from March through May. 
Well over 17,000 people attended. 

These meetings introduced an 
easy-to-use service to provide 
dealers with practical answers to 
questions on bathroom, kitchen 
and utility room design. The serv- 
ice features an Idea Center for dis- 
playing a colorful sketchbook of 
ideas, which dealers can make 
available to store traffic. 


York Gets U.S. Contract 

S. E. Lauer, president of York 
Corporation, announced that his 
firm has received a contract from 
the United States Department of 
State to provide a substantial num- 
ber of one-hp room air condition- 
ers to air condition diplomatic in- 
stallations in the Near East, Africa 
and Asia. 

They include the offices of the 
consulate general in Bombay; the 
American embassy in Monrovia, 
Liberia; the consulate in Basra, 
Iraq; the consulate in Aden, Saudi 
Arabia; the consulate in Haifa, 
Israel; and the consulate in Nicosia, 
Cypress. 





Florida Wholesaler Expands 

Alex A. Straus, 
president of 
the Mayflower 
Plumbing Com- 
pany in Miami, 
Fla., has an- 
nounced a new 
; milestone in his 
f : six years in the 
“wholesaling 
business with the opening of a new 
showroom and warehouse. 

With huge windows around two 
sides of a triangular building, and 
lighted by overhead fixtures, the 
display room is situated in a well 





below the office staff space. This 
creates the appearance of a ter- 
raced patio in marble and chrome. 
Circular stairs at the entrance 
sweep up to an upper level where 
the offices are located. 

In the warehouse, full advantage 
is taken of the 16-foot height from 
platform floor to the ceiling, where 
even bath tubs are stacked three 
high, on end, All fixtures are pal- 
letized and handled by a lift truck. 
Three box cars can be spotted 
along railroad sidings. 

The firm, which employs five 
salesmen, covers the territory of 
south Florida, exclusive of Tampa. 


Below: An exterior view of Mayflower Plumbing Company’s new building in 
Miami, Fla. The building houses offices, modern display room and a large 
warehouse with railroad sidings and undercover loading ramps. The interior 
of the wholesaling operation has the appearance of a terraced patio in marble 


and chrome and 


eatures a two-level floor design with circular stairs. 














































Louis Miller (center), general mgr., 
Silviano Martin (left), asst. mgr., and 
Pat Bottone, sales mgr. are shown on 
tour with Universal Mfg. Company’s 
mobile pump exhibit. The group is 
traveling from coast to coast with the 


instructional exhibit, meeting distrib- 
utors, dealers and purchasers en route. 


Universal Sends Pump 
Exhibit on Tour of U.S. 

Somewhat reminiscent of the 
story of Mohammed going to the 
mountain when the mountain 
would not come to him, the Uni- 
versal Mfg. Co. is sending a mobile 
exhibit of its products on tour of 
the nation. 

Ensconced in a station wagon 
with Pat Bottone, sales manager 
at the wheel, the exhibit of pump 
models is mounted on a roller 
bearing sliding table which can be 
pulled out of the rear of the wagon. 

En route, Bottone plans to visit 
distributors and dealers, hold edu- 
cational meetings, call on prospec- 
tive buyers and demonstrate the 
pumps. 


I-B-R School Folder 


The answer to the question, 
“Would you like to know how to 
reduce the cost of a heating system 
in a typical six-room house more 
than $400 without sacrificing qual- 
ity?”, can be found in the pages 
of a new promotional folder issued 
by The Institute of Boiler and Ra- 
diator Manufacturers. 

This folder explains why the 
I-B-R School of Modern Heating 
has a dollars and cents significance 
for the contractor. It outlines ten 
reasons why the three-day “short 
course on wheels” is beneficial to 
contractors, wholesalers and sales- 
men. It points out that the school 
(Please turn to top of page 172) 
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IN GAS AS WELL AS ELECTRIC 


Dealers who sell both electric 
and gas automatic water heaters 


feature SAF-T- HOT because 


both are outstanding in their fields. 





MAAYSON UNITROL, 


DRILLED, RAISED 
PORT BURNERS 


100% SAFETY SHUTOFF 


AL ADJUSTMENTS 





AF-T-HOT * ACTANE * MERTLAND 








DIVERTER HOOD 


prevents down drafts 
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E ENAMEL FINISH, 2+ 
electrostatically sprayed, 
infra-red baked 


4 
Hs 




























-* at top of tank for silent 
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HEAVY CORROSION f 
SISTANT INTERNAL FLUE 
SPIRAL BAFFLE 
} gets extra heat value 
from the fuel 


AS INSULATION, ——————4>- 
blanket type in extra | 

generous amounts, 

a minimum of 

two full inches on 

all sides and 

five full inches on top 


SIDE INLET and OUTLET 
conceals unsightly pipes 


HEAVY GAUGE HOT DIP 

{ GALVANIZED TANK, 

i individually tested at 

SIUM ANODIC ROD j 355 pounds pressure 

(optional equipment =| 
at extra cost) } 


eee ce eens 


} COLD WATER INLET 
; disperses water uniformly 


dial the heat you want over bottom of tank 


DRAIN threaded for 


hose connection 


INSULATED DOOR 
has baffle and gaskets to pre- 
vent discoloration of jacket 


centered on tank 


EXTRA BAFFLE 
catches condensation, 
keeps floor cool 


BLACK BASE conceals 
mop marks, guards floor 


easily accessible but safe 
Ogoinst accidental changes 


we HEDGES une 


MM HEDGES MANUFACTURING CO.,, INC 


CHATTANOOGA, TENNESSEE 


WATER HEATER SPECIALISTS 


THE LOOKED-UP-TO LINE 


SAF-T-HOT GAS WATER HEATERS ARE: 


BETTER LOOKING. Streamlined and designed so that 
when installed in a corner or line of kitchen appli- 
ances, water pipe¥ do not show. Very even, tough 
finish, electrostatically sprayed, infra red baked for 


long, long life and sparkle. 


BETTER OPERATING. Specially designed burner and 
spiral baffle utilize heat more economically. Extra 


fast recovery; in 30 gallon size, for example, full tank 
heats in 50 minutes. 


BACKED BY A SALES CLINCHING WARRANTY, Fine 
performance and service records enable SAF-T-HOT 
to pioneer impressive 3, 7, and 12 year protection 
plans on three series of heaters, each series a leader 
in its price range. 


Made in 20, 30, 45, and 66 gallon capacities, 


@ WRITE FOR FACTS ON SAF-T-HOT ELECTRIC 
AND SAF-T-HOT GAS AUTOMATIC WATER HEATERS, 
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is devoted to practical classroom 
work in calculating and designing 
the various types of hot water and 
steam heating systems covered in 
the I-B-R installation guides. Fur- 
ther information may be obtained 
from The Institute of Boiler and 
Radiator Manufacturers, 60 E. 42nd 
St., New York City 17. 


General Controls Opens 
New England Office 

J. F. Ray, vice president in 
charge of sales for General Con- 
trols Co., has announced the open- 
ing of a new office located in Hart- 
ford, Conn. to better serve the New 
England states trading area. Joe 
Crandley has been named as man- 
ager. His duties also entail admin- 
istrative direction of the firm’s 
Massachusetts subsidiary, Auto- 
matic Controls Co. The new office 
brings the total of branches to 32. 


New England Dealers Meet 
At a meeting in New Haven, 
Conn. about 300 oil heat dealers 
listened to Mr. E. B. Glendenning, 
inventor of the Shell Combustion 
Head, explain the development of 
the head and its application for 
modern fuel oil. Mr. Burt Watling, 
sales manager of the U.S. Oil Di- 
vision, was the other guest speaker. 
He gave the dealers an enthusiastic 
and practical talk on the need for 
retail selling, adding many valua- 
ble suggestions for closing sales. 
Toastmaster for the evening was 
Mr. Arnold Michelson. The meet- 
ing opened with a full-course din- 
ner at the Seven Gables Town 
House and was sponsored by the 
Oil Equipment Center of New 
Haven, under the direction of 
Mitchel Landau, sales manager. 


Carrier Adds Distributor 

The Air Conditioning Equipment 
Co. of Omaha, Neb. received a 
franchise as distributor of Carrier 
Corporation equipment for the ter- 
ritory of Nebraska and Western 
Iowa. Mr. G. T, O’Maley from the 
Carrier Kansas City District han- 
dled the distributorship negotia- 
tions for the Carrier Corporation, 
and he said that the initial order 
from the new distributor was one 
of the largest initial orders on rec- 
ord. O’Maley met recently with 
J. W. Hennen, president of Air 
Conditioning Equipment, to plan 
channels of distribution and selec- 
tion of dealers in the newly fran- 
chised area. 


Ohio Brass Leader Dies 

Charles K. 
King, chairman 
of the board of 
The Ohio Brass 
Company, died 
recently at his 
summer home 
in Edgartown, 
Mass. 

Mr. King had been affiliated with 
The Ohio Brass Company since 1893 
when he joined the firm as an elec- 
trical engineer and sales manager. 
In the intervening years, he served 
as secretary, vice-president, presi- 
dent and general manager and 
chairman of the board. 


McKay Named President 
of Farm Publication 

Forbes McKay has been elected 
president of Farm and Ranch Pub- 
lishing Company. Other officers 
elected include L. F. Wood, execu- 
tive vice-president in charge of 
circulation; T. Lord, vice president 
and associate advertising manager; 
C. E. Ball, vice president and man- 
aging editor; D. G. Brown, treas- 





Below: Seated at the speakers’ table at a recent banquet held by Oil Equip- 
ment Center of New Haven, Conn. are: I. Marinoff, B. Lindterg, B. Watling, 





J. Carlberg, E. B. Glendenning, inventor of the Shell Combustion Head, 
A. Michelson, M. Landau, K. Williams, A. Alderman, S. Horton and D. Duck- 





wall, See story above for details of the meeting, attended by 300 dealers. 











Above: G. T. O’Maley (right) of the 
Carrier Kansas City District met re- 
cently with J. W. Hennen, president 
of Air Conditioning Equipment Com- 
pany, to plan channels of distribution 
and selection of dealers after present- 
ing him with a franchise to distribute 
in Nebraska and Western Iowa. 


urer; and J. C. Schutt, secretary. 
McKay has announced that Farm 
and Ranch-Southern Agriculturist 
will change its page size, effective 
with the January, 1953 issue. Color 
will be available on any page. 


100,000 See M-H Exhibit 

More than 100,000 contractors 
and various industry representa- 
tives viewed Minneapolis-Honey- 
well’s “Parade of Progress” during 
the 19 months the caravan of auto- 
matic control devices was on the 
road. Covering 24,587 miles, the 
exhibit visited 62 U.S. cities and 
10 in Canada. The array of prod- 
ucts were mounted on 38 displays 
and transported from city to city 
in a special truck trailer. 

(Please turn to top of page 177) 


Coming Events 





Sept. 12-13—Utah—Annual convention 
of the Utah State Master Plumbers Assn.; 
to be held at the Hotel Newhouse, Salt 
Lake City. 

_ Oct. 9—Annual meeting of the Plumb- 
ing and Heating Industries Bureau; to be 
held in the Palmer House, Chicago. 

Oct. 9-10—CSA—Fall meeting of the 
Central Supply Assn.; to be held at the 
Palmer House, Chicago. 

Oct. 19-22—AIWPHSA—Annual meet- 
ing of the American Institute of Wholesale 
Plumb & Heat: Supply Assns.; to be 
nae at ddon 1 Hotel, Atlantic City, 

Oct, 27-31—AGA—Annual convention 
of the American Gas Assn. and exposition 
of the Gas aymee Mfrs. Assn.; to be 
held in Atlantic City, N. J. 

Nov. 10-13—NEMA—Meeting of the 
National Electrical Manufacturers’ Assn.; 
fo ae held in Haddon Hall, Atlantic City, 


Nov. 15-20—ASSE—Annual meeting of 
the American Society of Sanitary Engi- 
seeing: to be held at the McAllister Hotel, 

a . 


Dec. 3-4— NWAHACA — 39th Annual 
convention of the National Warm Air Heat- 
ing and Air Conditioning Assn.; to be held 
at the Sheraton Gibson Hotel, Cincinnati. 

Jan. 26-30, 1953—IHVE—Annual Inter- 
national Heating & Ventilating Exposition; 
to be held at the International Amphi- 
theatre, Chicago. 
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Honeywell's 
sensational new 
merchandising plan 


for heating dealers 







STEPS 10 
GREATER DEALER SALES 


A series of 7 brilliant new booklets written 
to help you build a more profitable business 





HONEYWELL 




















Minneapolis-Honeywell, First in Controls, now offers you 


STEPS 10 
GREATER DEALER SALES 


A program packed with money-making ideas for you. . . 
no matter where your business is located. . . 
no matter how large or how small it may be! 


























_ Here is a master course in modern merchandising! It’s complete . . . 
Pp: 


seven booklets with a total of 180 illustrated pages plus supplemen- 
tary material... tells everything . . . how to build a sales force... 
NOT JUST WHAT TO DO how to sell. ..and covers every significant angle of advertising, 


display, and public relations for the heating man! 


Each book in the 7 Steps tells you, and shows you, with practical 
illustrations, how you can improve your store and business. It’s 
down-to-earth and founded on proven sales principles. No tricks, 
no theories, no gimmicks! It tells you and then shows you how. 


Business-building Ideas Gleaned from the Entire Industry 


For help in preparing this dynamic program for you, Honey- 
well went to manufacturers, wholesalers, trade journals and 
heating experts. We wanted to give you the most authentic 
and most complete merchandising reference ever offered 
the industry .. . and here it is! 


Take a brief glance at the complete subjects covered in 
the program. Every book is packed with information and 
ideas for you on how to make more money in the heating 
business! 


BUT HOW TO DO IT! 












Do you know that literally everyone in your business can help boost 
sales? This book tells you how to select and pre are your salesmen for 
more sales, more profits. How to plan sales and “size-up”’ customers. 
How to close a oaks 

words, every time! 


| Making every employee a SALESMAN 











and why a convincing demonstration beats 1,000 
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: Selling through 


EFFECTIVE 
Building business through ADVERTISING 


PERSONAL CONTACT 














Selling through EFFECTIVE 
ADVERTISING. Here are answers for 
you on why, where and how much 
you should advertise . . . how much 
you should spend...what you 
should say. It’s complete. 


Building Business Through PERSONAL 
CONTACT. Do you know what to say 
to a new prospect? . .. how to solicit 

i on the ’phone?... how 


de sales? Here are actual 


vor 
word-for-word examples. 


DISPLAYS 
to sell 














Using DISPLAYS to Sell 

Here is expert information on dis- 
plays for the heating dealer. How 
to use counter, windows, walls— 
and showmanship—to best ad- 
vantage to attract more customers. 


\ 





up” your business, 

how to improve the appearance of 
our store front, trucks, salesmen, 
ow to look and be successful 
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400° words, any time 
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A convinel 


in on wom o" 


Every booklet talks your language—every vital word and picture is about YOUR BUSINESS! 











Bringing in Customers by MAIL. Do you 
know how to promote business by 
mail? .. . what to send?. . . what to 
say? ... how to get printing done? 
... what to do about mailing lists? 
Here’s help with proved ideas. 


Keeping the public 
SOLD on you 


4 












Keeping the public SOLD on you 

How does your company rate in 
your community? Are you g 
that people talk? This book tells 
you how to make good impressions 
and how to get favorable publicity. 


Printed on full 842x 11" 


, easy-to-read pages 














and look at 
this special offer 
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All 7 booklets...handsomely cased... only $3° 


: Here, for only $3.00, is one of the greatest business aids 

















ever offered to heating men anywhere. 

You will receive the complete program in this strong, 
two-section cardboard case, suitable for keeping in your office as 
a permanent piece of your business equipment. 


PLUS! 5 extra booklets 


Besides the complete seven-booklet program, you also receive 
five additional booklets containing valuable supplementary in- 
formation on sales promotion. These booklets feature displays, 
prizes, gift material, prospect information, and business aids for 
your personal use. 


1. “PRIZES FOR EVERYONE” (prepared by Cappel-MacDonald 
and Co.) shows sales premiums and how to use them to stimu- 
late the efforts of your salesmen. 


2. “DISPLAY MATERIALS CATALOG” (prepared by Reyburn’s) 
will help you secure and use reasonably priced trims and decora- 
tions for dressing up your store for Fall, Christmas, Spring, etc. 


3. “REMEMBRANCE ADVERTISING” (prepared by Brown & Bige- 
low) tells you about and illustrates give-aways, consumer 
premiums, and incentive awards. 






(rotons 
Materials 

















| Act now ] 4. “DODGE REPORTS’—a specially prepared folder on how to 
* get and use the famous F. W. Dodge Reports which give you 
early leads on new construction being planned in your locality. 
order yours 5. “SETTING PRICES AND CONTROLLING OVERHEAD"—two top- 
flight articles by leading publishers on how to figure properly 
today and reduce overhead expense. 


Just call your order in to either your regular heating control supplier 
or to the local Honeywell office, or, if you prefer, fill in coupon below. 







‘ee Enclosed is my check for $3.00, please send me postpaid 
the ““7 Steps’’ program as described above. 

m= Please send me postpaid the “‘7 Steps” program as 
described above. Bill me $3.00. 









Honeywell 


WE PO. cbkapccsnde'dd con thddbinnevcdscbbeppsadecsdadeasoecavcbicsssesoses 
e e 
cick ccsnce send susakbas danke cdenee nck ch ss bedseeeusd ede cn snendssacsan ‘ ! wt WE Covtiols 
se ee ne ee H 
Fill out and send to Merchandising Division, vom | MINNEAPOLIS 8, MINNESOTA 


Minneapolis-Honeywell Regulator Co., Minneapolis 8, Minn., today! 











= 
> 
>» 


- 








News of the Month 


(Continued from bottom of page 172) 
TEMA Publishes 
Standards Book 

The Tubular Exchanger Manu- 
facturers Assn. has just released a 
revised and enlarged edition of its 
book of standards. Featured in the 
162-page book is a general infor- 
mation section and tables on maxi- 
mum allowable stress values of 
carbon, low and high alloy steels, 
nickel and high nickel alloys, cop- 
per and copper alloys, carbon and 
low alloy steel pipe and tubes. The 
association is a non-profit group 
of 12 companies with offices at 53 
Park Place, New York City 17. The 
book is offered at the publishing 
cost of $5.50. 








Above: Witnessing a demonstration of 
a high pressure air diffuser in the 
research laboratory of the W. B. Con- 
nor Engineering Corp. are, left to 
right: H. A. Baker, vice president of 
Connor; K. Magee and B. Helmrich of 
a New York engineering firm; and A. 
Hamilton of the Connor N. Y. office. 


Chicago Contractors Honor 
Past Presidents at Dinner 

It was “Past Presidents’ Night” 
at the annual dinner meeting of the 
Heating, Piping and Air Condition- 
ing Contractors’ Chicago Assn., 
which was held recently. Charles 
Crone, president, introduced Sam- 
uel R. Lewis, who served as toast- 
master and presented speakers. 
Among those honored as past pres- 
idents were Harry Hart, Ed Claffy, 
Tom Magan, George Baldwin, Ray 
Berry, Austin Pope, Frank Moran, 
George Dickerson, James McCaul- 
ey, M. W. Westerberg and R. W. 
Lawinger. 








G. R. Beese J. A. Helliesen 


Appointments 


Kansas City Pump Company, 
Inc., Kansas City, Mo—L. F. Hix 
as president and general manager. 





Viking Air Conditioning Corp., 
Cleveland—Wm. J. Gold as assist- 
ant to the president and Herbert 
H. Klein as comptroller. 


C. A. Dunham Company, Chi- 
cago—George R. Beese as assistant 
to the president. 


The Alstrom Corporation, N. Y. 
—John A. Helliesen as vice presi- 
dent in charge of sales and distri- 
bution. 


Acme Industries, Inc., Jackson, 
Mich.—Robt. E. Mercer as director 
of merchandising and Carl Millsom 
as sales manager for the air condi- 
tioning and refrigeration division. 


Minneapolis-Honeywell Regula- 
tor Company, Minneapolis—James 
H. Binger as vice president and 
Paul Ozanne as manager of the 
sales and economic analysis divi- 
sion of the marketing research de- 
partment. 


Cutler Metal Products Company, 
Camden, N. J.—J. T. Butler as sales 
manager, and the following repre- 
sentatives: Wrentham Company, 
New Haven, for the six New Eng- 
land states; The Industrial Sales 
Co. in Virginia; The Harry H. 
Marcus Co. in W. Virginia and 
western Pennsylvania; Stephen L. 
Chubbuck & Associates in Ohio; 
The Jaffee Sales Co., Chicago, in 


J. K. Farrar 


C. A. Stahika 








W. J. Goid 


H. H. Klein 


Illinois; Frank D. Thomas, Kansas 
City, Mo., in Kansas, Nebraska, 
Missouri and Iowa; David Marx, 
New Orleans, in Mississippi, Ar- 
kansas and Louisiana; The Gilles- 
pie Sales Co., Detroit, in Michigan; 
Clark Davis & Assoc., Seattle, in 
Oregon and Washington; and Stan- 
ley C. Englert, New York, in Metro- 
politan New York and northern 
New Jersey. 


Morrison Steel Products, Inc., 
Buffalo, N. Y.—Clayton A. Stahlka 
as advertising manager; John K. 
Farrar as sales manager of the 
Mor-Sun Furnace Division; Ray W. 
Fanning as production manager; 
and A. E. Reiss as chief engineer. 


Aturia Import Company, Knox- 
ville, Tenn.—C. C. McSwain as sales 
manager and C. E. Williams of 
Arlington,. Tex. as representative 
for Texas. 


Chrysler Corporation, Detroit— 
Richard J. Schumann as vice pres- 
ident in charge of manufacturing at 
the Airtemp Division. 


The Coroaire Heater Corpora- 
tion, Cleveland—Thomas R. Eby as 
divisional.sales manager. 


Attalla Pipe and Foundry Co., 
Attalla, Ala—Robt. M. Burns of 
Baltimore as representative for 
Maryland, District of Columbia, 
and northern Virginia. 


Iron Fireman Manufacturing Co., 
Cleveland—G. T. Kaufman as man- 
ager of engineering service for the 
new Petro Equipment Division. 

(Please turn to top of page 178) 






































ee 


































Appointments 





(Continued from bottom of page 177) 

Toridheet Division, The Cleve- 
land Steel Products Corporation, 
Cleveland—Robt. J. Lucas as vice 
president. 

York-Shipley, Inc., York, Pa— 
E. A. Spangler as sales manager in 
the middle western states; R. B. 
Snyder as sales manager of the 
middle Atlantic region; and C. 
Randall as manager of New Eng- 
land distributors. 

Sturtevant Division, Westing- 
house Electric Corporation, Pitts- 
burgh—The following Regional 
Managers: J. H. Spencer in the 
northeastern region with headquar- 
ters in Boston; H. F. Brush in the 
middle Atlantic region, with head- 
quarters in Cleveland; D. W. Davis, 
Jr. in the northwestern region with 
headquarters in Chicago; W. J. 
Oonk in the southwestern region 
with offices in St. Louis; D. M. 
Hutchinson in the southeastern 
region with offices in Atlanta; H. 
W. Rainey, Jr. in the new south- 
central region with headquarters 
in Pittsburgh; and J. F. Munder in 
the new eastern region with offices 
in New York. 


United States Radiator Corp., 
Detroit—R. R. Harnetiaux as man- 
ager of the Warm Air Furnace Di- 
vision. 

The Permutit Company, N. Y.— 
C. H. Johnson as midwestern re- 
gional manager of the Household 
Sales Department, covering Illinois. 





R. J. Lucas 





C. Randall 


Crane Company, Chicago—The 
following branch managers: K. D. 
Ackad, Washington; C. O. Prickett, 
Philadelphia; M. F. Du Chateau, 
New Orleans; A. H. Sprinkler, 
Greensboro, N. C.; A. S. Heath, 
Rocky Mount; and F. E. Hart, Great 
Falls, Mont.; F. S. McKee and L. A. 
Dononi as assistant managers; and 
N. O. Nelson Company of St. Louis 
as distributor. 

Janitrol Domestic-Commercial 
Division, Surface Combustion 
Corp., Toledo, Ohio—Max Tappero 
as New England district manager 
and J. G. Robinson as sales engi- 
neer in the Buffalo territory. 


R. B. Snyder 


Eureka Williams Corporation, 
Bloomington, Ill.—W. C. Barrett as 
Eastern Area field sales manager; 
R. L. Holmberg as representative 
for Chicago and vicinity; and M. H. 
Norton as supervisor of dealer rela- 
tions for the Williams Oil-O-Matic 
Division; and the following repre- 
sentatives: Olin Williamson in Wis- 
consin, Minnesota, North and South 
Dakota, Illinois north of Peoria, 
Indiana north of Lafayette, Michi- 
gan and Ohio; William York in Mis- 
souri, Iowa, Kansas, Illinois, south 
of Peoria, Indiana (south of La- 
fayette), Nebraska and western 
Kentucky and Tennessee; Bentley 
English in Pennsylvania, W. Vir- 
ginia, N. Carolina and eastern 
Kentucky and Tennessee; and Ken- 
neth Muldoon in New Jersey and 
New York; and The A. Y. McDon- 
ald Mfg. Co. as distributor in 32 
central Ill. counties for the Wil- 
liams Gas-O-Matic Division. 

























M. F. Du Chateau C. O. Prickett 







M. Clarke W. C. Barrett 
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E. A. Spangler D. H. Thiele 


Kam Water Heater Mfg. Co., Inc., 
Brooklyn, N. Y.—The following 
representatives: Daniel Freedman 
in Philadelphia, Delaware, Mary- 
land and the District of Columbia; 
Leo Kirshon & Assoc. in Pennsyl- 
vania and northern New York; and 
J. Scharff & Assoc. in northern 
New Jersey. 


McQuay Inc., Minneapolis— 
Domer H. Thiele as representative 
in the Pittsburgh area. 


Perfex Corporation, Milwaukee— 
M. R. Eastin as assistant manager 
of the Control Sales Division; and 
Malbourne Clarke as sales manager 
in eastern and northern Ontario. 


Ladish Co., Cudahy, Wis.—Rich- 
ard M. Bode as sales executive of 
the Valve and Fittings Division. 


Dayton Pump & Mfg. Co. Dayton 
Ohio—John Gray as representative 
in Illinois, and parts of Iowa, Indi- 
ana, and Wisconsin. 


Acro Manufacturing Company, 
Columbus, Ohio—E. V. Bishoff as 
manager of original equipment sales 
for the Crise Controls Division, 
and M. S. Feltz as sales manager 
of the Chicago territory. 


Gorton Heating Corp., Cranford, 
N. J.—Henry S. Parks representa- 
tive in Utah and certain portions of 
Nevada, Wyoming and Idaho. 


Goulds Pumps, Inc., Seneca Falls, 
N. Y.—Monogram Electric Products 
Co., 401 Broadway, N. Y. as repre- 
sentative in Greater New York, in- 
cluding Hudson and Essex Coun- 
ties in New Jersey. 








Harvey-Whipple, Inc., Spring- 
field, Mass.—The following repre- 
sentatives: B. T. Church in eastern 
Massachusetts; L. Turner covering 
Indiana; F. W. Stierhoff covering 
Connecticut and Rhode Island; and 
A. B. Caramanna as factory rep- 
resentative for New Jersey, Metro- 


politan New York and Long Island. 
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New Products 


(Continued from center of page 110) 

fittings with temperature ranges from sub-zero 
(-100F) through 2987F. Compound 41}f, it is re- 
ported, will not harden, evaporate or oxidize, main- 
taining its suspension permanently under regular 
working or storage conditions. 

Manufacturer: Armite Laboratories, 6609 Broad St., 
Los Angeles 1. 





Faucet Repair Kit 
Tee Giant Handy Andy No. 100 
~* St ae mT te is the name given to a new 
= : | faucet repair kit introduced by 
the J. A. Sexauer Mfg. Co. The 
~ |kit consists of an assortment of 
|1,079 replacement parts, includ- 
ing all sizes of beveled and flat 
bibb washers, top bibb gaskets, 
bonnet nut packings and bibb 
screws for re-washering and 
repacking leaky faucets, re- 
gardless of their age or model. 
An added feature is a 10-24 
tap and handle to make it 
easy to replace rotted or corroded bibb screws. The 
parts are assembled in a specially designed carrying 
case made of metal to withstand hard use and with a 
compartment for each item for easy selection of any 
size part required. This case has a handle and the lid 
locks tightly to secure each part in its compartment. 
Inside the cover is an index of the parts and sizes 
contained in each till and a graphic illustration of the 
faucet rebuilding system. 
Manufacturer: J. A. Sexauer Manufacturing Com- 
pany, Inc., 2503-05 Third Ave., New York City 51. 





Forced Air Furnace 

The new 100,000 Btu forced air 
furnace for medium-sized homes, 
now in production by Utility Ap- 
pliance Corp., incorporates two en- 
gineering ideas for quiet operation. 
The first is a patented heat ex- 
changer with a goose-neck design 
that minimizes expansion-contrac- 
tion noises. The second is a direct 
drive blower assembly in which 
the electric motor shaft is attached 
directly to the blower shaft. 

Designed for homes of 1200 to 
1500 sq ft, the furnace is equipped 
with a variable speed blower 9 in. in diameter, driven 
by a % hp motor. With three heat exchangers and 
three cast-iron burners, the furnace is a self-con- 
tained unit, all controls and accessories being in- 
stalled at the factory. The gas supply line and 115- 
volt ac electrical power supply connection are easily 
made to the gas manifold and electrical terminal 
block in the unit. The glass fiber replaceable filter is 
located so that either side and/or bottom of the 
furnace may be used for cold air return without the 
need for additional parts. The vent connection is 
made to the vent collar located on the draft hood 
at the top of the furnace. 

Manufacturer: Utility Appliance Corp., 4851 S. 
Alameda St., Los Angeles 58. 





Mobile Emergency Shower 

- To meet the need for safety 
precautions in industrial locations 
where personnel are subject to 
risks, Logan Emergency Showers, 
Inc. has developed a_ mobile 
emergency shower. Mobility is 
achieved by easy rolling casters 
of ample size. The unit is held in 
a fixed position by means of ad- 
justable truck stops. A ramp is 
provided which locks into position 
out of the way when the shower 
is being moved. Four overhead 
and four bottom sprays direct 
water over the body while two special sprays are 
directed at the eyes and face. The shower can be 
entered from either of two sides. 

The valve for turning on the water is operated 
by a swinging gate that is activated by slightest 
pressure. This valve remains open until manually 
closed, leaving the hands free. Portability of the 
shower enables it to be moved from place to place 
to offer protection when and where it is needed. 
Couplings for connection to the water system are 
furnished with the unit. 

Manufacturer: Logan Emergency Showers, Inc., 


P. O. Box 111 Glendale, Calif. 





Air Diffusion Panel 


A new type of ceiling 
air diffusing panel for 
heating, cooling and 
y ventilating systems 
ising either duct or 
rylenum air supply has 
veen developed by The 
2yvle-National Com- 

 L.. pany. This modular 
panel air diftuser is primarily designed to reduce to 
a minimum the cost of installing an air distribution 
system in acoustical metal pan ceilings. By pressure 
displacement, it delivers conditioned air at low ve- 
locities and accomplishes over-all air distribution, 
holding to a minimum strong air streams and prob- 
lems of outlet location, and air direction adjustments. 

The panel, which may be located anywhere in the 
ceiling, is concealed by standard perforated metal 
ceiling pans. It consists of a simple assembly of a 
sturdy lightweight panel, 12 by 24 in.; an orifice 
valve which is adjustable with a wing nut; and a 
flexible and compressible fibre-glass tubing for con- 
necting the panel with the air supply duct. 

Manufacturer: The Multi-Vent Division, The Pyle 
National Company, 1334 N. Kostner Ave., Chicago 51. 





Air Valve 


A new air valve for hot water 
systems introduced by the Keeney 
' Mfg. Co. shifts from manual to 

utomatic venting with finger-tip 
regulation. Named the Duovent, 
the unit is actually two valves in 
one. In manual venting, air escapes 
directly through a vent at the base. 
In automatic venting, a hollow pin 
blocks this route. Air escapes up through this pin 

(Please turn to top of page 182) 
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I Latest version of the American-Standard ‘" 
urinal for women’s toilet rooms ae 
Here are the Watrous Flush Valve Combinations recommended for use ae 
ili with the new wall hung Sanistand urinal made by American Standard. af 
; a They have been worked out in cooperation with the fixture manufacturer rt 
vd to provide the proper flush and refill. 1 
8 These Watrous Combinations are available for manual or foot pedal tf 
3 _ operation, for either exposed or concealed installations. All exposed parts bob? 
| “head are heavily chrome-plated; concealed valves are rough finished. at 
; The The flush valves themselves, of course, offer all those basic Watrous ca 
eg superiorities — water-saving adjustment, self-cleansing by-pass, self-tight- CCT ) 
so el ening handle packing and single-step servicing. Screenless im . oa 
“ i silent action can be furnished es WATROUS M-479-VB i 
sha at slight additional cost. net dota oe i hung sediegaaibecennina ee 
ssure cet Jush 0 os Fovatond Fixtures: valve, top spud connection. 
y Ve- ond floor mo ; 
ition, . ————— tt 
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eney Gi 
a WATROUS W-43914-VBSS WATROUS M-497-VB WATROUS M-494-VBSS —!- 
vent Manually-operated concealed flush Manvally-operated exposed flush Pedal-operated concealed flush | 
at valve, back spud connection. valve, top spud connection. valve, back spud connection. 
apes 
ae : ADJUSTABLE FLUSH VALVES 
oa: BOTH DIAPHRAGM AND PISTON TYPES 





The Imperial Brass Manufacturing Co., 1231 A Harrison St., Chicago 7, Ill. 


Distributed Through Wholesalers of Plumbing Materials 
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New Products 


(Continued from bottom of page 180) 


and out through ports in the upper portion of the 
valve. Hygroscopic discs, which swell immediately 
when contacted by water, close the ports after air 
has been vented. 

Changing from manual to automatic venting is 
accomplished by twisting the top half of the valve. 
Unscrewing the top an eighth of a turn opens the 
manual vent. A similar turn in the opposite direction 
reseats the pin, placing the valve on automatic 
operation. 

Manufacturer: Keeney Mfg. Co., Newington, Conn. 





Sewage Treatment 


“Enzymatic” is the name of a 
method of treating septic tanks 
and cesspools which employs the 
same principle used by the human 
body to digest food. It is a bio- 
logical formula in powder form 
made up of over 70 different en- 
zymes, each one of which lique- 
fies a specific fat, protein or starch 
component found in sewage. Also 
included in the formula are desic- 
cated biatarte cultures of enzyme producing bacteria 
which further complete digestion of the liquids pro- 
duced by the enzymes. 

In treating the average size septic tank of 500 gal- 
lons, one treatment of % can is used per week for 
four weeks and then % can per month thereafter. 
The powder is poured into the closet bowl and 
flushed. Septic tanks should go for 10 to 20 years be- 
fore requiring pumping out after this treatment. For 
the average family-sized installation, one can per 
treatment is used twice a year. 

Manufacturer: N. O. Nelson Co., 
St. Louis 10, Mo. 





P. O. Box 3265, 


Gas Furnace 
Measuring 17 by 26 in., a 
new 65,000 Btu input gas fired 
hi-boy furnace has been intro- 
duced by the Armstrong Fur- 
nace Company. In this unit, 
called the G6-65, air delivery 
can be adjusted to the volume 
required by means of an ad- 
justable pulley on the double- 
width centrifugal blower. The 
entire blower deck slides for- 
ward for inspection and serv- 
icing. A built-in filter rack 
. permits the filter to be installed 
in the bottom of the unit, with cold air taken in from 
the bottom or either side. The combustion chamber 
has a round body with a multiple-element radiator 
which provides maximum heat-exchange surface in 
minimum space. This furnace is AGA approved for 
installation with only one-inch clearance on sides 
and rear, which makes it particularly desirable where 
floor space is at a premium. 
Manufacturer: Armstrong Furnace Company, 851 
W. Third Ave., Columbus 8, Ohio. 
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Faucet Control 
— Melard Manufacturing Corp. has 
developed a faucet control, called 
the Mel-O-Flo Jet Aerator, which 
fits all faucets. The unit is in- 
stalled in the faucet spout to pro- 
vide a spray that facilitates sudsing 
and filters particles from the water. 
An internal adapter supplies a posi- 
tive gripping action that simplifies 
installation. It consists of a slotted 
4 shaft with three sizes of rubber 
collars. By turning the slotted shaft to the left com- 
pressive force is applied to the rubber collar, gripping 
the spout. The aerator adds only an inch to the 
length of the spout. 

Manufacturer: Melard Manufacturing Corporation, 
37-25 32nd St., Long Island City 1, N. Y. 





Draft Regulator 

The Walker Manufacturing 
& Sales Corp. has developed 
a new draft regulator for 
domestic application. Known 
as the Type 34C-Domestic, 
the new control is specially 
engineered for a wide range 
of applications to central 
heating plants, where it main- 
tains positive and accurate 
control over ery range of drafts. Adjustment is 
indicated by a pointer and dial for high, low and 
medium: 08, .05 and .02 in. W. G. respectively. Super- 
sensitive chrome pivots mounted on the front of the 
plate out of the corrosive area; rigid cast aluminum 
frame; and a swinging vane of aluminum-coated 
steel with maximum resistance to heat and corrosion 
are features of the unit. 

Manufacturer: The Walker Manufacturing & Sales 
Corporation, 1711 Penn St., Box 268, St. Joseph, Mo. 





Plastic Pipe Fittings 

Insert type ell and tee cou- 
plings to facilitate making 
sharp turns or take-offs from 
flexible plastic pipe lines have 
been introduced by Carlon 
Products Corp. These new fit- 
tings are quickly joined in the 
same manner as_ previously 
used for insert couplings. Sec- 
tions of pipe can be cut to the 
desired length with an ordinary hand saw and the 
fitting inserted. Stainless steel clamps are tightened 
over the pipe and fitting to draw the pipe down onto 
the serrations of the insert to provide a positive, leak- 
resistant joint. All fittings are molded from a single 
piece of thermoplastic material and guaranteed against 
rot, rust and electrolytic corrosion. 

When plastic pipe is to be joined to a metal fix- 
ture or metallic system, an insert adapter is used. 
One end is screwed onto the metal threads and then 
the pipe is slipped over the serrated end and clamped 
securely. 

Manufacturer: Carlon Products Corporation, 10225 
Meech Ave., Cleveland 5. 

(Please turn to top of page 185) 
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aes Horizontal Water Tube Heating Package 
1ain- 
irate It’s NEW—DIFFERENT—PROFITABLE— 
t . e . - J 
eit BECAUSE: Another Atlantic Heating Unit. 
per- 
the Now the Atlantic “600”, bigger brother to the 
num 
ated justly popular ‘‘500”’ placed on the market this 
sion spring, takes its rightful place in the Package 
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Lead Bends—new metal . .. no seam or other 


internal obstruction. 


Lead Traps—walls of uniform thickness through- 


out the entire length. 


Super Roof Flanges—one piece, all lead... ad- 
justable to any roof pitch. 


Lead Pipe—Extruded from primary metal... true 
to caliber. Eagle-Picher Lead Pipe is recognized as 
the standard for quality wherever durability and 


precision workmanship are the first consideration. 


Look for Eagle-Picher Quality 


Sheet Lead—Lead Wool (caulking). Solders— all 
grades, Bar and Wire, Wiping, Plumbers’ Refined, 
Meter Bar, High Temperature. 


* * % * ” 


Order through your plumbing supply house. 
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THE EAGLE-PICHER 
SALES COMPANY 


METALLIC PRODUCTS DIVISION 
General Office, Box 777, East Chicago, Indiana 


CINCINNATI ¢ KANSAS CITY ¢ EAST ST. LOUIS 
DALLAS « HOUSTON 


Member: Lead Industries Association 
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Switch to 
BLACK & DECKER 


POWER 







BLACK & DECKER ELECTRIC PORTO-SHEARS* 
cut sheet metal too tough for snips. Speed up 
jobs where snips are slow. Save you time and 
cut your costs on hundreds of jobs. Fast, pow- 
erful shearing action eliminates hard muscular 
strain. Easy to follow straight lines, irregular 
patterns, curves to small radius because cut- 
ting action is always visible! Two models; 
12-gage and 16-gage capacities. 


BLACK & DECKER ELECTRIC HAMMERS 
speed up such jobs as drilling holes for 
toggle bolts in concrete and brick—cut- 
ting mortar out of joints to install flash- 
ings — cutting through walls, shaping 
timbers, channeling floors. High-speed, 
amazingly husky, deliver thousands of sharp, positive 
hammer blows per minute. Drive star drills, speed 
bits, chisels, many other tools. Light, compact, com- 
pletely self-contained, require no transformer or extra 
equipment. Four models: rated by drilling capacity in 
concrete for 12”, %”, 1%”, 2”. 


SEE YOUR NEARBY B&D DISTRIBUTOR for demonstrations, 
full details, expert help in selecting the right tools for your 
jobs. Write for free catalog to: THz BLack & Decker Mra. 
Co., 634 Pennsylvania Ave., Towson 4, Maryland. 

“Trade Mark Reg. U. 8. Pat. Off. 


DRILLS + SANDERS + SCREW DRIVERS + BENCH GRINDERS 


LEADING DISTRIBUTORS EVERYWHERE SELL 


(G) Blacks Decker 


portasie ecectrric TOOLS 
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— Products 


(Continued from bottom of page 182) 


Gas Counterflow Furnace 
The Firewel Co. has added a new 
furnace to its line. It is available 
as a highboy or counter-flow model 
with a capacity of 90,000 Btu out- 
put at bonnet and with either gas 
or oil burners. The unit pictured 
here is a gas counterflow furnace, 
Model CF-90-G. It measures 22 
by 22 by 72 in. and has a six inch 
flue (top discharge). The furnace 
features a brick lined combustion 
chamber (oil fired models), inter- 
nal radiator, 14 gauge heat ex- 
changer, 9 in. squirrel-type blower, 
adjustable fan and limit control. Air output is rated 
at 950 cfm. This new furnace is engineered to pro- 
vide automatic forced warm air heat for medium and 
large size ranch style and other basementless homes. 
Manufacturer: The Firéwel Co., Inc., 3685 Broad- 
way, Buffalo 25, N. Y. 








General Purpose Pump 
The Lancaster Pump 
and Manufacturing Co. 
has introduced a new all- 
purpose pump, called the 
Laundro-Pak. The small, 
compact, fully automatic 
y~ pump can be used wher- 
ever liquids accumulate 
below sewer level. Suitable. for emptying laundry 
trays, the pump can also be used with milk and bev- 
erage coolers, washing machines, dish washers and 
lavatories. The bronze-fitted pump is equipped with 
a % hp, 110 volt motor. Other applications of the 
pump are: hot water circulation on industrial type 
radiant heat installations, circulation for air condi- 
tioning and refrigeration, agitation on swimming pools 
and for handling a great variety of chemicals. 
Manufacturer: Lancaster Pump and Manufacturing 
Co., Inc., Manheim Pike, P.O. Box 503, Lancaster, Pa. 





Deoteriving Air Conditioner 


The new air conditioner de- 
veloped by Bretford Manufac- 
turing, Inc. incorporates the 
property of ozone to combine 
with and neutralize other 
gases, thereby destroying odors 
by oxidation. Known as The 
Bretford Ozone Air Condi- 
tioner, the unit is a generator 
which obtains maximum odor- 
' destroying effectiveness of 
ozone in hewping with long bulb life and economical 
operation. The enclosed transformer operates the 
ozone bulb at ratings established by laboratory re- 
search. The outer casing is of heavy gauge steel, 
chromium finished in alternate mirror and satin 
bands. A polished reflector casts a blue light when 
the unit is in operation, providing night light as well. 
For proper use, it is recommended that the ozone 
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generators should be mounted above eye-level. The 
conditioner is available in a one or two bulb model. 
One bulb units deodorize rooms of 1000 cu ft; two 
bulb units handle areas up to 1800 cu ft. 

Manufacturer: Bretford Manufacturing, Inc., 2850 
Commerce St., Franklin Park, IIl. 


Internal Pipe Wrench 

Roddick Tool Company has 
announced a major improve- 
ment in its internal pipe 
wrench. The pipe wrench now 
has the center eccentric formed 
into place, which eliminates 
welding and permits a differ- 
ent heat-treatment of the alloy 
steel resulting in a tough struc- 
ture, thus adding strength and 
shock resistance to the unit. The internal pipe 
wrench grips in either direction without damage to 
threads or pipe walls. It is offered in sizes from %& 
to 4 in. 

Manufacturer: Roddick Tool Company, 1023 N. 
Pauline St., Anaheim, Calif. 


Gas Valve 





Addition of a 3% lb capacity 
model to a line of magnetic gas 
valves has been announced by 
Minneapolis-Honeywell. The 
valve is designed for pilot 
line service on high pressure 
burner installations where 
pressurized pilots are desired. 
The new valve, called the V495, 
is available for 115 or 230 volt service in % and % in. 
sizes. It features a hammer action plunger and a 
stainless steel seat cast into the valve body. The 
hammer action plunger insures positive opening and 
closing of the valve at rated pressures, and the stain- 
less steel seat prolongs the life of the valve and 
assures tight closing. 

Manufacturer: Minneapolis-Honeywell Regulator 
Company, 2753 Fourth Ave., S., Minneapolis 8. 


Booster Water Heater 

Operating only when hot 
water is needed, the new 
booster water heater of the 
Lectro Speed Company is de- 
signed to add 40F to standard 
domestic water of 140F. It 
will furnish a continuous or 
intermittent supply of hot wa- 
ter for rinse water purposes 
complying with national, state 
or city sanitation require- 
ments. The heater is particu- 
larly suitable for institutions 
and _ industrial installations 
where 180F water is desired. It is available in single 
or three phase, and ranges in size from 5 to 20 kilo- 
watts. Larger units are available. 

Manufacturer: Lectro Speed Company, 12005 N. 
Burgard Ave., Portland 3, Ore. 

(Please turn to top of page 186) 
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New Products 


(Continued from bottom of page 185) 


Solenoid Shut-off Valve 


A “midget” solenoid shut- 
off valve with a time delay 
mechanism has been an- 
nounced by Automatic Switch 
Company. The time delay 
feature holds back the flow 
of liquid or gas through the 
valve for approximately 54% 
seconds after the solenoid becomes energized, which 
makes the: valve particularly useful in oil burner 
applications where it is desirable to have instant 
combustion. This mechanism holds back the flow of 
oil until a full stream of air, sufficient to make a per- 
fect combustible mix, is flowing through the burner. 
On subsequent stoppage and re-lighting, the delay 
gives ample time to purge the fire box of old fumes 
and smoke. The valve can be installed in any posi- 
tion and shut-off is instantaneous and positive. Over- 
all size, top to bottom is 2 13/16 in. It has a % in 
pipe connection and full 1/16 in. port for pressures 
up to 150 lbs with 60 gph flow. A soft composition 
disc assures tight shut-off. 

Manufacturer: Automatic Switch Co., 391 Lakeside 
Ave., Orange, N. J. 








Hack Saw Package 


A new package for 
the complete line of 
Capewell hand-hack 
» and power-hack saw 
. blades has been an- 
"ee snounced by the Cape- 

.. well Mfg. Company. 

SE Distinctive color-cod- 
ing differentiates ‘ere the High Speed, Technite, 
Flexloy, Hard Tung and Flextung hand hack-saw 
blades and also between the High Speed, Technite 
and Safe-teck power blades. Material identification 
has been stressed in all the hack saw boxes. Bold face, 
color-coded, end markings make it easy for stock 
identification by blade type and size. Metal edges 
provide extra strength on the corners, and an over- 
all varnish finish makes the boxes resistant to oil and 
dirt. Each box dispenses the blades easily. 

Issued by: Capewell Manufacturing Company, 
Hartford, Conn. 









Oil-Fired Furnace 

— A new oil-fired, space- 
saving furnace has been 
announced by The Heil 
Company. Known as the 
Model AF-1 Lowboy, this 
furnace has an 80,000 Btu 
bonnet output rating and 
features the Quin-Rad 
heat exchanger. The Quin- 
Rad has five baffled flue 
passages located above a 
tapered-top cylindrical 
heat exchanger. The unit 





also has an insulating type combustion chamber for 
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a clean burning flame and high heat retention. It 
occupies a space of less than 2 by 4 ft. 

Manufacturer: The Heil Co., 3000 W. Montana, 
Milwaukee 1. 


Pipe Fitting 


The “Quikupl” stain- 
less steel fitting is a new 
coupling designed to re- 
duce assembly costs and 
permit use of inexpen- 
sive, light-wall tubing. 
Pipe or tubing is cut to 

; length, deburred and 
inserted in the new fitting; the coupling is completed 
by tightening a small screw. In design, the fittings 
resemble standard elbows, tees, ells and other uni- 
versal shapes, with the addition of a clamp which is 
an integral part of the fitting. Pipe or tube is inserted 
into the fitting and only a hex wrench is needed to 
tighten the clamp. Inside the fitting is a synthetic 
sealing ring which is contained in a groove machined 
into the bore of the fitting. This resilient seal is con- 
structed so that it will provide and maintain a 
squeeze fit regardless of tolerances. Pressure in the 
line, from either direction of the flow, jams it into 
a positive fit and seals any space between the fittings 
and the tube or pipe. For use at temperatures up to 
275F, the fittings are in the 150 psi class. 

Distributor: Peter A. Frasse And Company, Inc., 
17 Grand St., New York City 13, N. Y. 





Wage Tax Computer 


Payroll tax deduc- 
tions can be simplified 
by a new computing 
machine which gives 
direct “window” read- 
ings on a single line of 
F.I.C.A. and Withhold- 
ing Tax deductions. A turn of a finger-tip dial 
rotates a drum within a clear cylinder which reveals 
correct tax computations for any salary, no matter 
what the pay period or dependents. This computor 
is so designed so that new drum-charts may be 
affixed. Drums carrying the computing tables are 
interchangeable for weekly, bi-weekly, monthly or 
semi-monthly pay periods. The variety of hours, 
for instance, for which construction payrolls must 
be prepared makes the computor particularly adapt- 
able to the needs of the plumbing and heating con- 
tractor. 

Manufacturer: Ayres Corporation, Box 1081, Wil- 
mington, Calif. 





Valve Control 


Janette Electric Mfg. Co. 
has announced a new line of 
gate, angle, butterfly and 
linear valve controls. Pic- 
tured here is the first of the 
linear drives to be produced. 
This type of gear motor drive 
*.is especially constructed to 
give reciprocating linear 
movement of the drive shaft 
(Please turn to top of page 189) 
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SWAPPING COMPLIMENTS 
FOR COMPLAINTS” 








It’s typical of human nature to yell when some- 
thing goes wrong —and keep quiet when things 
are fine. A fellow in business can count on hearing 
all the complaints — but very few compliments. 

Well, Chicago Faucets (according to our mail) 
seem to cause that rarest of customer reactions — 
we mean the one where people say something nice 
about Chicago Faucets, and the man who sold 
them. Could be the easy, money-saving, leak-free 
operation of Chicago Faucets that gets them. Or 
their quality of year-in, year-out dependability. 
Whatever it is— it sure makes folks speak up — 
and in a way it’s good to hear. 

Little wonder, Chicago Faucets are today’s most- 
wanted faucets. 


THE CHICAGO FAUCET COMPANY 


CHICAGO 39, ILLINOIS 





Chicago Faucet Products are distributed 
through the plumbing trade exclusively. 
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PRICE TANKS 





Price fuel oil and gaso- 
line tanks are furnished 


for either vertical or horizon- 
tal installation. Manufactured to Underwriters 
specifications and bear Underwriters labels. 




















COMMERCIAL STANDARD 


Complies with requirements for Commercial 
Standard CS-177-51 for metal Septic Tanks — 
Commodity Standards Division, U. S. Depart- 
ment of Commerce. Write for details. 


PRICE 


FIREPLACE HEATER & TANK div. 





PRICE NATIONAL CORPORATION 
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for operating sliding cams, ventilating covers, gates, 
etc. It is offered in ratings from % to 1 hp and can 
be operated either manually or by remote control. 

Manufacturer: Janette Electric Mfg. Co., subsidi- 
ary of Gerity Michigan Corporation, Main & Lehigh, 
Morton Grove, III. 





Portable Space Heater 
” A new portable space 
heater for temporary heat- 
» ing has been introduced 
under the name Sonic- 
Ray Heater by the BICA 
Company. It burns propane 
gas and has an output of 
from 85,000 to 150,000 Btu/ 
hr. The heater operates 
from 40 to 63 hours on a 
100 lb tank of gas, and is 
reported to cost an average 
of 11 to 17 cents per hour to 
operate. The unit was particularly designed for use in 
construction projects, for warming personnel and 
warming and drying building products. It is 31 in. 
high, weighs 31 lbs. and comes complete with pres- 
sure regulators and hose for connection to any pro- 
pane tank. 
Manufacturer: BICA Compuny, 1170 N. State St., 
Girard, Ohio. 





Four-way Nipple Chuck 
| A four-way nipple chuck 
capable of threading % in. to 
2 in. pipe has been introduced 
by Beaver Pipe Tools, Inc. 
Since it is usable four ways: 
with a pipe machine, a power 
drive, any pipe vise or a ma- 
chinist’s vise, the nipple chuck 
converts short lengths of pipe 
into all-thread, close-thread 
or ‘ average nipples. It has but three parts: a polished 
steel body, a sliding plunger and a hardened steel 
threaded shank. Adapters allow for all sizes from 
¥ in. to 1% in. pipe. No adapter is needed for 2 in. 
pipe. An inserted pin retains the sliding plunger in 
working position. Nipples are easily removed by 
hand. 

Manufacturer: Beaver Pipe Tools, Inc., 310 Dana 
St., N. E., Warren, Ohio. 





Radiator Valve 

The new valve introduced by Radiator Valve Co. 
of America combines in a single unit the advantages 
of the quick venting type air valve with those of the 
vacuum type valve plus the ability to heat radiators 
without pressure. By utilizing the principle of pump- 
less induced vacuum, this valve will keep radiators 
warm between heating cycles and provide the proper 
amount of hot vapor to each radiator regardless of 
the distance from the boiler. The valve, known as 
the Steamheat Master, can be installed where needed 
at the end of the lines, on radiators that are slow to 








heat and at the boiler as a corrective measure or as 
a general improvement on all two pipe steam and 
vapor plants. No changes in piping, radiators or 
boiler are required. 

Manufacturer: Radiator Valve Co. of America, 428 
S. 52nd St., Philadelphia 43. 


Midget Open End Wrench 


Three midget open end 
wrench sets have been 
| added to the line of the 
' Plomb Tool Company. 
The small obstruction- 
type and electrical-type 
wrenches in these sets are 
intended to be used for 
delicate adjustments on instruments, appliances, gen- 
erators, timers, etc. Each set has a flexible vinyl plas- 
tic kit to keep wrenches separated from larger tools. 
Set No. 3200B includes a 4% in. midget plier and four 
obstruction-type wrenches with eight different open- 
ing sizes ranging from 13/64 in. to % in. Set No. 
3200D is an expanded master set that contains all of 
the tools in No. 3200B, plus four additional wrenches. 
It provides eight different opening sizes in both 15 
and 60 degree head angles. Set No. 3300A is a set 
of nine electrical-type wrenches with opening sizes 
ranging from 7/32 in. to 4% in. Each wrench has the 
same opening on both ends, but at different head 
angles of 15 and 80 degrees. 
Manufacturer: Plomb Tool Co., 2209 Sante Fe Ave., 
Los Angeles, Calif. 





Power Ses sei Valve 

Ledeen Manufacturing Com- 
pany has announced a power 
operated valve available in six 
sizes and suitable for air, oil and 
water operation with option of 
finger cam, toe or solenoid pilot 
controls, This power operated 
valve is essentially a standard 
four-way valve, but the rotation 
of the disc is accomplished by 
neans of a piston moved by the 
, operating fluid pressure of the 
main line, and controlled by small pivot valves, suit- 
ably located. Applying pressure through the pilot on 
one end of the piston forces it to move ahead and ro- 
tates the valve disc to a forward position. Applying 
pressure on the opposite end moves the piston back 
and rotates the disc to a reverse position. 

Manufacturer: Ledeen Manufacturing Co., 1600 So. 
San Pedro St., Los Angeles 15. 


Grille Louvers 
(eee Horizontal louvers on 
the baseboard return air 
faces (Series 20) and flat 
sidewall grilles (Series 
10FG) of the Lima Reg- 
ister Company have been 
y| deflected downward 23 
‘| degrees to avoid the pos- 
sibility of looking between the louvers at stackheads 
(Please turn to top of page 190) 
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or building construction behind the grilles. This 
change of the horizontal louvers has no affect on the 
free flow of air through the grille. Other than this 
new feature, Lima has not changed the basic design 
of these units. 

Manufacturer: The Lima Register. Company, 651 
N. Baxter St., Lima, Ohio. 


Sewage Inspection Card 

Ideal Sanitation Company has devised a Basement 
Location-Inspection Card for the contractor’s use in 
recording the location of elements in a septic tank 
sewage disposal system. On this card, the contractor 
indicates by distances, from two fixed points, positions 
of the septic tank and the distributing box as well as 
the location of the tile lines in the drain field. If trou- 
ble should occur or the property changes hands, the 
contractor then has a record so that unnecessary ex- 
cavations are avoided. 

Available from: Ideal Sanitation Company, 8054 
Montgomery Rd., Cincinnati. 


Portable Furnace 

A portable furnace which, in ad- 
dition to furnishing heat in winter, 
circulates cool air in summer, has 
been announced by Fageol Heat 
Machine Company. The furnace, 
known as the Dual Purpose Model 
189, delivers 189,000 Btu/hr, 49,000 
more than the capacity of previous 


models. Heat is sprayed out at the 
floor level over an area of approxi- 


mately 3,000 sq. ft. The furnace 
may also be converted to a cool air 
blower in summer. By changing 
the top blower mounting, the ma- 
chine delivers 1500 cfm of cool air. 
Manufacturer: Fageol Heat Machine Co., Detroit. 


New Sales Aids 


Kitchen Counter Easel 


Two Youngstown Kitchen 
counter easels for use by 
dealers to tell the kitchen 
story to potential customers 
have been revised to in- 
clude all the latest changes 
in the line. One has eight 
sections indexed for cabinet 
sinks, food waste disposer, 
dishwasher, base cabinets, 
wall cabinets, accessories, 

kitchen planning and kitchen installations. Rotary 
wall and rotary base cabinets are included in the cab- 
inet section. The second easel deals specifically with 
the Jet-Tower dishwasher and food waste disposer. 

Available from: Mullins Manufacturing Corpora- 
tion, Warren, Ohio. 
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Faucet Nozzle Display 
Melard Manufacturing 
Corporation has designed a 
counter display carton for 
its line of Jet-Aerator fau- 
cet nozzles. The carton 
contains 12 nozzles and has 
a built-in counter sign. 
_ Printed in three brilliant 
- colors, the carton has a 
dramatic picture of the 
nozzle on the sign with de- 
scriptions of benefits derived through the use of the 
product. 
Available from: Melard Manufacturing Corporation, 
37-25 32nd St., Long Island City 1, N.Y. 


Sink Frame Promotions 

Walter E. Selck and Co. has introduced three sales 
aids to help dealers tie-in with the firm’s national sink 
frame campaign. An attractive, two-color envelope 
stuffer entitled “Permanent Sink Top Beauty” heads 
the list. This stuffer contains drawings demonstrating 
application, pertinent technical information, examples 
and cut-away views. Colorful easel backed counter 
display cards, 64% by 16 in. are also available. They 
feature a reproduction of two ads appearing in Good 
Housekeeping Magazine. In addition, reprints of the 
sink frame ads are furnished on request. These re- 
prints are gummed at the top front edge so they can 
be attached to the store window, counter glass, etc. 

Available from: Walter E. Selck and Co., 225 W. 
Hubbard St., Chicago. 


Advertising Mats 

Advertising mats are being offered to local plumb- 
ing and heating dealers by United States Radiator 
Corporation as part of its-1952 program to promote 
sales of warm air furnaces. Page-size mats that illus- 
trate nine different models of warm air furnaces are 
designed for use as full page ads or small ads which 
easily conform to local newspapers. 

Available from: United States Radiator Corporation, 
300 Buhl Bldg., Detroit 26. 


M-H Redesigns Trademark 
a Modernization of product 
identification and advertising 
symbols has been completed 
by Minneapolis-Honeywell, 
highlighted by the adoption of 
new trademarks. To create 
greater visibility, the firm has 
¥ redesigned its product pack- 
aging by adopting a mono- 
gram and a signature. The 
monogram is boxed by a 
F cate rectangle with rounded 
northeast and southwest corners, and consists of a 
large “H” with “Honeywell” centered beneath. The 
full-name trademark spells out “Honeywell” with 
“Minneapolis” centered on top in smaller letters. A 
hand-written legend, “First in Controls”, accompanies 

this trademark. 
An employee is shown above with one of the new 
packages which features a wrap-around pattern of 
(Please turn to top of page 193) 
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A. Y. MCDONALD MFG. CO., 


FOR VERSATILITY AND DEPENDABILITY 
TURN TO MCDONALD 

Here’s the line that gives you all you want. It’s ready to 

satisfy the needs of any customer, not only in type, 

but in performance, too. Featured above is one of 

our popular items: the Series 2500* Hydro-Jet. It 

is interchangeable for either deep or shallow well 

operation in integral horsepower sizes from 14/ to 5. 

It is suitable for pumping from depths of a maximum 

of 250 feet.* 

FREE . . . our catalog P-50P. Write for it today. It’s filled 

with information on our complete line of water systems. 


*5 H.P. size. 


DUBUQUE, IOWA 


Series 2000 Hydro-Jet 
Fractional horsepower 
for deep or shallow wells. 


Series 420 Tank Mounted 
Shallow Well Pump. 


Series 526 Type D McDonald 
Automatic Sumo Hydro-Sub 
Cellar Droiner Submersible Pump. 
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ROLLING TYPE HINGE PIN.» 
means no friction, no bind- i etait 
ing, no need for oiling, no ° 
fear of corrosion. Off- 


Center Gate Mounting lets 
draft operate on a greater 
effective area. 





EXTENDED HOUSING 
places gate well outside 
the flow of fouling soot 
and gases. Warping or 
binding of gate are elim- 
inated assuring full sensi- 
tivity. 





SIDE WINGS mean great- 
er accuracy as they allow 
the area of the opening 
through the control to in- 
crease uniformly. Gate is 
shaped to fit closely to 
wings. 


1. Made of Heavy Materials 
Longer Lasting. 
2. Balanced at Factory ~ 
More Accuracy. 
3. Quickly Responsive - 
. Saves Fuel. 
4. Rocker Type Fulcrum - 
No Friction. 


5. No Warping, Cloggin 
ties No Service Calls. 





6. Free Smoke Passa 
‘No § Sooting Up. 


The Draft Control 
nationally advertised in 
BETTER HOMES & GARDENS 





CONTROL 
DIVISION 


fr eld 


D. CONKEY €C 


MENDOTA, ILt 
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Why This Trade-mark 
means Quality in the 
Heating Business 


Fifty years ago one of the Founders of Barnes and Jones 
introduced the first vapor system with modulating valves. 
Through the years, the accumulation of experience in vapor 
and vacuum systems, and the know-how of manufacturing 
equipment which will stand up through many years of 
service, has earned the slogan “Barnes and Jones Means 
Quality.” 

In addition to the known service record, Barnes and Jones 
is a progressive company. B & J developments include the 
perfection of reliable temperature controls for both vapor 
and vacuum systems; methods of automatic soldering and 
high frequency welding of the important thermostatic dia- 
phragms, and light weight float and thermostatic traps that 
can be installed close to the ceiling with fewer supports. 

And as a final proof that B & J Quality is accepted, the 
company is moving into a five story plant which already 
has many new and most modern machines in operation. 


REPLACEMENT UNITS 


One of the most appreciated prod- 
ucts of B & J is the Cage Unit which 
will replace the entire internal mech- 
anism of any other trap housing. 
You don’t even use the old valve 
seats—and the unit is factory ad- 
justed. There is nothing to do but 
grab a wrench, test your traps with 
the B & J testing set, and replace 
the bad ones with the B & J Cage 
Unit. Ask for the Bulletin—Heating 
Magic.” It will save time and money _ 


and do away with most of your Ler By - 


fe or QUALITY 


arnes & jones 


1-A 








wcoeroratio 


REPRESENTATIVES IN PRINCIPAL CITIES 


BOSTON 30, MASSACHUSETTS 





August, 1952 
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(Continued from bottom of page 190) 


the monogram. Red against white is the eye-catching 
motif. This change was prompted by the need for con- 
solidating the variety of marks and practices over the 
span of the company’s 67 years. The new trademarks 
have been designed primarily to provide colorful and 
logical product and package appearance and identi- 
fication. 

Distributed by: Minneapolis-Honeywell Regulator 
Company, 2753 Fourth Ave., S. Minneapolis 8. 


New Literature 


Boiler Selection Guide 


Fitzgibbons Boiler Company, Inc. has published a 
folder to be used by the homeowner in selecting a 
boiler. Illustrated with cartoon-like drawings, the 
folder discusses the problems of quick heat on cold 
mornings, quantity of heat under all conditions, hot 
water supply and fuel economy. It is printed in two 
colors and contains testimonials. 

Issued by: Fitzgibbons Boiler Company, Inc., 101 
Park Ave., New York City 17. 





Tank & Trap Cleaner Bulletin 


This bulletin of Chemical Research Products de- 
scribes the function and action of two biochemical 
products for activating septic tanks and cleaning 
grease traps. Diagrams show how the compounds are 
used, and a chart on the back page lists the amount 
to be used for different sizes of tanks. The bulletin is 
written with the prospective user in mind. 

Issued by: Chemical Research Products, Inc. 1321 
Alameda St., Wilmington, Calif. 


Water Heater Equipment Catalog 


Kam Water Heater Company has announced a new 
18-page catalog listing its line of heat exchangers 
and storage tanks for water heaters. Included in the 
catalog is a chart showing the capacities of all heat- 
ers in the line. Illustrations and specifications and 
data tables for assorted types of water heater equip- 
ment compose a major part of the catalog. Informa- 
tion on equipment as applied to boilers of several 
makes is given also. 

Issued by: Kam Water Heater Mfg. Co., Inc., 239- 
249 Alabama Ave., Brooklyn 7. 


Valve Catalog 


The Marsh Valve Company has published a new 
4-page catalog displaying all types of valves for both 
steam and hot water as well as union ells and coup- 
lings for full sweat-in application. The cover index 
can be used for quick reference to figures and facts 
pertinent to the interests of heating contractors and 
engineers. The catalog includes such items as: re- 
enforced, packless radiator valves (steam); re-en- 
forced, packless radiator valves (water); special 
heavy, flat disc, rising steam radiator valves; sleeve 
type control and balancing valves; convector and 
radiator gate valves; mill supply valves; and sweat- 
in fittings. 

Issued by: Marsh Valve Company, Fourth St. & 
Brigham Rd., Dunkirk, N.Y. 

(Please turn to top of page 194) 
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HOT WATER HEATING 


NEW Century Midget Powerhouse 

one of 38 gas and oil fired units. 
You can easily and profitably install Century’s new 
oil-fired boiler-burner unit in any type or size 
home. AND you can count on happy, satisfied 
customers every time! (They'll brag to their friends 
about your work.) 
Original in design, Century’s Midget Powerhouse 
gives even the smallest home service-free and high- 
ly efficient automatic oil heat at minimum fuel 
costs. Century’s exclusive Crescent inner design 
saves fuel and permits unusually fast heating. 
It’s easy to install because it’s so compact . . . easily 
moved through standard width doors or down 
basement stairways. Available in 3 sizes—from 
430 to 830 sq. ft. of radiation. Century’s oil-fired 
boiler-burner is your most profitable unit for every 
type of hot water heating! . 

CENTURY ENGINEERING CORP., 

Cedar Rapids, Iowa 


FREE sure reeey 


CENTURY ENGINEERING CORPORATION 
410 3rd Street, Cedar Rapids, lowa | 
Gentlemen—Please send your booklet BETTER LIVING 
| THROUGH BETTER HEATING, which gives full details 
on your Midget Powerhouse and all 38 items in your 
i automatic heating line. | 





Name 


Address 








City. State. 2 


++. leaders in quelity automatic heating equipment for 26 yeers. 
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**‘DUAL-DIAL’’ GAUGES 


Fumes, seepage and other “trouble-bugs” are perma- 
nently sealed in with Rochester DUAL-DIALS. No time is 
wasted on nuisance calls . . . customers are satisfied ... 
extra profits are assured! 

Permanent magnetic indication transmits the float- 
arm action through the solid gauge head. There are no 
holes to worry about. Pressure-tight, leak-proof con- 
struction gives years of trouble-free service . . . even 
under pressure. 

The easy-to-read “dual-dial” can be seen from both 
front and back... makes tank checking and filling a snap. 

Rochester DUAL-DIALS are Underwriters’ listed and 
more than 21 million are now in use. They’re easy to 
install and stocked by leading wholesalers everywhere 
for all standard basement oil burner stor- 
age tanks. Rochester Manufacturing Co., 
Inc., 19 Rockwood St., Rochester 10, N. Y. 








MANUFACTURING atthe INC. 
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(Continued from bottom of page 193) 
Vapor Heating System Bulletin 


A profusely illustrated bulletin of Barnes & Jones 
Inc. discusses the control of steam flow in vapor heat- 
ing systems. A diagram on the front cover shows the 
placement and set-up of a control system and the in- 
side pages illustrate the individual parts of the system. 
Photographs of locations where installation of the 
system has been made appear on the back cover. 

Issued by: Barnes & Jones, Inc., 128 Brookside Ave., 
Boston 30. 


Plumbing Fixture Booklet 


How different types of plumbing fixtures affect the 
over-all cost of a building and the day-to-day cost of 
maintenance of sanitary facilities is told in a new 
booklet published by J. A. Zurn Mfg. Co. The booklet, 
entitled “You Can Build It And Maintain It For Less 
A New Way,” points out that major savings in mate- 
rial and time-cost can often be obtained when deci- 
sions on sanitary facilities precede final approval of 
the structural design for a building. The ideas pre- 
sented in this 32 page booklet are the result of ex- 
periences of engineers, architects, general contrac- 
tors and plumbing and heating contractors. Illustra- 
tions and drawings showing details of construction 
make up a greater part of the booklet. 

Issued by: J. A. Zurn Mfg. Co., Plumbing Division, 
1801 Pittsburgh Ave., Erie, Pa. 


Heating Control Folder 


Electronics in heating control is the topic of a new 
folder published by Au-Temp-Co Corp. A principal 
feature of the folder is an illustration of the control 
with all parts clearly labeled. Elements of the control 
are discussed and explained in detail. The folder also 
deals with motorized valves for controlling the flow 
of steam and liquids and differential weather controls 
for steam and water heating. 

Issued by: Au-Temp-Co Corporation, 520 Broad- 
way, New York City. 


Fastening Tool Booklet 


Tools for fastening operations are described and 
illustrated in a new booklet of Ramset Fasteners, Inc. 
The front cover illustrates and describes two kinds of 
fastening tool kits, while inside pages are devoted to 
diagrams showing the sizes and types of drive pins, 
external threaded studs, utility head threaded studs, 
internal threaded studs and accessories for use with 
the fastening system. The back cover shows and 
lists fixtures for various kinds of fastening operations. 

Issued by: Ramset Fasteners Inc., 12117 Berea Rd., 
Cleveland 11. 


Water Heating Specialty Bulletin 


Water heating specialties are the subject of a new 
bulletin of The Trane Company. One section of the 
bulletin, specified as J-355, contains illustrations and 
descriptions of a circulator, flow valves, flow fittings, 
an air-reducer, relief and regulating valves and ac- 
cessories. Suggestions and layouts for designing a one- 
pipe hot water system are given along with capacity 
tables and piping details and roughing-in dimensions. 

Issued by: The Trane Company, 2006 Cameron Ave., 
La Crosse, Wis. 

(Please turn to top of page 197) 
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Mi hawld 2% 


— From Small Homes To Commercial 


and Light Industrial — In 9 Sizes 
Zuality - Efficcency - Price Appeal 





The MT. HAWLEY “Budgeteer”’ 


Package unit for closets 
or alcoves. Meets FHA 
and underwritersrequire- 
ments for closet installa- 
tions of 1” clearances and 
90° room temperature rise. So 
compact fits in a closet 22”x44” 
— with room for burner removal 
or servicing. Finished like hand- 
some furniture. 





e Quiet, smooth operation 

e Good CO? with 80%, or higher 
efficiency 

e Ideal for any form of hot water 


heat — Radiant Panels, Base- 
board or Convectors 


e Saves expensive installation 
labor 


e Comes completely jacketed, 
ready to set in place 





— OIL OR GAS INITIALLY — 
EASILY CONVERTED FROM OIL TO GAS 





The Mt. Hawley Series “A” — 
A Universal Line In 8 Sizes 
To Match Most Capacities 


¢ From 400 to 3000 sq. ft.—steam 
¢ From 640 to 4800 sq. ft. — water 
e Radiant heating in all forms 

¢ Internal hot water coils 


e Openings provided for water or 
steam (only trim varies) 

e Jacketed and assembled, ready to 
run pipe (saves hours on installa- 
tion) 

e MT. HAWLEY burners laboratory 
fitted to each unit 


e Finished like fine furniture e 
e Built to ASME and SBI specifica- 
tions 


e Built complete in MT. HAWLEY 
shops (not an assembled proposi- 
tion) 

And with the famous SLANTING TUBE heat exchanger principle. 


Write for 1952 Portfolio of complete MT. HAWLEY line. 








lo 





MT. HAWLEY AIRPORT DEPT. 2-B PEORIA 4, ILL. 
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Why Good Pipe Fitters Choose 


RiIFa(D TOOLS 
make good workers 
better 





No. 4P, 24” to 4” pipe 


Extra easy to carry and put on pipe 


* Balanced loop handles—easy to swing 4P where you 
want it. 


* Mistake-proof workholder sets to size before put on 
pipe—only one set screw. 


* Practically no upkeep—drive pinion in oilless bronze 
bearing; safe enclosed gear. 


* 4 sets of 5 high-speed steel dies for 24", 3”, 34”, 
4” pipe. Ratchet handle; Rif@a1D Universal Drive 
Shaft available. Also special 4P for conduit. 


* Buy efficient 4P at your Supply House. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
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GUARANTEED action... 





ITS 
ENZYMES 
ARE 
NATURE'S 
OWN 
CATALYST 


MASTER 
PLUMBERS 
SWEAR 
BY IT! 


FASTER 
ACTING 


¢ 
SAFE . 
TO USE | THE ENZYME 


NON 


"ACTIVATOR 


NON 
POISONOUS 





efficient operation. 


WRITE FOR FULL PARTICULARS TODAY 


Cuemicat ResearcH Prooucts, INc. 


WILMINGTON, CALIF. 


1321 ALAMEDA ST. 
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“% \gaptic tank 


SEA-CAL eliminates odors in drain fields. 
unfailing action makes it a must in starting new 
e septic tanks. A normal new installation, 
SEA-CAL, takes 30 to 40 days to start bacteria 
while SEA-CAL takes only one day to 
work. Quickly regenerates waste-clogged, unsanitary 
ACTION septic tanks of any size, restoring them to normal 





~CSaB 


HI-WAY 
CONTINUOUS WASTES 


Direct connection to 


sink strainers means 


quick hookup 
more cabinet space 


prompt delivery 


CS&BCco 


THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITA 
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C AY O stm avast From 


LIMITED STOCK AT 1946 PRICES . . . HURRY! 






Write 
for 
Catalog 








New Lifetime Floating bearings. Rigid steel Con- 
struction. Over 17 years practical experience back 
of each CAYO Precision Built sewer Machine. New 
Type Non-Welded connections and splices. One 
minute assembly and breakdown. 


Complete equipment consists of machine with 110 feet of 
cable. One safety foot switch. One 20 foot length of electric 
cord. 3 cutting blades 2, 4 and 6 inch with steel chuck. 


—— Hi-Torque price per UNIT COMPLETE 
il Tempered Ca- 
ble Available for $343.20 F. 0. B. 


Immediate Deliv- ween te 
See your jobber or order direct 








ery. 
CAY ELECTRIC SEWER MACHINE 
oe BENTON HARBOR, MICH. = 








what you WANT in 


gouen | 





Complete Line « Top Performance « Profits 






i It's MODERN today—for softeners 
ey that SELL! Because MODERN gives 
bs | you ... a complete line, finest 


quality materials and construction, 
exclusive features, dependable 
performance, profitable prices. 
Check MODERN—and see! 





¢ Triple-duty minerals—to soften, 
remove iron, filter out sediment. 





¢ Complete line—eutomatic elec- galvanized inside and out. 
tric, single control, brine tank, «© Attractive, clean-lined designs — 
and dry salt models. handsomely finished in white 
Domestic si from 30,000 te 4 

. 100,000 oie eile. Com- ° Liberal 10-year written warranty. 
mercial sizes to 1,000,000 grains. ° Every unit priced for profits. 


Also a plete line of 


Write for MODERN WATER EQUIPMENT CO. 
Details and Prices Dept. DE, West Chicago, Illinois 


WATER SOFTENERS + FILTERS + WATER HEATERS 


tic electric water heaters 
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Metal Trim Catalog 


Metal trims for use with all types of floor, wall and 
counter edge coverings are described and dramatically 
illustrated in a colorful, well organized catalog pub- 
lished by The B & T Metals Company. Among the 
kinds of metal trim covered by the catalog are: cabi- 
net tops, corners and coves, end stops, base trims, 
edgings and binders. Eight basic groups of mouldings 
and how they are used are treated in detail. Sche- 
matic drawings with specifications are also included, 
as well as suggestions for installation procedures. 

Issued by: The B & T Metals Company, Columbus. 


Pump Catalog 


The Deming Company has compiled a new catalog 
containing details of pump construction, views of com- 
plete pumps and water systems, selection tables, 
tables of water requirements for domestic service and 
public buildings, pipe friction tables, wiring diagrams 
and other useful information. Among the 88 pages 
are sections devoted to specific pump models for all 
purposes. 

Issued by: The Deming Company, 543 Broadway, 
Salem, Ohio. 


Water Heater Coil Catalog 


Several hundred water heater repair coils are illus- 
trated and described in a new supplement catalog, 
published by Dormont Manufacturing Company. Re- 
pair coils for gas, oil or kerosene water heaters made 
in the last 25 to 30 years are listed in the supplement. 
Simple single tube to complicated double, triple, 
quadruple, multicoil and instantaneous heater types 
are illustrated, accompanied by lists of manufacturers’ 
models to which they apply. An assortment of range 
burner coils and gas conversion coils is also included. 

Issued by: Dormont Manufacturing Company, 1314 
High St., Pittsburgh 12. 


Draft Regulation Bulletin 


This 4-page bulletin discusses draft stabilization 
in boilers and furnaces by analysis and illustration 
of the heating process in units. Easy to read and un- 
derstand, the bulletin describes fundamental prin- 
ciples of heat loss and radiation in heating plants. 

Issued by: National Fuel Conservation Co. Inc., 257 
Battle Ave., White Plains, N. Y. 


Industrial Lavatory Catalog 


A new catalog illustrating and describing group- 
washing fixtures for factories, schools and institutions 
has been published by Bradley Washfountain Co. 
Data on water consumption, floor space, installation 
and maintenance costs is contained in the catalog. 

Issued by: Bradley Washfountain Co., 2211 W. 
Michigan St., Milwaukee 1. 


Oil Fired Equipment Bulletin 


An 8 page booklet on a complete line of oil-fired 
equipment has been published by Electrol Burner 
Manufacturing Company. It includes complete speci- 
fications and dimensions of the various types of oil 
burner models along with water heaters, warm air 
conditioners and boilers. 

Issued by: Electrol Burner Manufacturing Com- 
pany, Inc., 22 Union Ave., Rutherford, N.J. 
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AGHMIDES U. $. 
PATS . 2,210,046 
2,316,032 


€ 
. 
& 


¥ it’s amazing what this new patented aerator 
does to water. Faucets with Spring-Flo make 
water taste better, wash and rinse faster, save soap— 
and the bubbles prevent splash. 


It’s amazing, too, how much éasier they are to sell 
—and how sales of faucets with Spring-Flo Aerators 
lead to sales of other plumbing goods. Spring-Flo 
Aerators are supplied with the lavatory and sink fau- 
cets of all leading faucet manufacturers, 


Powerful national advertisements in leading maga- 
zines like “American Home” and “Better Homes and 
Gardens” push the sale of faucets with the Spring- 
Flo, Make sure that your customers know that you 
handle faucets with the Spring-Flo. 

é 


ee 
o AER ATOR 








SPRING-FL 


\ 
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‘te J Wass 
The ¥ patest thing ¥ 


Cnase Brass & Copper Co, 
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These Catalog Services 
Are Yours At Any Time 


Manufacturers of domestic engineering 
roducts and their advertising agencies 

we fall access to these Domestic 
woes Catalog Directory services 


LAYOUT AND COPY 
SERVICE 


To help you make your catalog the 
complete answer to buyers’ questions, 
DECD maintains a staff of expert copy- 
writers and layout artists. These men 
are catalog specialists and will work 

t 


on correct information and/or attrac- 
tive design. 


PRINTING AND BINDING 
SERVICE 


You can drop your printing and binding 
roblems in our lap and forget them. 
ou pay no premium for the best in 

ng, illustration, engraving, 
printing and binding when “you use 

DECD’s vast resources in the.graphic 

arts. Whether your catalog is one page 

or a hundred, you'll get finest job. 


DISTRIBUTION SERVICE 


Here are really big savings for you! 
Your catalog in DECD means no waste 
in distribution, no guesswork about 
‘whether your catalog will be in the 
hands of buyers at every buying mo- 
ment. The bulk purchasers of your 
products among wholesalers, consult- 
ing and specifying engineers, archi- 
tects, contractors and dealers, as well 
as government agencies, will be seeing 
your catalog day-in, day-out. 


REPRINT SERVICE 


Here are more big savings for you. 
DECD year round reprint service means 


: 


ways having your catalog up to 1 

The Mid-Year Supplement to DECD 

gives you similar control over changes 

or additions to your line so that buyers 

are up to the minute at all times on 
products. 


When your catalog appears in DECD 
you may use any or all of these services 
at any time. There are also mailing 
services which will take your selling 
messages to large or limited audiences. 


Write for more information about 
DECD services today. 
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DAO TOE: TT. 


THEYRE REACHING FOR YOUR 


WE ASKED JOBBERS AND WHOLESALERS, ARCHITECTS AND ENGI. 
NEERS, CONTRACTORS AND DEALERS, GOVERNMENT AGENCIES 
AND INDUSTRIAL PLANTS... 


“How many of your employees use Domestic Engineering 
Catalog Directory?" 


The answers showed that the buyers and specifiers of your products in each 
organization receiving DECD use it for a total of more than 200,000 references 
a month in the key buying and specifying oflices of the industry. 

That’s 200,000 times a month that buying and specifying hands reach for your 
product facts—reach, actually, for your products—buying them, specifying 
them, installing them, in new construction and remodelling of residential, com- 


mercial, institutional, and industrial buildings. 





AVERAGE NUMBER OF BUYERS, SPECIFIERS AND EMPLOYEES IN EACH 
ESTABLISHMENT WHO USE DOMESTIC ENGINEERING CATALOG DIRECTORY 











5 10 15 
JOBBERS-WHOLESALERS 


LLL. een ot tte 


ENGINEERS-ARCHITECTURAL ENGINEERS 


See Pere EE 


CONTRACTORS-DEALERS 


wwe 4.48 Users 


GOVERNMENT AGENCIES 
14.70 


wuueuUuuuUuuua = 
¢ Specification 
Personnel 


INDUSTRIAL PLANTS 


5 10 15 








conditioning, refrigeration, insulation, or epplience—and if you wont that kind 
of attention to your catalog, put it into Domestic Engineering Catelog Directory, 
oo place of domestic engineering manufacturers 

























200,000 times each month ; 
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Want to know 
domestic 


Of the 508 manufacturers’ catalogs ap- 
pearing in the 1952 edition of Domestic 
Engineering Catalog Directory, 21 have 
been in it since it first appeared 30 years 
ago, 

The average length of time in DECD for 
all 508 manufacturers is 13.02 years— 
evidence that DECD is doing a job for 
those manufacturers by getting the unfail- 
ing attention of the key buyers and speci- 
fiers. 

It is no coincidence that the manufacturers 
who have been in DECD for the longest 
periods of time are the best known firms 
in the business—the ones who enjoy a big 
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engineering field? 








MARKING 30 YEARS OF CATALOG SERVICE 
TO THE FIELD OF DOMESTIC ENGINEERING 
BY SOS LEADING MANUFACTURERS + + 











share of the confidence of domestic engi- 
neering buyers and specifiers. 









To mark 30 years of service by these manu- 
facturers to the field, DECD has issued a 
brochure you ought to see containing the 
names of the manufacturers in the 1952 
edition of DECD and the number of years 
their catalogs have appeared in its pages. 
Get a copy and check it—it’s the real who’s 
who of the industry. 

When your catalog appears in DECD, 
you'll be joining the leaders, large and 
small, who have discovered that the day-in- 
day-out route to big buying and specifying 
consideration for plumbing, heating, air 
conditioning, refrigeration, insulation, and 
appliances is through the pages of Domes- 
tic Engineering Catalog Directory. 
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Major Electrical Contractor 


Cheers KLIXON Protectors as 
“Outstandingly Effective!” 


NORFOLK, VA.: Archie L. Crockford, Service Manager 
of Caddell Electric Company, is unstinting in his a 
praisal of KLIXON Protectors. What’s more, Mr. Croc 
ford’s authoritative experience is such that there’s plenty 
of weight behind his words: 


“As one of the largest fractional horsepower motor re- 
pair shops in the Norfolk area, we have found that 
KLIXON Protectors do an outstanding job. We are 
authorized service agents for nine nationally-known 
makes of electric motors, and repair approximately 
10,000 motors per year from pumps, oil burners, 
washers, refrigerators and similar applications. In 
our opinion, KLIXON Protectors effectively prevent 
motor burnouts.” 


Klixon Protectors Maintain 
Customer Confidence by 
Preventing Motor Burnouts 


The KLIXON Protectors illustrated are 
built into the motor by the motor manu- 
facturer. They keep motors in 
such equipment as refrigerators, 
oil burners, washing machines, 
etc., working by preventing the 
motors from burning out. Re- 
duce motor service calls and re- 
pairs ... and give a boost to 
customer goodwill ... by request- 
ing equipment with KLIXON- 
Protected motors. 


SPENCER THERMOSTAT 


Division of Metals & Controls Corp. 
1808 FOREST STREET, ATTLEBORO, MASS. 








Automatic 
Reset 














Renegotiation of Contracts 
(Continued from bottom of page 95) 

Federal income tax purposes are required by the 
statute to be allowed as costs in renegotiation. If 
the Government and the contractor fail to agree 
upon the amount of excessive profits, if any, to be 
refunded by the contractor, an order may be 
issued, reviewable in the Tax Court. That is a 
skeleton outline of the renegotiation process. 

The Act states that, in determining excessive 
profits, favorable recognition must be given to the 
efficiency of the contractor or subcontractor with 
particular regard to attainment of quantity and 
quality production, reduction of costs, and econ- 
omy in the use of materials, facilities, and man- 
power. And, in addition, there shall be taken into 
consideration the following factors: 

(1) Reasonableness of costs and profits; 

(2) Capital employed; 

(3) Extent of risk assumed; 

(4) Nature and extent of contribution to the 
Defense effort: 

(5) Character of business; 

(6) Such other factors, the consideration of 
which the public interest and fair and equitable 
dealing may require. 

The new 1951 law is more like the 1943 act than 
like the 1948 act. The $100,000 limitation of the 
1948 act has been raised. The 1951 act applies to 
all contracts with certain named departments, and 
related subcontracts, to the extent of all amounts 
received or accured by the contractor or subcon- 
tractor on or after the date applicable to the 
particular department. 

The minimum amount for renegotiation, which 
was $500,000 under the 1943 Act and $100,000 
under the 1948 Act, is $250,000 under the present 
Act. Like the 1943 Act, but unlike the 1948 Act, 
the present Act contains a so-called “common 
control provision,” under which the liability of a 
contractor to renegotiation is determined by ag- 
gregating his receipts or accruals for the year with 
those of all other companies which he controls, or 
by which he is controlled, or with which he is 
under common control. 

Under the 1948 Act a prior loss on renegotiable 
business was taken into consideration in deter- 
mining the existence and amount of excessive 
profits. The 1951 Act makes a major change in the 
treatment of prior losses. It provides that a loss 
on renegotiable business in the preceding fiscal 
year, if not resulting from gross inefficiency of 
the contractor, will be allowed mathematically as 
a cost in the renegotiation of the next succeeding 
year. However, renegotiable losses sustained in a 
year ending prior to January 1, 1951 may not be 
carried forward under this provision. 

The mandatory exemptions of the earlier laws 

(Please turn to top of page 203) 
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you time and money saving advantages wherever you 
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tion of Established 1887 Write today. 
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CREENLESS SEWAGE EJECTOR 










for Residential installations 






Pumps All Household.Waste 


FROM DISPOSALS © FROM LAUNDRY TRAYS @ Ali HOUSEHOLD: SEWAGE 


ONE HORSEPOWER 
7 UNIT HANDLES UP TO 


@To Operate Underwater ; 20 RESIDENCES 


¢ For Below Floor Level Installation 4 
vee cee svnsiiitectt saeee Complete Package 


een ah ee 
Send for BULLETIN SE850 ‘gums > 
weil PUMP Co. Drainer with 114” Discharge 


1530 FREMONT ST. — CHICAGO ASK FOR BULLETIN SS 800 
The Submersible Sewage Ejectors and Submersible Cellar Drainers are carried in jobbers’ stocks 





Dimensions 
Dia: 17” 
Hgt: 25” 


NS lie Now Seliiersible Cellar 











Precision Made Fittings 





For a 


PERFECT 
FITTING 


Every Time 
INSIST ON 


SWEAT 
FLARED (ay 
AND 
COMPRESSION @> 
FITTINGS 


SEND FOR 
CATALOG 


SOLD ONLY 
THROUGH JOBBERS 


The pure copper tank has’ been man- 
factured by a special and exclusive 
f and __ individually 
















ALLCRAFT 


MANUFACTURING COMPANY, INC. 


27 Hayward St., Cambridge, Mass. 


EAGLE COPPER PRODUCTS CO., INC. 








At 
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(Contnued from bottom of page 200) 


have been reenacted in the 1951 Act, and certain 
additional mandatory exemptions appear for the 
first time. Of these, the most important are (1) 
the exemption of all contracts and subcontracts 
which the Board determines do not have a direct 
and immediate connection with the national de- 
fense; and (2) a partial exemption of subcontracts 
for new durable productive equipment. 

There has been, too, a significant change in the 
body in which Congress has lodged the renegotia- 
tion authority under the 1951 Act. The Renegotia- 
tion Board was created by the 1951 Act as an 
independent agency in the executive branch of 
the Government. 

This means that it is as independent of the 
military departments and other established de- 
partments as the SEC, the FCC, the NLRB and 
other agencies originating during the past few 
years. 

The independence of the Board means to the 
plumbing and heating contractor that his claims 
and needs are considered from a point of view 
different from, say that of the Internal Revenue 
Department. For example, the latter Department, 
while it will assist the contractor in defining for 
him the regulations governing the filing of returns, 
will never suggest other deductions that he can 
use in reducing his tax. In this respect, the Rene- 
gotiation Board is different; it will make such 
suggestions to the contractor, trying, in view of 
its guiding principles, to come to an equitable 
agreement with regard to a reasonable profit for 
honest endeavor. Thus, if the contractor has not 
included any item which could justifiably be listed 
with his total costs, the Board will, upon examina- 
tion of the case, recommend such an inclusion. To 
reiterate, it is not the purpose of the Board to 
extract money from the contractor for excess 
profits, if any; instead, it is the purpose of this 
body to ascertain that all parties concerned, the 
contractor, the Government, and the taxpaying 
public, be given equal consideration, and that 
justice be served in connection with profits and 
the quality of the construction. 

When considering excessive profits, it is the 
duty of the Board to keep in mind the trends 
within an industry as a whole—and, of course, 
the other pertinent factors previously listed. This 
is to say that profits in one field, or for one type 
of contracting operation, may be thought of as 
justifiably higher than that of another type. For 
example, a small contractor, operating on his own 
money, and completing only a few contracts a year 
—other things being equal—will be permitted a 
higher rate of profit than a large contractor, 
operating on Government money at little risk, and 
completing many large contracts during one fiscal 


(Please turn to top of page 204) 
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Save time with a 


WARNOCK 


STRAP WRENCH 


avoid scratching 
polished pipe 


Flexible woven strap 
provides soft contact but 
strong grip... curved nose 
prevents denting... handle 
unbreakable. 

There are two models in 
many sizes, See these time 
and money savers at your 
wholesalers today. Ask 
him also about the handy 
Warnock Strap Vise. w, 


LOWELL WRENCH Co. 


WORCESTER 8, MASS. 














Let... 


JAMECO 


BS Go to Bat for YOU — 


with its winning lineup of 


Tubular & Cast Brass, Nipple, Specialty 





&f ®) PLUMBING PRODUCTS 
Write for our big 176 page catalog today 
and learn why it always pays to specify 
JAMECO for every contract. It's FREE. 
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(Continued from bottom of page 203) 
period. Both the volume of business done for the 


For Fast B VIL DING Schedules period and the risk involved become, then, the 


salient factors in the consideration. 
D F P FE N D 0 N In order to achieve the purpose of the Act, the 
| Regulations thereunder require that the contrac- 
p LU nA 33 ING & tor submit certain information. The initial filing 
under the 1951 Act is known as RB Form 1, 
D RA | NAG E “Standard Form of Contractor’s Report.” 

This form is normally filed on the first day of 
the fourth month following the close of the con- 
tractor’s fiscal year. However, to allow more time 
for getting out the Regulations, and since enough 
cases remained under the 1948 Act to keep the 
Regional Boards busy, this date was set forward 
to May 1, 1952 for the filing applicable to 1951. 

This form concerns itself principally with a 
segregation of contracts as between renegotiable 
and non-renegotiable business. Where the con- 
tractor’s renegotiable contracts are below the 
statutory minimum ($256,000), the filing of this 
form will, practically in all cases, complete his 
compliance with the statute. 

- And when the renegotiable contracts are above 
a , the statutory minimum, he is required to file ad- 
ditional information within 60 days from the date 
of filing said form. Another form, designated as 
RB Form 1B, and which is a segregation of rene- 


gotiable business down through the expenses, 
(Please turn to top of page 207) 


| Many People Cast Their V te 


FOR THE 





With increased production facilities and complete 
pattern equipment readily available, we're in num- 
ber one position to deliver the goods . . . which is 
mighty important these days. Next time you're in a 
spot, give us a try ... or just give us a try anyway 
- +. and you'll find why Boosey quality and service 
is valued so highly by others. 


ae BAS = =. Se SAA 




























— 2 VOCT 
— .2emy * Ale, SHOWER 
S oe. 


Public! 


Everybody ‘‘stands up’’ for their 
“OCT” Shower Cabinet. Thinks it the 


SEDIMENT DRAINS No. 186-D _ GREASE INTERCEPTORS | 





| j best way of reviving a tired, work-a-day 
body . . . a delightfully refreshing lift from the ordinary bath . . . for the 
| quickie that’s going places. 
Send for latest Boosey | Vogt STEEL Shower Cabinets are constructed of zinc coated and mill bonder 


Catalog and get | ized steel with baked enamel finish for ucmost corrosion resistance. 
going with an outtit } Vogt ALUMINUM Shower Cabinets of sturdy alloy aluminum with natural ot 
alld an the ob | baked enamel finish. me 

= = | VARIETY of aluminum, vitreous or pressed stone rigid receptors. 

| All Vogt Shower Cabinets are complete with fixtures, plastic curtains, and inter- 
| changeable sides for easy installation. Glass doors optional. Contact your sup- 
| plier or WRITE us direct for complete data. 


*VOGT pronounced ‘‘VOTE”’ 


VOGT BROTHERS MFG. CO. incorrorateo 


1404 W. MAIN STREET LOUISVILLE 3, KENTUCKY 





NORMAN BOOSEY MFG. CO. 


Division American Skein & Foundry Company 


420 NORTH LA SALLE ST CHICAGO 10, ILLINOIS 
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ARMSTRONG BROS. 


Better PIPE TOOLS 


SEN 








“Reversible”, “Standard” and 
“Ideal” types, in all sizes. Jaws 
are drop forged from special steel, 
are carefully milled, heat treated, har- 
dened and tested. The Handles are forged spring 
steel. The Chains are proof-tested to 2/3 catalog 
strength (1,200 Ib. to 40,000 Ib.). “Reversible” Jaws 
give double jaw life. “Standard” jaws have extra 
bearing on the handle and forged-in 
LOC chain guides. The “Ideal” Tongs have 
Write tor» V shaped teeth for a sure grip on irregu- 
Cateleg | lar shapes—fittings, etc. 


ARMSTRONG BROS. TOOL CO. 


Si “The Tool Holder People” 
5223 W. A 


RMSTRONG AVENUE + CHICAGO 30, ILL. 
aad 



















LINCOLN 


ope 


LINCOLN MACHINE PARTS CORP. 
732 €. 144th ST., NEW YORK 54, N.Y. 
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| You'll Find MORE PROFIT POWER 


™ T™* DEWEY-SHEPARD 
Hot Water Heater 








UNITS 
as the DEWEY-SHEPARD Boiler! 


FOR APARTMENTS e@ MOTELS 
COMMERCIAL BUILDINGS 


Double your boiler income with the DEWEY- 
SHEPARD Convertible Hot Water Heuter! 
For full-time, top capacity hot water serv- 
ice for apartments, motels and commercial 
buildings, there is no heater quite like the 
DEWEY-SHEPARD for heating response. 
This unit is identical with the DEWEY- 
SHEPARD Boiler for convector, baseboard or 
perimeter heating. Built on the patented 
“Tube Within a Tube” principle, the 
DEWEY-SHEPARD Vertical Boiler will give 
your customers more combustion volume 
and greater heating surface than any other 
vertical fire tube boiler. Consumes less 
fuel. Requires less repairs. Collects no lime 
or scale. 80% of fire box heat is absorbed 
by water .. . and that is high. 


ASK YOUR DEALER or WRITE US 
FOR FURTHER DETAILS TODAY! 


ite Vertical "2" 






Heater capacities 100 to 1300 
G.P.H. 


Boiler capacities 90,000 to 
000 B.T.U. 


1, ’ 


DEWEY - SHEPARD 


Boiler Company, Inc. 


1311 N. CAPITOL AVE., INDIANAPOLIS 2, IND. 


ARGESCT 
SWEAT-IN 


Flouble SUPPLIES 
CUT-COST 


SWEAT DIRECTLY TO 
COPPER TUBE ROUGH-IN 


NO NIPPLES OR FITTINGS 
NEEDED 


Arbest sweat-in flexible supplies are designed to 
slip over and sweat directly on 3/e” or V2" cop- 
Below: per tube rough, eliminating the need for adapter 
Cutaway of fittings. 
nut shows 
disc inserted 
for test. 


























Test Disc furnished for water pressure test. All Arbest 
sweat-in supplies are furnished with solid fibre test 
disc, which when tightened down on com- 
pression fitting in place of compression gland, 
permits water pressure test. 







ALSO AVAILABLE AS VALVE SWEAT-IN Packed 
complete with deep flanges % or Ye 0.D. riser 
tubes available lengths 6 to 36”. 


G -H Manufacturing Company 





4047-49 Amber St., Phila. 34, Pa. 
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INSTALL A GENERAL FUEL OIL FILTER ON 





EVERY HEATING SYSTEM YOU SERVICE 


Focus: GENERALS assure clean, safe 


fuel oils for your customers— 
stop costly ‘‘call-backs’’ for you 





DELUXE MODEL 
-300 


FOR BIG, 
piety JO6s 


















MASTER MODEL 
2A-700 
FOR MEDIUM 
NEEDS 







STANDARD MODEL 1 
1A-25 


FOR SMALL 








Positive absorption with GF’s double filter element. Finest felt 
cartridge removes the finest dirt particles. Inner wire mesh 
strainer prevents collapse, backs up cartridge. 


Two-minute felt cartridge replacements mean easy service 
revenue for you for years to come, 

Your customers will WANT GENERAL FILTERS and the clog- 
free protection they offer the year ‘round by trapping im- 
purities before they reach burner nozzles. 

There’s a GENERAL FILTER model to fit every need. . . small 


or large . . . home, business, trailer, etc. All that’s needed is 
a wrench and a few minutes’ work, 






HOMES, SPACE Z 
HEATERS, ETC. comemmler. ... a's inch layer of soot raises 


heating costs up to 25%! CLEAN RIGHT SOOT RE- 


no residue 


MOVER cleans any system quickly, safely — leaves 7 


a _ 
‘“wcororarn «©6CCOMGG ENERAL ‘On FILTERS iene ‘as, micnigen 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS LTD, 2679 DANFORTH AVE, TORONTO 13, ONTARIO 

















BOILERS 


@ Large Combustion Space 
Chamber 


water—top, sides and back. 


tube. 


Water Coil. 
@ Low Fuel Consumption. 





VERTICAL 
BOILERS 


@ Designed for Comfort. 

@ Low Fuel Consumption. 

@ Clean & Quiet. 

@ Compact Space Saver. 

@ 60 Ib. Hydrostatic Pressure Tested. 

e som Swing-Type Fire-Inspection 
joor. 


@ Abundance of Hot Water. 
@ Attractively Jacketed. Flush or Ex- 
tended. ASME Stamp Available. 


WRITE NEW YORKER STEEL BOILER 
FOR FULL INFORMATION 


NEW YORKER Steel Boiler Co., Inc. 


HORIZONTAL 


@ Pre-cast Refractory Combustion 
@ Heat Passageways surrounded by 


@ Extra Heavy Gauge Steel Fire Tubes. 
@ Spiral Turbulator Baffle in each 


@ Large Size Tankless Copper Hot 


@ 60 Ib. Hydrostatic Pressure Tested. | 













MADE OF 


BRASS 10 






















= rh 4 
ALLEABL 
naLeAsLe || IRON SEAT 
Se N aimwes 
Recommended for iL rue ihrea 
| 150 Ib. Working STRENGTH Alignment 







| Pressure 





Precision Machined 






NEW ENGLAND 
UNIONS 
also/ 
AVAILABLE 
IN BRONZE 
ALSO “TEB” CAST 


COPPER FITTINGS 

REPRESENTATIVES 

IN ALL PRINCIPAL 
CITIES 












HIGH CROWN 
FOR PERFECT 
SEATING 












7 












Serving the Recognized 
Wholesaler for Over 20 Years 


NEW ENGLAND 
UNIONS... 


Strong Malleable Iron 
GROUND JOINT 









Harry JAYE & Co., INC. 


154 NASSAU ST. NEW YORK CITY 38, N. Y. 





COLMAR, PENN. 
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develops the renegotiable profit applicable to 
renegotiable sales. 


Upon receipt of the two aforementioned forms 
in the Assignments and Statistics Office, a review 
is made in cooperation with the Accounting and 
Review offices to determine whether or not the 
contractor’s filing should be assigned to a regional 
board for renegotiation. A filing clearly showing 
no excessive profits will save the work which will 
be required of the contractor in having a filing 
fully processed by the Regional Board. 


It is worthwhile from his point of view that his 
explanation regarding segregation of contracts 
and allocation of costs be most complete. The 
necessity of this becomes readily apparent when 
it is considered for a moment that the Board is 
attempting to fulfill the obligations placed upon it 
by the Act, but is yet trying to keep the volume 
of work imposed upon industry to a minimum. 


The Renegotiation Board Regulations, Part 
1456, describe in detail methods of segregating 
renegotiable and non-renegotiable business. Per- 
haps the most practical method of identifying 
contracts subject to renegotiation is to designate 
such contracts at the time the contract is actually 
awarded. 


It is true that the segregation problem relating 
to subcontractors is much more difficult than in 
the case of prime contractors. However, the Board 
has taken a practical viewpoint and is willing to 
listen to any contractor who has a solution to his 
problem which might be different from that nor- 
mally followed. In any event, the Regulations 
state that the contractor has the primary respon- 
sibility for segregating business subject to rene- 
gotiation and, because the Board feels that the 
man who does the business knows the most about 
it, it is their opinion that he should be able to 
give them a satisfactory method of segregating his 
business. 

Insofar as the allocation of costs and expenses 
to renegotiable and non-renegotiable business is 
concerned, the Board endeavors to follow the cost 
system normally used by the contractor if the 
results appear to be equitable. However, some 
firms do not have adequate costs systems and, 
therefore, it is necessary to resort to other meth- 
ods. Thus, once again, the importance of detailed 
records is underscored. 

But it is not necessary for the contractor to set 
up a special cost system for renegotiable business, 
for the Board feels that, even in the case of con- 
tractors with no cost system, by “across the table 
discussions” both parties can develop costs which 
will be acceptable to all concerned. It is not the 
intent of the Board to put the contractor to ad- 
ditiona) expense or bother. 
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KEENEY 
DUOVENT 











Everything 


Ait Valve... 
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TWIST—IT'S AUTOMATIC 


Clockwise turn reseats cartridge 
pin, putting Duovent on automatic 
operation. Air now escapes through 
top of valve. 








PY 


TWIST—IT'S MANUAL 


Slight counterclockwise turn 
of cartridge puts Duovent on 
manual operation. Air es- 
capes through manual vent. 







NN 
Z 


FIBROUS DISCS 
let air through but 
stop woter when 
valve Is on avto- 
matic operation. 
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SSS. aD SS 
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Plus a New low Price 


—— 


Yes, the new Keeney Duovent is everything you've 
wanted in an air valve— it’s efficient, simple to operate 


and good looking. Two valves in one — 
you simply turn the cartridge with your 
fingertips to shift back and forth from 
manual to automatic venting. On auto- 
matic operation, the Duovent provides fast 
cycling, and positive water shut-off. In ad- 
dition it’s low-priced — other automatic 
valves cost up to 50% more. 





ACTUAL SIZE 


SEE YOUR DISTRIBUTOR NOW .. . OR WRITE US 


THE KEENEY MANUFACTURING COMPANY 





ATL) 





NEWINGTON, CONNECTICUT 
















Traps * Continuous Wastes * Wastes and Overflows 

Supply Pipes * Tank Accessories * Flanges ° Fitting 
and Elbows * Rings, Chain Stays, Bead Chain * Curtai 
Rods * Shower Accessories * Flush Pipes, Offsets, Boile 
Tubes * Strainers * Tailpieces and Tubes * Tubing 
Trap Covers, Towel Bars * Fittings * Floor and Ceilin 
Plates * Hot Water Air Valves 
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TIME 
and EFFORT 
on EVERY JOB! 


VERMETTE 
POWER DRIVE 
Handles 12” 

to 2” pipe. 









With this 75-lb. portable drive (and 
ordinary hand tools) workmen can 
cut, thread, ream and fit pipe 
CHEAPER, EASIER AND FASTER! 
Operator simply spreads 
tripod legs, places pipe in 
chuck, flips the switch and 
the powerfully geared 
unit does the muscle work. 

Cuts right or left-hand 
threads. Loosens hard-to- 
budge fittings. EASILY 
CARRIED BY ONE MAN. 
Full year’s guarantee cov- 
ering materials, workman- 
ship and ACCIDENTAL 
DAMAGE. 


Price $1975°° 


F.0.8. Hammond, Ind. 





















FOLDING PIPE REST 


Affords solid support for long 
pipe or tubing. Folds out of 
way. Only $13.50. 


Ask Your Jobber For Full 
Details or Write: 


VERMETTE MACHINE CO. 


7 EAST 143rd STREET HAMMOND, INDIANA 


















N ©] OT | E 4 46 SO. FT. EDRD 


PER. LINEAL FT. 
COMMERCIAL OR RESIDENTIAL 


Wavy 1100 
APPROACHES IT 4:4 | Eu 








S 


Reg. U.S. Pat. Of. 


BROWN 
BAYCE-HEET 


SELLS FOR LESS 
Costs Less to Install e Saves Fuel e Better Looking 
No Measuring Necessary 
* Write for our I.B.R. Catalog Ratings 
in Bulletin 400-ID 


BROWN PRODUCTS COMPANY 


FOREST HILLS, NEW YORK 
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Here's sound advice ... 


MAKE 


HAYOCA 


YOUR 


ONE SOURCE or surry 


| for the BEST in Plumbing and heating 
Materials and Kitchen Equipment... 


AMERICAN-STANDARD Plumbing & Heating Materials 
BERGER Steel Kitchen Cabinets 
MERION Automatic Gas Water Heaters 
PEMCO Electric Water Heaters 
SPENCER Boilers 
ELECTROL Oil Burners 
ADELTA Standardized Duct & Fittings 


And other Nationally Known Products 


HAJOCA CORPORATION 


General Offices 


31st & Walnut St: 


Philadelphia 4 


3 Branche Serving the Atlantic Seaboard 


Consult your local phone book 











BEAVER—gives you a choice of 


me 64 PIPE and BOLT MACHINES 


BEAVER MODEL-A 
A rugged, Heavy-Duty Ma- 
chine. Range % to 2”. Up to 
12” with Geared Tools and 
Drive Shaft. Bolts % to 2”— 
















EAY 
A Middleweight Utility Ma- 
chine. Range % to 2”. Up to 
8” with Geared Tools and 
Drive Shaft. Bolts % to 142” 
—Weight 235 lbs. 


BEAVER MODEL-E 


A Lightweight Portable Ma- 
chine. Range % to 2”. Up to 
8” witht Geared Tools and 
Drive Shaft. Bolts %4 to 142” 
—Weight 185 lbs. 





BEAVER MODEL-CI 
A sturdy little Power Drive 
that converts Hand Tools into 
Power Tools—Range % to 
2”. Up to 8” with Geared 
Tools and Drive Shaft. Bolts 
Y% to 14%2”—Weight 140 lbs. 


Write for NEW Complete Catalog! 
BEAVER PIPE TOOLS, 264-300 DANA AVE., WARREN, OHIO 
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How A Salesman Is Made! 
’ (Continued from bottom of page 97) 


7\ or less fallen from favor in recent years for 
y / \ several reasons. First of all, salesmen on straight 
commission forsake any sense of team work or 
their obligation toward the good of the company. 
The company is king—the signed order dominates 
the salesman’s every act—often at the cost of | 
Y customer good will.. The dealer has little control 
over the selling methods or work habits of the 
“independent” straight commission salesman. 
Without some modification of the straight com- 
mission plan there is also no means for the 


















Materials beginner to make a living wage during his train- 
ing period. As a result, rapid turnover of newer To carry a wrench for every 
men can damage morale and reduce overall pipe size would be costly and practically 
selling effectiveness. : ere ee eee _— ee 
o ° ‘ = . pipe wrenches will take care of most of your neecs. 
Psi Piaget can ss : Fei : re om sa That's the sensible answer to a very miei problem. 
not give adequate recognition for the contribution 
n Products toward the growth and success of the business, 
which should be an integral part of the compen- 
sation plan. 
ON If the straight commission plan is used, it is 


often practical to have more than one rate of com- 

mission, especially where the profit margin dif- 

fers with different products. The straight com- 
(Please turn to top of page 210) 


iboard 





; _ For FASTER HEATING & MELTING Cast ron Tank 
a ee Use « Uulaat PROPANE: Sterley CONDENSATION PUMPS 


FURNACES & TORCHES 
V EASY to SELECT CONVENIENT to STOCK 






Gee Yes, only two sizes are required to take care of all jobs up 
sie aia #5 TORCH to 15,000 sq. ft. EDR... and up to 20 Ibs. discharge pres- 
i. Develops 2400" F. sure. The adjustable float switch — so simple to set at re- 






quired position — plus other ‘Sterico features make this 
possible . . . and only possible with a Sterlco Pump. 

For you ... this means less working capital tied up in floor 
stock. For your customers . . . this 
means that a future increase of 
radiation may not necessitate the 
installation of a new pump. 

Combine this exclusive Sterlco fea- 
ture with overall rugged construc- 
tion and low cost and you find the 
reason Sterlco PUMPS are first 


PLUMBERS & HEATING MEN= 
DON’T MISS THIS: Mutual's field 
proven Propane Furnace melts 60 pounds 


of lead in 12 minutes. Mutual Propane 
Furnaces and Torches are hotter, faster, 
safer, You get the job done better and 


quicker with fewer man hours. No pump- 
ing, priming or waiting. Won't blow out. 
No smoke. Light weight. Ideal for heavy 
duty preheating and close melting. Blow 
torch and soldering iron can be attached 





L-E to Propane tank hose. choice of the industry. Yes, Sterlco 
opted [vost duaiten nolo ane teams wit sey Ot O batter Jol a 
—- cessive labor costs. Use Mutual Torches longer! Send for complete infor- ieee stan seed tanh fo 


mation on Sterlco Pumps. preferred — same fea- 


ols and . 
nd Fur t s ien - 
and Furnaces for the most efficient, clean ee ees | 


to 1%" est, portable fuel known. 
Send for free Mutual cat- 
alog and price list. 


#2 FURNACE 


#4 TORCH—Broad Flame 


*Liquid Petroleum Gas 


F 
sR ee jobbers Wanted (\ FAA TORCH - Pointed Flame S 


vy | 

LIQUID GAS a a - 
Mutual ING Oo Cats CONDENSATION AND HEATING TEMPERATURE | 
inate i I os, SON 





1600 WEST IMPERIAL HIGH 
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More Satisfactory Profits from 
Service Calls with MSP 
Quality Brass Trim 


Use MSP Brass Trim as replacements on your 
service calls. It's more profitable to you. It's more 
satisfying to your customers. MSP Brass Trim 
works easily — doesn't balk! Your time on the job 
is less — your profits greater. And the trouble- 
free service and long life of MSP Trim wins friends 


and holds customers — as you will see when you 
stock and use this better trim. 


09 MSP “BEAVER” 


teed DuPont Nylon Re- 
newable Seat. Priced for 


iP 





























03 MSP BALLCOCK 
Quiet-operating elevated 
type direct compound 
lever action with gvar- 
anteed DuPont Nylon Re- 
newable Seat; by-pass 


construction. 





HERE‘S WHAT MSP NYLON 
SEATS PREVENT 
’ ' The effect of electrolytic action upon 
BRASS metal valve seats and plungers is 
shown by the pictures to the left. 
See how the metal has been etched (heavy brass) pottern 
away? The use of MSP guaranteed flush volve with lift 
DuPont Nylon Valve Seats in wires, rubber gasket 
MSP Balicocks remains untouched by and brass lock nut 


: electrolysis. 102 x 1 in. overflow. 
BRONZE 1Ye-in. overflow tube 
also available. 


MANSFIELD 
Pottery, Tue. 


Perrysville, Ohie 


MSP BRASS DOUGLAS 





oe ® 
Combining the Best in Materials and Crafts- 
manship te Produce Truly Fine Vitreous Chine 
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(Continued from center of page 209) 


mission plan works best when it applies to sales 
over and above a minimum quota on goods in 
plentiful supply which the dealer might wish to 
promote in volume. 

The salary and drawing account method is 
merely a variation of the straight commission plan 
which enables salesmen to draw advances on their 
expected monthly earnings. While this plan 
guarantees minimum payments to salesmen over 
the lean sales months, it has a certain disadvant- 
age in that low-earning salesmen seldom find the 
incentive to break any sales records simply to pay 
off indebtedness to the company. However, on 
Domestic ENGINEERING’S survey, it is interesting 
to note that of the dealers using this plan, all re- 
port that this situation, ie. indebtedness to the 
company, has never come up since the monthly 
commissions have always been greater than the 
$300 to $350 draw. 

The straight salary and commission method 
gives added security compared to other plans in 
that it offers a guaranteed minimum base pay to 
carry the salesman over slack seasons and helps 
the new man get established. By offering a com- 
mission when a certain volume is reached, there 
is incentive for the salesman to increase his sales. 
However, this plan, too, emphasizes payment only 

(Please turn to top of page 213) 














TOUGHBUOY 


TOILET TANK FLOATS 












Over 2,000,000 \\ * 
of these solid 

seamless, leakproof 
floats are already in use. ' 


SPECIFIED» 
~: STANDARD EO : 
by % of the seiiettaniemaae coe Ale 


“Ns ml made available to yor orl 
( for replaceme: 







hs 
you 






Berti, 





! obber. 


TOUGHBUOY Co. Box 476, Dubuque, lowa 
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NOW AVAILABLE...TRAPS 


with GLEANOUTS! 












im 20 gauge...now evailabie 
FEMCO ANTI-SYPHON TRAPS — 
‘CAST P. ©. PLUGS 








WASTE AND OVERFLOWS — SINK AND 
RAY WASTES —TAL PIECES 
NOW AVANABLE 1117 GAUGE 








Femco Anti-Syphon Trap: F R re] T | re] ‘ SO rbancversary 


Neo. 994 to 999 
Wreot 114 inch 


c 1902 Quality Plumbers Bras 


Warehouses: Los Angeles James A. Riordan Co 
San Francisco Earl H. Jones & Co., Inc 





CAST IRON 
SOIL PIPE 


and FITTINGS 


COPPER 
FLOATS 


The patented seam and 


Spud Construction 
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Yes, much more than appears at first glance... 
in fact, more fine features than you'll find in ¥ 
any other boiler —features that will please both be 
you and your customers. First, there’s the do 
4| nine-inch top nipple in the Utica Series ‘1’ in| 
y Boiler, which is the ideal location for a full- * 
: : . io 
é size tankless heater in the boiler’s hottest water . 
f with positive circulation from every section. + 
Other features include wet base construction pe 
...conveniently located controls... correctly go 
i designed combustion chamber for oil burner ? 
f .-. fully efficient in five sizes... for either steam * 
4 : a i 
i or hot water... made of cast iron, the life-time * 
4| en metal, attractive fully insulated jacket. It’s the om 
quality boiler of the heating industry ! Th 
Cutaway View of Utica ‘I’ Boiler-Burner Unit | ule 
bu 
| me 
UTICA RADIATOR CORPORATION cn 
UTICA 2, NEW YORK “st 
yet 
al 
selina =e me 
vee PepPrPrr yr sdddddddddanddddddiady ] 
SELF yl * - iy oy > F 
OPERATING [ : eX! val 
HOT WATER cor 
COMPLAINTS! : _ 
Prevent danger of OVERHEATED om 
water. Use a POWERS No. 11 Tem- all 
perature Regulator on water heaters. plu 
Fuel savings alone often pay back é 
their cost 3 to 5 times a year. Often = fg 
give 10 to 25 years reliable service. per 
a Overheated water also speeds up 4 ter 
E 2 lime deposits in pipes, increases 4 F 
, repair bills. Powers Regulators H : mil 
rxcsren Will help damm i in 
\ WATER HAMMER wh 
wh 
Aqua-Cushio has been tried, tested and proven jou 
} ough years of research: It is the simplest and most reg 
M27 GREENVIEW AVE, CHICAGO 14 E ee ©minating woter hammer cen 
NEW YORK © LOS ANGELES © TORONTO PE Cashion” is scientificall act 
Offices in over SO Cities + Established 1891 ushion’” is scientifically all-copper 
a . . ” constructed. Nothing to break down or go wrong to ¢ 
Thousands in use with the utmost satisfaction I 
JOBBERS Write for Price List and Discounts Priced con 
Right for Quick Sales. Counter Display to Help You Sell con 
tou 
firs 
Mfg. Corp., Holtsville, L. 1., N. Y. rec 
to | 
| tha 
be 
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(Continued from center of page 210) 
for the immediate signed order. It lacks induce- 
ment for leg work and research necessary in de- 
veloping new business. The plan is, however, in 
broad use and where security and incentive can 
be kept in balance, it can provide good results. 

The salary, commission and bonus plan is per- 
haps the most ideal one and also provides the 
best results. It is more complex, however, and 
does require certain adjustments in record keep- 
ing systems. It is desirable to consult an ac- 
countant when setting up this type of compensa- 
tion. A typical plan, for example, would call for 
a base pay of perhaps $200 to $250 per month and 
a sliding scale of commission, ranging from two 
percent up to ten percent depending on type of 
goods sold. 

The success of this method is due to the fact 
that it combines the best points of all other plans: 
it provides the security that goes with a minimum 
salary, plus rewards for extra efforts and a per- 
sonal stake in making the business a success. 
The security-incentive-proprietary interest form- 
ula is relatively new in this and other industries 
but is becoming increasingly popular. Actually, 
many of the dealers reporting on Domestic En- 
GINEERING’S survey indicated that they used 
“straight commission” or “straight salary” plans, 
yet a breakdown of their methods revealed bonus 
and other incentive and personal interest pay- 
ments were being made. 

It is impossible to quote actual figures of the 
various plans used in the industry since they vary 
considerably with the individual dealer. Com- 
missions range all the way from two to ten per- 
cent depending on type of merchandise. Almost 
all differentiate in some way among heating, 
plumbing and appliances, reporting that their 
figures are based upon past experience. Auto ex- 
pense also varies considerably with no set pat- 
tern apparent. Some paid six to eight cents per 
mile, while others offered a flat sum ($25 to $30 
in most cases) for car expense each month. 

Where the journeymen also act as salesmen, 
most dealers pay two to three percent for leads 
which are closed by regular salesmen. If the 
journeyman closes the sale himself, he is paid the 
regular commission, ranging from five to 15 per- 
eent. These commissions are paid only for items 
actually sold, do not include materials necessary 
to do the job. 

In the past, it was often thought that the best 
compensation plan was the one which cost the 
company the least in terms of payroll dollars. In 
tough times the sales payroll was usually the 
first to be cut. However, it has been realized in 
recent years that this approach was short-sighted, 
to say the least. It is generally conceded now 
that the “cheapest” salesman is more likely to 
be the one earning the most money! 




















Known for their quiet, efficient dependability, Econo circu- 
lators are designed to relieve contractors of unnecessary in- 
stallation time loss. Performing one operation instead of the 
usual four, by cleverly loosening only one nut, vertical, hori- 
| zontal or any other angle adjustment is made possible in a 
jiffy'—for any direction of flow There is nothing to take 
apart: no bolts to remove, no gaskets to replace, no leakage 
- no trouble! 


No other circulator has Neoprene Vibration Dampeners, an 
outstanding development which provides exceptional sound 
insulation, eliminating metal to metal contact. And the 
Econo Open Fin Impeller gradually builds up circulation, 
effects sustained head pressure and prevents overheating under 
heavy head pressure. 










- «Horizontal . . . Vertical . . . or any other angle 


TRULY A CONTRACTORS CIRCULATOR, THE ECONO PUMP GIVES YOU 
MORE FOR YOUR MONEY AND DOES THE JOB BETTER — FASTER 


© extra heavy bronze oilite bearing . 

© patented Neoprene oil seal 

® patented rotary water seal 

© ground and polished stainless steel shaft 

© large oil reservoir 

® special design flexible spring coupling eases 
starting torque 

® automatic thermal overload switch 

® oversized waterway 

© open fin impeller creates sustained head pressure 

® sturdy construction assures trouble-free service 

® saves time and expense 

® fully guaranteed 


Sold through jobbers. Write direct for informative catalog. 
“Look to Econo for More” 





FACTORY: EAST HADDAM, CONN. 


Manufacturers of: HOT WATER CIRCULATORS © FLOW CONTROL VALVES * LOW WATER 
GUT-OFFS © PRESSURE AND REGULATING RELIEF VALVES © HEATING SPECIALTIES 
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HOW/ STERLING'S 


$-350 Centerset 


LAVATORY FAUCETS 


CAN BE HAD WITH 













































AVAILABLE FOUR DIFFERENT WAYS 

5-350 Centerset only, less all Drain Parts. 

S-351 with Bead Chain and Rubber Stopper. 

5-352 with Bead Chain, Rubber Stopper and 
P.O. Basin Plug. 

5-353 with No. S-333 ‘Practo” Lavatory Pop 

Up Drain. 


Sold Through Wholesalers Only 
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Venting 

(Continued from bottom of page 162) 
operate. It is also possible to correctly specify 
the exact manner in which the vent should be in- 
stalled under given conditions. 

It has become acceptable practice for the heat- 
ing contractor to design a proper heating system: 
to compute heat losses of windows, walls and ceil- 
ings, calculate the required Btu for adequate 
heating, determine the correct duct size and other- 
wise apply engineering methods to the problem 
of heating. The same design considerations with 
respect to gas venting are necessary if he is to 
really finish his job. Fortunately, from the equa- 
tion previously discussed, complete tables are be- 
ing developed to simplify the design of a proper 
venting system. In fact, for the vast majority of 
installations, these tables will provide complete 
capacity data without the need for elaborate cal- 
culations. 

Copies of these tables can be obtained without 
cost by writing to the Metalbestos Division, Wil- 
liam Wallace Company, Belmont, California. In 
addition, there is about to be published by this 
company a Vent Installation Handbook which 
describes and explains the basic rules for install- 
ing vents for the various types of appliances under 
typical conditions. 
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Assure Year ‘Round Outside Water with 


WOODFORD FREEZELESS 
WALL HYDRANTS 


STYLE 12 FEATURES 


1. Easy to install through 1” 


STYLE 12 hole without taking apart. 


Regularly | fun shed with 
jever wh 


vides more * tinge! " cloarc 
ance but can be ft furnished 
with wheel handie when 
specified. he lever and 
wheel handies are inter 


changeable. 


2. Quick opening and closing 
valve. 


eC’ ) 
3. © 
ae 


Convenient Lever Handle 
asy to operate or at- 

tach hose without hurting 

hand. 

@ Outside handle oper- 
ates valve inside build- 


ing. 


e Wall pipe drains out 


after each closing so it 
cannot freeze, 


e Can be used in freezing 
temperature without 
going into basement to 
shut off and drain out- 
side water outlets. 





Contact your wholesaler or write... 





WOODFORD HYORANT CQ. 
DES MOINES 17, 1|OWA 
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“ONE MAN JOB!" ™ 
Works in any position — at basin, sink, cleanout, 
roof or on ladder. Turns right or left. (Many guns 
don’t). Easily operated by one man'— saving two- 
man charges customers resent. 

e No“Four O'clock Fag” 

Keeps journeymen from quitting due to working with 
tiring man-killing tools in close back-breaking places. 
Sturdy, tough, gear housing is “oil packed” for life. 


ess. Precision’ built like a fine watch, with 
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| Takes The“Work” Out of 
>STOPPAGE 


| CLEARING! 
FLEXIBLE’ 


Electric 
SNAKE GUN 


© No Drill To Buy 


@ Use Any 1/4” Drill 
© One Size for 1/4" - 5/16" - 

3/8" and 1/2” Snakes 
Use your own drill—or any make 
drill of your choice... and save money 
with our exclusive reduction gear gun. 
Sold separately or as a unit. 



















SHAKE cun 29-40 
eee. 21.10 
ee 13.10 


unit price $9.60 

















ivision, Wil- ry ey 4 oil copper bearings. Weighs less. than 
lifornia. In } 2 tbs. Reduction ratio 121/2 to 1—built to take 12, wane THIS THEXIBLE SEWER-ROD EQUIPMENT CO Dent. d | 
hed ‘by this | ie power of 5 ls A rea ime and labor COUPON MOW! | SaBP Vance Bnd, Ler Angle 34, Cal, | 

: ‘ Send unit described postpaid UG 
book which bi See. ! 
4 CJ: Mail free literature and prices. 

; for install- [D400 a Se AS Se Cede SeRU EE FU. B MeO MME | (Send nome of closest dealer. | 
ances under } \ eee Flos. | 
: city i 
j LOCAL JOBBER 7 



















FEATURES 


tall through 1” 
| taking apart. 


ng and closing 


Lever Handle 


pperate or at- 


FREE ADMISSION 


--.to @ library of authoritative data is available to you in 
return for a simple check mark. You may have interpreted 
this headline to offer another type of admission. If so, we 
apologize for using this small space device fo attract your 
attention. Yet we feel we can amply return the favor by 
making you acquainted with the fact that information you 
can use is available to you without obligation. Simply check 
“Items Wanted” and mail as indicated. 















ithout hurting 


1. Folder on roof, floor, and 
shower drains. 


5. Folder on backwater and 
sewer valves. 








2. Folder on LEVELEZE adjust- 


able top floor drains. 


6, Folder on Interceptors to 
handle Industrial Wastes. 





3. Manual RA—specifications 


and roughing dimensions on 
oll drainage products. 


7. Manval $P-3—a 32-page 


book on Swimming Pool 
Construction. 








4, Manval6—the complete trea- 
tise on grease interception. 


8. Folder on Shock Absorbers 
for Water Hammer. 



















d CHECK “ITEMS WANTED” 


OOOGHOOOD® 


AND MAIL TO DEPT. DE 


JOGAM MANUFACTURING COMPANY 
Executive Offices and Mfg. Division — MICHIGAN CITY, INDIANA 
World's Largest Manufacturer of Plumbing Drainage Products 























More Sales...More Profits 
..utth ARWS| 
















+++ ELECTRIC WATER COOLERS 
--- DRINKING FOUNTAINS 
os FAUCETS 


First sales are impdrtant. Repeat 
orders bring real profits! HAWS 
high quality assures consistent re- 
peat business. 

For 40 years HAWS has backed 
the plumbing contractors’ reputa- 
tati with dependable drinking 
woter facilities. 

Get ALL the advantages with 
HAWS |! Sanitary... Modern... At- 


tractive...Economicol...Efficient...« 


Durable... Simple Installation. A 
reputation for reliability since1909. 





@ WRITE FOR HAWS CATALOG, TODAY! 


DRINKING WATER FOUNTAINS 
ELECTRIC WATER COOLERS 





HAWS DRINKING FAUCET CO. 


VAN) Fourth St 


rcp 1909 Berkeley I 





Agents and Sales Representatives in All Principal Cities 
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FIN-TYPE COILS 


For 
Fast, Efficient 


HEATING 
and 





for 
Wee nao 


AEROFIN 
CORPORATION 
S. Geddes St. Syracuse 4,N.Y. 


















MODEL 2HW3 
Capacity: 72,000 BTU Input 
Size: 13''x26''x26' 
Weight: 250 Ibs 













HOOK & ACKERMAN, Inc. 
9 East 40th Street, New York 16, N. 


COOLING 
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TANPITT 


modern merchandising 


YOUR BE! 
TLL CILMRAYR SALES 


Score a greater profit 
through TANPITT, the general 


sales company that is on your side of the board 
TANPITT’S specialized knowledge of top quality products 
is-evident in their choice of representing TANNER valves. 


Better packaging, modern merchandising ideas and 
precision-built valves will make you a part of 
this winnin g combination 


EXCLUSIVE AGENTS for TANNER 
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Drain compressed air 
receivers with 


Te eee 











SARCO FA DRAIN TRAPS 





... also your intercoolers, after- 
coolers and separators. These 
traps automatically release 
condensate as it forms... with- 
out the waste of air thot occurs 
when blowdown valves are used. 
New technical bulletin No. 
5-CA offers many suggestions 
as to how you can increase the 
EFFECTIVE capacities of your 
air compressors. Write today 


SUPPLY 
LINE 


















for your free copy. No obligo- 





tion... of course. 


513 


Type FA Trap draining separator. 
SARCO COMPANY, INC 
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Sold—77 Ranges in 60 Days! 
(Continued from bottom of page 144) 
cent state sales tax. 

After the meeting of the five employees, we 
called the Cullman Electric Cooperative. They 
supply the current to rural Cullman County. We 
asked that they give free range installations dur- 
ing the two months of the race. They agreed that 
a range sold in Cullman County would be in- 
stalled free. The dealer was to provide labor and 
the cooperative would pay for material. 

Ads paid for by dealers cooperating with the 
Cullman Electric Cooperative appeared in the 
three local papers. The two radio stations blasted 
away with radio spots from all range dealers 
stating nothing down and free installation. Our 
spots were also on ranges, but they were directed 
to the quality of our product and the free instal- 
lation. We had a range broadside at our ware- 
house, and ads were run by us in the newspapers 
consistently during the campaign. 

The race was on! Every dealer in Cullman was 
on an equal footing, and we were set on selling 
15 ranges during the two months. By May 15, 
the 15 had been sold. This surprised all of us. 
The employees got together and set a new goal 
of 30. By the end of May, 30 ranges had been 
sold. The sales group was'so elated over their 
average of one a day from the store floor that 
they said they would sell one a day throughout 
June which set the goal at 60. 

Sixty ranges were sold with only a few days 
Again the goal was reset at 
an “impossible” 75. This mark was hit with two 
over, making a total of 77 ranges sold! 

In checking with our distributor, we learned 
that we had purchased and sold far more ranges 
during the campaign that any other dealer in the 
state. This, however, placed us in second place, 
for a dealer with a smaller quota came in first. 

The second-place prize money was placed in 
the pot to be split among the employees, and gave 
them a tidy amount for their efforts. 

How we accomplished this job is not clear even 
to us. We attribute our record-breaking sales to 
only one thing. Each and every one of the five 
employees knew the product story. 

The greatest satisfaction came to the sales group 
when they learned from the Cullman Electric 
Cooperative that our largest competitor who sells 
for nothing down and at reduced prices sold 31 
ranges. This was the highest number of ranges 
sold, next to us, and with only five selling and 
two trade-ins we doubled their number. 

A lesson has been learned from the campaign. 
It is to allow the employees to help make their 
own rules, keep it non-competitive between them, 
and give them free rein to make their own deci- 
sions about credit risks. This was done, and they 
¢ame through with flying colors. 
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BARBER 


Has Long Been “Burner Headquarters for 


Gas Appliance Makers 


Every phase of burner application has been 
thoroughly studied by Barber experts, in 30 years 
of service to the appliance industry. Since the real 
key to appliance performance is the burner itself, 
every care must be taken to see that the entire de- 
sign—size, shape, capacity, type of jets, and all 
other features—are correct for the purpose and the 
type of gas to be used. Only competent engineers, 
conscientious inspectors and testers, and skilled 


craftsmen can do this. As a result, Barber has be- 
come the first name in burners, and the adoption 


of these units has proved a basic principle of good 
design in the appliance field. 

We are prepared to help you solve any burner 
problem, for any kind of gas. Particularly for in- 
dustrial or commercial applications, where gas is 
used in processing the product made or handled, 
and where difficult or unusual problems confront 
the gas equipment installer—Barber can be of def- 
inite assistance. Nothing better can be said of any 
appliance than: “It’s equipped with a Barber 
Burner.” ‘ 


Ask for complete Catalog No. 110 showing scores of 
typical units—aoalso Conversion Burners and Controls. 


THE BARBER GAS BURNER CO. 


3706 Superior Avenue Cleveland 14, Ohio 








Latest design Barber 324- 
B round Conversion Burner 
with improved controls, en- 
cased in streamlined hood. 
Tested and certified by 
AGA Leboreotory. 
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Corrosion in Big Buildings 
(Continued from bottom of page 107) 
private water supplies are extremely dilute water 
solutions of gases and mineral salts. The gases 
are atmospheric oxygen and carbon dioxide dis- 
solved by rain in its fall through the atmosphere, 
The salts are mineral matter dissolved from the 
earth’s crust by water flowing cver and through 
it in the form of rivers, streams, or wells. These 
salts are predominantly bicarbonates, sulphates, 
and chlorides of calcium and magnesium which 
give water its “hardness.” These are the minerals 
which destroy soap, that is, which make it diffi- 
cult to raise a lather, and which form the whitish 
lime scale common in hot water tanks and boilers, 

A few parts of dissolved atmospheric gases per 
million parts of water are the cause of widespread 
corrosive destruction of pipe. Such corrosion is 
primarily due to dissolved oxygen, aided and 
abetted by carbon dioxide. 

This gas directly affects the acidity of water 
and has the effect of accelerating the rate of oxy- 
gen corrosion. The extent and rate of corrosion 
is controlled by the chemical balance of the other 
materials mentioned, namely, the dissolved min- 
eral salts. When the characteristics of a water 
are such as to inhibit oxygen reaction, the water 
is classed as non-corrosive. 

Generally speaking, those waters containing 
(Please turn to top of page 221) 
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See for yourself that we actually back up 
our claims of independent laboratory tests 
with factual data, complete charts, etc. 
showing just what we mean when we say it is 
more difficult for a Grease Trap to pass an 

, independent laboratory test than it is to pass 
tests set up by manufacturers or a group 

manufacturers. We want you to know that 
in MURCO Grease Traps you are not asked to 
accept efficiency ratings established by ws. 
Along with a complete copy of these tests, 
we would like to tell you about the perform- 
ance of MURCO Grease Traps, their price and 
immediate delivery. Order MURCO Grease 










MURCO GREASE 
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DELCO WATER SYSTEMS 


Hye Easy 10 Sell. 





-and profitable, too—because there’s a type and size to 
meet any domestic water system requirement. A complete 
line of both Shallow and Deep Well Jet and Reciprocating 


types with capacities to 1,620 gph and depths to 325 feet 
makes this possible. It will pay you to look into the quality, 
completeness and profit possibilities of Delco Water Systems! 





Delco Model C12 Shallow 
Well Pump (right) with 225 
gph capacity. This is just 
one of the many models 
of the complete line of 
Delco Reciprocating Shal- 
low Well Pumps with ca- 
pacities to 600 gph. 





Delco Jet Convertible 
Pumps~— available in 14 hp, 
4 hp, % hp and 1 hp 
models with capacities up 
to 1,620 gph. The Delco 
Jet Convertible is easily 
converted from shallow 
to deep well operation, thus 
requiring less inventory to 
meet all requirements. 





Delco Reciprocating 
Deep Well Pump -— (left) 
furnishes from 100 to 410 
gph for lifts up to 325 feet. 
Available in 44 hp, % hp, 
34 hp and 1 hp models. 
Just the right pump to sell 
when the water table is way 
down deep. 


To learn more about the complete line and to get the 
facts on the profit possibilities in a Delco Water System 
franchise, write Dept. DEW, Delco Appliance Division, 
General Motors Corp., Rochester 1, N. Y. 


For a good deal 


DEAL WITH DELCO 





GENERAL MOTORS 


DELCO reas 
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“WHY buy this particular make?” 
Your prospects always have that 
question in mind. You always have 
the answer when you show a White 
WATER-HOTTER.Two of White's 
most effective and exclusive order- 
clinching features are stressed 
above. You can point out many 
other easily understandable rea- 
sons for choosing White. Write for 
White's Proved Profit story 
TODAY! 


WHITE PRODUCTS CORPC 


Water Heating Specialists Since 1 


Dept. D-8, MIDDLEVILLE @ MICHI 
EXPORT OFFICE: 201 N. Wells St., Chicage 
Patented Copyright 1952, White Products Corp 


WATER-HO 


AUTOMATIC WATER HEATERS—ELE 





than most utility requirements, for electric 
models, because White's EXCLUSIVE 
WATER-HOTTER baffle diffuses and tem- 
pers incoming cold water. 


(GAS MODELS) 


No small holes here, to 
clog and cause wasteful 
bustion, slow i 
Instead, one wide-open 
port, Film of Flame bathes 
tank bottom in flame-tips. 
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Guaranteed by 
Good Housekeeping 
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(2 f, Cfad FIRED 
HEATING EQUIPMENT 


THE COMPLETE LINE FOR ALLGad NEEDS 


fred hr ener Ceo Rent ann, Hao at fat Tye Wt 


this complete, proved line—styles, types ond sizes 
for domestic, commercial or defense heating requirements. 








Stylewise, Qualitywise and Pricewise 

The PEERLESS Line Is Best for Every 

rae Heating Requirement—For Small 
os § Homes, Apartments, Housing Projects 
Defense Housing, Churches, Schools 
Motor Courts, Stores, Offices, Shops 


and prices today 

















Does the Work 
Of Ten Men! 


SYVZRON 





ELECTRIC HAMMER 


Its 3600 powerful blows per minute save minutes 
and hours of valuable manpower by drilling, cut- 
ting, chipping, scaling and a score of other jobs 
many times faster than they can be done by hand. 


Write For FREE Catalog Folder 


SYNTRON CO. 


Lexington Ave. Homer City, Pa 
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| «the domestic engineering contractor's 
_answer to the problem of: 


6212 Truscon Ave., Cleveland 4, Ohio © Subsidiary of Republic Steel Corporation 
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TRUSCON PRESSED STEEL INSERTS 


anchoring ** + + pumps, tanks, and all other 
similar types of service 
equipment. 


motors, meters, blowers, 
etc., to walls and columns, 


suspending eee pipes, pipe galleries and 
conduits from ceilings, walls 


or columns. 


FOUR DIFFERENT TYPES 









TRUSCON SLOTTED INSERTS 






TRUSCON 
BRICK SLOTTED INSERTS 





WRITE FOR 
TRUSCON TRUSCON ILLUSTRATED y~ 
ADJUSTABLE INSERTS TAPPED INSERTS LITERATURE! 


Truscon Pressed Steel Inserts are placed in the 
correct, desired position BEFORE the concrete is 

poured. Saves time, labor, money. Assures correct 
coement of fixtures and easy, quick changes. 


TRUSCON STEEL COMPANY 








PLUMBING AND 
HEATING 
WHOLESALERS 


| Attenton ae 
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Published in 
Two Editions 
the MASTER and 
SUPPLEMENT Copy 










QUICK AND 
EASY WAY! 








Here are two beautifully bound, loose-leaf price data books 
for the Plumbing and Heating Wholesaler. Fully illustrated. 
24 sections of vital information. The MASTER COPY keeps 
you up-to-date on market changes, etc. Size 842” x 11” x 142”. 
The SUPPLEMENT COPY is designed for wholesalers or jobbers 
who find it necessary to have a tailored price set-up to meet 
their own individual needs. Adaptable as a price service book 
to the customer. Size: 8% x 11 x 1% or 214 inches. Published 
by the publishers of the Bradford Price Book. 
Write for Full Information Today 


\.MAC EWAN MARKET MANUAL/ 
QUINCY 69, MASSACHUSETTS 
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"(Continued from center of page 218) 

relatively large amounts of hardness in the form 

of alkaline salts, calcium and magnesium bicar- 

bonates, are less corrosive than the so-called soft 

waters, which are comparatively free of these 

salts. 

The non-corrosive water supply usually depos- 
its a calcium carbonate scale on the inside of 
pipes. It is this protective mineral coating which 
some municipal chemists deposit artificially in 
their city distribution mains. However, artificial 
deposits lack permanence under service condi- 
tions unless a definite composition of the water 
itself is maintained to stabilize the protective 
coating. In other words, it is frequently neces- 
sary for the contractor, called in to combat cor- 
rosion, to see that the chemical! composition of 
the water is more rigidly controlled. 


The ratio of dissolved carbon dioxide to total 
alkalinity of water is another important factor in 
the rate of corrosion. This ratio controls the 
water’s acidity, or hydrogen ion concentration, 
and is known as the pH of the water. A water 
having five parts per million of carbon dioxide 
(expressed as CaCO;) would have the same pH 
as a water having twenty parts per million of 
carbon dioxide and forty parts per million total 
alkalinity. Both waters have a carbon dioxide: 
alkalinity ratio of 1: 2 and have the same pH, 
which happens to be 6.6. The pH of most natural 
waters lies within the range of 6.0 to 8.0. 


In addition to chemical factors affecting cor- 
rosion, temperature is the most important physi- 
cal factor controlling the rate of reaction. It is 
considered that a rise in temperature of about 
25 to 40 F will double the speed of reaction. Thus, 
while a particular water may be only mildly cor- 
fosive to the cold water piping of a building, it 
may be very corrosive to the hot water piping. 

Corrosive waters have varying effects upon 
different types of metal common to modern pip- 
ing. The rusting of steel and wrought iron pipe 
is probably one of the most common results of this 
corrosion. The pipe becomes clogged by rust 
(iron oxide) which is formed by the direct com- 
bination of iron and oxygen. Rust has about 
ten to fifteen times the volume of the iron of the 
pipe wall from which it was formed, and thus it 
is possible for a pipe to become completely 
clogged by the rusting of only a small percentage 
of the pipe wall thickness. 

The first step'in correcting such a condition is 
to flush out the accumulated rust in the system. 
This is frequently, as in the case of complex pip- 
ing systems, an expensive and laborious business. 
But, if the piping is clogged, it is definitely essen- 
tial to solving the problem. 

Next, after an appraisal of the condition of the 
water has been made, steps must be taken to 

(Please turn to top of page 222) 
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Only ADELTA Offers 
You All These Original” 
Features for EASIER... FASTER 
Warm Air Installation 

















You'll increase profits...save installation time on every job 
when you use Adelta standardized pipe, duct and fittings, 
because Adelta...and Adelta only... gives you these origi- 
nal features...that take most of the work out of ductwork. 


All Adelta units are die-cut, die-formed and machine-made 
from original designs to give you perfect fit... greater speed 
--- lower costs on all winter air-conditioning jobs. See for 
yourself how much time you can save with Adelta fittings. 
For your next job, specify... 


ADELTA— FIRST IN THE FIELD 


with the following features: 



















*ONE - PIECE 
SNAP LOCK CLEAT 


For faster duct assembly. Just 
push two duct seams together 
and SNAP! ... You have a 
rigid, leakproof, permanent 
joint... with no hammering, 
notching or drilling. 





*PRE-NOTCHED 
COLLAR EDGES 


.-- On all units with collars. Save time on every collar 
connection. Collar edges are easily locked by finger 
pressure ...eliminating notching and hammering. 


*RETURN AIR CONNECTING COLLARS 


*FLAME-PROOF CONNECTOR 


Investigate these and other money-saving features today! 
See your jobber, or send for the Adelta illustrated catalog. 





INDOOR COMFORT 





ADELTA 


MANUFACTURING COMPANY, INC. 
2105 Ellsworth Street © Philadelphia 46, Penna. 
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TIME SAVED 


FUEL SAVED— 
SPACE SAVED-— 
ECONOMICAL HEAT AND HOT WATER 


On the job reports reveal two superior advan- 
tages of KOVEN’s First, with 
its two sensitive aquastats assuring steady heat 
and hot water and with its finest selected con- 
trols marking up fuel savings and flawless per- 
formance, it passes consumer tests that demand 
big value at little expense. Second, in terms of 
the installer with one eye on the clock and the 
other on labor costs, a which 
arrives with all wiring in place, all parts prop- 
erly installed, all controls thoroughly tested, 
means more profit in less time. This is because 
not a costly minute is lost waiting for missing 
parts or making return calls. The result is more 
and speedier installations, escsssssss 


built +o fit 


+he modern home 


nationally advertised 


WATERFILM BOILERS, INC. 


a division of L. O. KOVEN & BRO., INC. 
154 Ogden Ave., Jersey City 7, N. J. 
Plants: Jersey City, N. J. * Dover, N. J. 








(Continued from bottom of page 221) 
combat the action of oxygen in this water. Ob- 
viously, the precise nature of these steps will 
depend entirely upon the composition of the 
water, and no detailed advice can be given which 
would apply to all such cases. However, it is 
possible to outline the various corrective meas- 
ures which are now available to the contractor, 

Of course the best method of preventing all 
corrosion is to eliminate the dissolved oxygen 
which is primarily responsible, but this is com- 
paratively costly in smaller systems. However, 
cold and hot water deaeration have lately been 
found economical in several large once-through 
systems. 

The reduction in oxygen which can be obtained 
by mechanical deaeration alone is limited by the 
solubility of the oxygen in water under the 
particular temperature and pressure to which 
it is subjected. Often this method is combined 
with deactivating, in which iron sheets are sacri- 
ficed to remove the oxygen. In some cases where 
very large volumes of water have to be com- 
pletely deaerated, a suitable type of apparatus 
would be one in which the bulk of the free oxy- 
gen (which is easy to remove) is extracted by 
some simple and economical form of deaerator 
and in which the residual oxygen (say, the last 
3 or 4 percent) is removed by chemical treat- 
ment. The latter may be accomplished either by 


Save TIME—Save MONEY with 


THON’S TWO FACED TOTER 
FOR NIPPLES 


Improved handling of nipples can save 
you considerable money! That’s what 
Thon’s Two Faced Toters offer—an 
improved method for storing, 
transporting, and dispensing nip- 
ples. Open one cover to a complete 
selection of nipples, close through 
6”, each length in a separate. sec- 
tion. Shut the cover, turn the box 
over, and open the other cover. 
There’s an identical section on the 
other side! Carry galvanized on 
one side, black on the other, or 34” 
on one side and 4” on the other. 













MODEL FOR LIsT 
N-20 1/2" nipples $14.50 
N-30 3%" nipples $15.50 


FOR COPPER FITTINGS 
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The Toter pictured at right measures 
5”x8"x13”. It contains the following 14” 
Sweat Fittings: 12 Tees, 30 Elbows, 1 
Solder, 6 Drop Ear Elbows, 6 Female 
Adaptors, 9 Male Adaptors, 6 Street 
Elbows, 6 Couplings, 25 Pipe Straps. 
All this is in the section with the cover 
open. On the other side there is 
the same capacity—can be used 
for %” and Reducing Fittings. 
This Toter is also ideal for flare 
type fittings such as used in bottle 


gas work. 
MODEL FOR List 
F-60 1/2” fittings $11.00 
F-70 3%" fittings $15.00 


See Your Wholesaler For Generous Trade Discounts 
(Jobber and Manufacturer's Rep. Inquiries also Welcome) 


THON’S TWO FACED TOTERS 





114 E. Broadway ° OWATONNA, MINNESOTA 
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a few minutes contact with a suitable form of 
jron or steel scrap, or by reaction with suitable 
reducing agents such as ferrous hydroxide (which 
may be added by itself or formed by the addition 
of ferrous sulfate and lime) or sodium sulfite. 

Obviously the method to be employed would 
depend entirely upon the nature of the water, 
the type of piping in use, the maximum hourly 
rate of flow of water, the number of high-peak 
loads at which water is required for use, the 
steam supply and pressure available, how much 
residual oxygen is permissible, and whether or not 
an engineer is always on duty in the building. 
For the hot water supply of buildings of moderate 
size, using up to about 1,000 gal. per hour, the 
deactivator, with or without a filter, is sometimes 
the most convenient and economical appliance to 
use. In larger buildings and in large steam plants, 
a deaerating heater of suitable design will take 
up less space and is usually more economical and 
efficient and easier to maintain. 

Where water conditions are such that the pro- 
tection of both the cold and hot water piping of 
the building is necessary, it may be most eco- 
nomical to reduce the free oxygen in all the 
water entering the building to 1.0 ppm or less by 
a vacuum deaerator operating at normal tem- 
perature and, after heating the water for the hot 
water supply system, to remove the balance with 

(Please turn to top of page 224) 





















COVER 


‘YOUR 


PROFITS 


Against 


LOSS 


with 
‘GUM A TUB the NEW LOW COST 
=" BATHTUB PROTECTOR 


PAYS FOR 








Yes, cover your bathtub 
installations with GUM- 
A-TUB and it’s like hav- 


ing insurance against | T § E L F | N 
damage by tradesmen bY A ¢ | N 6 S 


who follow you on the job. 
Made of sturdy heavy- PRICES 
duty gummed-back kraft 
paper GUM-A-TUB is the 109 to 499. $1.15 ea. 
word in low cost protection. A 3 piece unit » 500 up...... $1.00 ea. 
s installed in a jiffy by simply wetting with 3 

cloth, What’s more GUM-A-TUB covers are Slightly Higher "ea 
laped and cut to be self molding on all re- Rockies. 

tubs of 41/2 - 5 - 5Y ft. ora: PEND, 


" Made by the Manufacturer of PROTECTUB 


the popular Deluxe corrugated paper bathtub 
protector now in use throughout the country. 


Order your supply today! See your local Jobber or Write 


PROTECTUB INC. 1t¥2to" ud 


WESTERN REP.: THE ZURIER CO., LOS ANGELES, SAN FRANCISCO 
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WATER HEATERS 
be 4 
Pe ow ern, 


ROBERTSHAW UNITROL CONTROLS 
350 LB. TEST TANK THOROUGHLY GALVANIZED 
SMART LOOKS PLUS STURDY CONSTRUCTION 
FOR ANY TYPE OF GAS 
Before buying, today’s consumer looks twice at 
TE odie s:once for durability 
and economy—once for superior performance 
and good looks. Meeting these high standards 
“KOVEN Automatic Gas 
are not only preferred by countless home- 
makers but are recommended by architects 
and builders as well. Yes—their precision engi- 
neering coupled with their many fine features 
mean steady sales to the installer because they 
mean better service and bigger savings to the 
buying public. To keep your profits on the up- 


grade—write for convincing free literature and 
newspaper mats. 
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nationally advertised 


L. O. KOVEN & BRO., INC. 
154 Ogden Ave., Jersey City 7, N. J. 
Plants: Jersey City, N. J. ° Dover, N. J. 
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Model 200 Pressure Controt 
and Relief Valve 


FLOW FITTINGS BY Saf/ 


Available in Cast (ron or Copper 


SALL Fittings 
greatly improve 
the efficiency of 
the entire hot } 
water system. 4 
One fitting on the return line is 
all that is needed. This directs 
the free flow of the water through 
the radiator. SALL Fittings are 
applicable to both cast iron and 
copper radiation. 





SALL one pipe fittings are avail- 
able in either cast iron or cop- 
per. Sweat type for use with 
copper tubing. 


All sizes1” to 2” upfeed return 
or down-feed return. 





ANGLE FLOW CHECK VALVE 


Designed for one and two pipe 
systems, the SALL Flow Check 
Valve performs its function un- 
failingly. Automatic in opera- 
tion, but when necessary can 
be locked in position for gravity 
circulation. Small %” port at 
top permits installation expan- 
sion tank, preventing air-bind- 
ing. Learn more about the 
complete SALL Line... get in 
touch with your SALL repre- 
sentative. 
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(Continued from center of page 223) 


a deactivator or another mechanical deaerator. 

The development of these and other deaerating 
devices has done much to eliminate corrosion 
from water systems and steam boilers. In fact, 
this apparatus may be considered an essential 
part of most of the large modern steam boiler 
plants. Several other designs for different types 
of service are available. Literature and engineers 
of leading manufacturers should in all cases be 
consulted for details of construction and as to the 
design best adapted for any specific service. 

Most large structures today contain equipment 
of some kind to control corrosion. However, the 
contractor is sometimes called in when failure 
of preventive measures has resulted in corrosion. 
Thus, the problem is sometimes complicated by 
the presence of equipment which may or may 
not be inadequate. Frequently, in the case of 
very old buildings, this equipment will be other- 
wise than the type described in the above para- 
graphs. Most likely it will be of the type that 
treats the water chemically, causing a protective 
film to be deposited within the pipe. Sometimes 
this equipment was designed for a water con- 
dition no longer present, or tor temperatures 
which have since been raised. 

A fairly common type of chemical control equip- 
ment is a silicate tank. The addition of small 
quantities of sodium silicate more or less retard 
the corrosion of iron, lead, copper, and brass pipe 
in many types of water. As a rule, the effect is 
more pronounced in hot water rather than in cold 
water supply systems. The silica film which is de- 
posited appears to form first an anodic area, and 
the corrosive action is inhibited 

Silicate tanks have been designed for several 
different sizes of systems. These range in appli- 
cation from those suitable for domestic use in resi- 
dence to those for large industrial plants and office 
buildings. (In large systems this treatment should 
be under the control of a water-treating chemist 
to ensure the best results.) 

Larger cold and hot water systems have been 
found to be economically treated with liquid sodi- 
um silicate by means of various proportional feed- 
ing devices. One of the most simple of these con- 
sists of a storage tank partly filled with liquid 
silicate with inlet and outlet pips connected to the 
main water supply so that a small fraction of the 
water is diverted and passed over the surface of 
the silicate. In this way, a sufficiently regular feed 
of silicate is obtained and mixed with the water 
before it enters the main system. 

Another type of corrosion commonly encoun- 
tered is pitting. This may take the form of one 
pinhole in a pipe or tube, or a series of them. Not 
too much is definitely known about the chemical 


and electro-chemical reactions surrounding this 
(Please turn to top of page 227) 
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5 FREE 


Technical Sulletine 
for IMPROVING the 
EFFICIENCY of BURNER 
INSTALLATION — SERVICE 


- “*GOOD PROFITS IN MODERNIZATION” 


How to set up a program beneficial to your customer, 
profitable for you — and good for your industry. 





- ‘“*BURNING OIL COMPLETELY"’ 
Why properly sized combustion chambers of the 
“must” for efficient in- 


n 


proper materials are a 
stallations, 
3. “‘“NOW YOU CAN ‘SEE’ THE AIR’’ 


A complete description of the new principle of 
mating air and oil patterns for higher efficiency, the 
knowledge of which will enable you to get the 


highest possible CO2. 

4. “‘YOU'VE GOT TO KNOW NOZZLES’’ 
There is a right nozzle for every oil burner. A 
thought-provoking article which will help you. 

5. “*DRAFT CONTROL IS IMPORTANT”’ 
The proper location and the great importance of 
accurate draft control is described in this article. 


Write for your FREE bulletins NOW 





BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 


HIGH CAPACITY 


RADIATION 


FOR 
RESIDENTIAL 
COMMERCIAL 
INDUSTRIAL 
Installation 


COMPACT 
voriebenael  B 











Steel or 
Aluminum Fins 








Kingston. Penna 
Wilkes Barre, Penna 











” mevivatiie Power Drive 





+ Threads all 1 to 6” pipe and conduit with standard dies. 
« Powered by any 2/2” H.D. air or electric drill. 
* Lightest weight—only 14 Ibs. 


*« Threads pipe or conduit in any position or close space— 
well pit, trench, corners, etc. 


SOLD BY ALL LEADING JOBBERS 


MUNCIE GEAR WORKS, 


706 EAST WYSOR ST. MUNCIE, 


INC. 


INDIANA 








STEVENS & MILLER 


AIR INDUCTION UNIT 


for All Suction Pumps 


DISPELS AIR VOLUME TROUBLES 
~ 















You will sharply reduce serv- 
ice calls and gain customer 
. good will with this unit. 

Works with efficiency on all types 
xf pumps; jet, turbine or recipro- 
-atiig; for deep or shallow wells. 
No valves, diaphragms, springs or 
flats to wear, corrode or get out of 
order. Unit can be installed on or 
away from tank. 

x 2PRESENTATIVES—DISTRIBUTORS 


WRITE TODAY! 


STEVENS & MILLER, INC. 


GENERAL OFFICES 





DECATUR, ILL 


127 E. PRAIRIE ST. 








x" BOILER LIQUID 


Since 1916 the Industry’s out- 
standing product for repairing 
leaks in high and low pressure 
steam boilers and hot water 
heating systems. “X” is a col- 
loid, contains no harmful sol- 
ids. Its repair is lasting and 
certain because it is made from 
the outside in, through the 
metal line of the boiler and will 
not break down due to expan- 


sion or contraction. 












oo | NEW YORK 19, N. ¥ 











— VILLE 


my THERMO Patented 


Improved Tubeless Boiler 
Unit for Oil or Gas Firing 
. . Non-Pulsating 
U. S. Patent No. 2575723 


NEW...Series V, Vertical 
Tubless Steel Boiler, for Low 
Cost Installations. 





For information, write “Dept. DE” 


MANVILLE BOILER CO., INC. 


Convertinle to Coal Firing in Emergency 415 Lexington Ave., New York 17, N. Y. 
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approved 
Gas Ass'n. 


by the 


The extensiveness of the WILSHIRE 
Line performs a great service for you 
where, either from customer selection or 
job demands, it is important to have a 
wide range of sizes to choose from. This 
lifts your sales potential considerably as 


it makes it almost 


impossible for a 


customer to name a heater capacity you 


can not fill. 


WILSHIRE 
Standard Models 


lt will pay you to ine [ 
vestigate this exception- 
ally fine line of water 
heaters—all of which are 
made under one roof— 
parts, fittings, technical 
attachments and so on to 
the final finish. ORDER 
FROM YOUR JOBBER 
TODAY, or ask for data 
on standard size models 
in 20. 30. 40, 30, 55, 
55HR, 75HT, 75, 75HR, 
100 and 100HR gal. ca- 


pacities, 








133 E. PALMER AVE. 





Model HCS 
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NEVER BEFORE 


such High Performance 
at such Low Cost— 





SHIRE 


resen 


ONE OF THE MOST COMPLETE 
So LINES OF HOT WATER HEAT- 
¥ ERS IN THE COUNTRY! 











Model AG 


GUARANTEE: 


So sure are we of the su- 
perior job well done by our 
WILSHIRE specialists that 
WILSHIRE HEATERS are 
backed by 1, 5 and 10 year 
(pro-rated) factory guar- 
antees . . . the most gener- 
ous in the country. 


hern 


CORPORATION 


COMPTON, CALIF. 


WILSHIRE: 





ALL MADE 


UNDER THE 


ONE ROOF! 
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PEERLESS 


“"AQ0 


SHALLOW WELL SELF-PRIMING 
JET SYSTEM 









- FEATURES AT A 
GLANCE: 


SELF-PRIMING ¢ UTILIZES 
MECHANICAL SHAFT SEAL « 
IMPELLER IS ONLY MOVING 
PART * NO OIL TO 
CONTAMINATE WATER « 
BRASS JET NOZZLE « TOP 
QUALITY MATERIALS « 
PRECISION BUILT « EASIEST TO 

INSTALL AND MAINTAIN 








@ SUPER CAPACITY 
@ SUPER PERFORMANCE 

@ SUPER ECONOMY 

@ SUPER SERVICE 

Everything you want in a self. 
priming, shallow well water sys 
tem is in the new Peerless Super 
400. Super Capacity—up to 700 
gallons per hour. Super Economy 
— never before has a pump of this 
capacity and quality been avail- 
able at such a low price. Super 
Performance — truly a powe 
water producer that will satisfy all 
domestic needs. Super Service — 
precision built for day in, day out 
operation with a minimum of at- 
tention and service. 

Sell the Peerless Super 400 today 
for complete customer water serv: 
ice and satisfaction tomorrow. 

Write for Bulletin No. B-2536 
for full details. 


FOOD MACHINERY AND CHEMICAL CORPORATION 
Address inquiries to Factories at: Los Angeles 31, Calif. and Indianapolis 8, Ind 
Offices: New York, Chicago, St. Louis, Atlanta, Tulsa, Plainview and 
Lubbock, Texas; Fresno, Los Angeles, Phoenix, Albuquerque, New Mexico. 
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(Continued from bottom of page 224) 
condition, but progress is constantly being made. 
However, it has been established that some waters 
cause pitting and some do not, but research has 
not yet reached the point at which a consistently 
accurate prediction can be based on an analysis of 
the water. 

Waters that are high in free carbon dioxide are 
liable to cause pitting, thus treatment lies in cor- 
recting this condition. A simple and relatively in- 
expensive procedure for preventing this type of 
corrosion is that of placing a neutralizing tank 
near the source of supply. The tank is filled with 
limestone chips and the water, seeping through 
the limestone, is neutralized and the carbon diox- 
ide removed. If such corrosion is caused by a 
calcium deficiency in the water—as may be the 
case, the remedy is to insert a feeder into the line, 
which constantly adds the correct dosage of the 
proper chemical. In this connection it should be 
noted that “soft” waters (those having few dis- 
solved mineral salts) are usually more apt to 
cause this type of corrosion. If pitting is already 
well advanced, treatment may not prevent perfor- 
ation. The value of the treatment, however, lies in 
the prevention of new pits. 

One form of pitting is caused by a concentration 
cell. This may occur when a tiny particle of some 
foreign substance deposits out of the water and 
adheres to the wall of the pipe. This prevents the 
oxygen in the water from reaching the metal sur- 
dace at that point while adjacent surfaces are 
available to it. The difference in oxygen concen- 
tration that develops from this condition results 
in a difference of potential and a form of galvanic 
corrosion can actively take place. Pits frequently 
develop in this immediate area. The type of treat- 
ment described above, a limestone tank, etc., in 
addition to changing the aggressive characteristics 
of the water, may also serve as a settling basin, 
thus reducing the possibility of particles passing 
into the piping system. 

The amount of free and aggressive carbon di- 
oxide present in natural waters varies widely at 
different seasons. The calcium carbonate de- 
posited at certain times, when the water carries 
insufficient carbon dioxide, is redissolved when 
aggressive carbon dioxide is again present. 

The carbon dioxide content should, therefore, 
be determined over a considerable period, and, 
where the variation is considerable over short 
intervals, treatment should be based on an av- 
erage test. 

(These and other methods of corrosion control 
will be taken up in detail in future articles in this 
series.—Ed. ) 

The best way to combat corrosion, of course, is 
to keep this problem firmly in mind while design- 
ing piping systems and to thereby try to eliminate 

(Please turn to top of page 228) 
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The WHISTLING 
Tank Fill Signal 


Safe Fills 

No Spills 

Oil man 
need never 
enter home. 


TRADE LIST 
Model LA 































VENTALARM* 
Signal 
INSTALLED HERE 
















Easily read from even 10 ft. away 
Leak proof; adjustable to any angle; 


completely assembled. 


TRADE LIST $ ] 45 






Fe 










or this 
Money-Saving Combination 
















VENTALARM Signal 
and SCULLY Gauge 


¢tombined in one labor- 
and money-saving unit. 


$9.95 


One item to install instead of three. 
For 275-gal. tanks. Specify tank 
opening and depth when ordering. 


















FREE ‘‘Name Card” with every 
SCULLY Gauge or VENTALARM GAUGE 

Slips into place 
on top of gauge. 
Assures permanent 
identification of 
your company. 











Trade Prices shown subject 
fo change without notice. 










See your regular Supply House 
or write to Dept. 72B 
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THE 


NEW 


HANDY GOSS 


L.P. GAS TORCH 
PORTABLE -— LIGHTWEIGHT 


complete with one tip $2850 


Kit #12 


501 


4G 507 


ais 505 


THE IDEAL OUTFIT FOR REPAIR WORK. 


The new Goss Kit #12 has been designed in addition to the full line of Goss 
L. P. gas torch and furnace equipment, and is made to the same high standards. 
The 2 tb. cylinder furnished with the #12 Kit will provide several hours burning 
time and can be quickly refilled from Goss #C. T. 20 cylinder or supply cylinder. 


DISTRIBUTED BY 


SUSQUEHANNA INDUSTRIES 


SUNBURY, PA. 





PROPELLED 


AEROSOL BOMB 
PRINCIPLE 


Plumbing and Heating 
Friend 


USED ACROSS AMERICA 


Contractor’s 


EXCELLENT FOR PAINTING OR TOUCHING UP 


Convectors 

Furnaces 

Fin Pipes 

Air Conditioning Equip. 
Oil Burners 

And 101 other uses 


Radiators 

Boilers 

Water Heaters 
Piping and Cocks 
Refrigerators 

Oil Tanks 


For better work and profit! No mixing, no 
clean-up, no compressor or hose needed. 
Just shake the can and paint. All cans fur- 
nished with guaranteed non-clogging spray 
valve. Complete your jobs the modern way. 
Ask your jobber for Sprayon today! 

Attention Representatives! Some select terri- 


tories still open. Write for money makino 
details today! 


Suman @® Chrome eee, 


Gloss Black 
Meadow Green @ Bright Red 
Medium Gray @ Royal Blue 
Ivory @ Bright — 

Y 


Gloss White @ 


CHAMPION BRONZE POWDER 
& PAINT CO., Inc. 


@ Cop- 
perplate © ellow @ Clear 


Plistic 02526 W.VanBuren Chicago !2 Il. 
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(Continued from bottom of page 227) 
the possibility of the problem ever developing. 
Other than the installation of corrosion combat- 
ting equipment, there are several design factors 
which, if properly considered, will assist in cor- 
rosion control and elimination. 

Hydraulic pipe bending machinery, which elim- 
inates the need of some joints, is also utilized to 
bend pipe on the job. This materially contributes 
to the overall efficiency of the piping system by 
eliminating possible sources of deposit accumula- 
tion. 


Piping diameters are also of considerable im- 
portance. Pipe sizes dangerously close to the mini- 
mum requirements should probably never be uti- 
lized. It is usually advantageous to go up one size, 
for the matter of frictional resistance (often made 
excessive by pipe too small for the load) is of 
special significance in corrosion problems. 


But one of the most important elements of de- 
sign is that of control of hot water temperatures. 
Temperature fluctuations should be minimized fo1 
these sometimes result in expansion and contrac- 
tion strains in the piping which, in turn, become 
prime targets for corrosive waters. 

Moreover, in a hot water system in which tem- 
perature fluctuation and the resulting expansion 
and contraction of piping are held at a minimum, 
the initial formation of scale and rust film will not 
flake off to provide fresh metal surfaces for cor- 
rosive attack. Good results with ferrous piping 
systems in many hotels, when provision has béen, 
made for maintenance of uniform temperatures 
twenty-four hours a day, stand out in marked con- 
trast to the much shorter life of hot water systems 
in apartment houses in which water temperature 
fluctuates from high during the day to low at 
night. 

The life of the piping is very closely related to 
the temperature of the water it conveys. This is 
true for the simple reason that most corrosive at- 
tacks are accelerated at higher temperatures, 
especially above 140 F. 

Simple stoppages in a part of the system can 
usually be alleviated by reversing the flow of the 
system. In this manner, scale, dirt, or rust which 
may have accumulated in the pipe at an elbow or 
reducing fitting can be flushed out. This can be 
done by shutting off the hot water riser, connect- 
ing the cold water faucet to the hot water faucet 
at the basin or tub with a piece of rubber hose, 
and flushing out by opening another hot water 
faucet on the same riser. The same principle can 
be applied for larger systems. 

Flushing out through the bottom of the hot 
water riser is even more effective. Similarly, hot 
water pressure can be used to clear out the cold 
water branch. This procedure may work in reliev- 
ing local stoppage, but will accomplish little when 
poor flow is due to general corrosion. 
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ARE OTE 


Capacity: 
225,000 B.T.U. output, 230 gal. Self Storage 





270 g.p.h. at 100° Rise 


Builders of fine Oil Burner Equipment since 1903 


THERE’S AN AQULUX MODEL AND SIZE FOR EVERY HOT WATER NEED! 





AaquLuxX 


WATER HEATERS 


give you more gallons of Hot Water for every fuel dollar! 


You can sell and install Aqulux Water Heaters with confidence that their 
performance will measure up to expectations. In private homes, factories 
and great public buildings all over the world, they have been given the 
acid-test of time under the most varied and difficult conditions. 


Few heating units can match their dependability . . . and still fewer can 
equal their fuel-saving efficiency. If you have a water-heating problem, 
it will be well worth your time to check up on the superiority of these 
famous Aqulux Water Heaters. If you will tell us what you need, we will 
gladly furnish you with helpful detailed information. 


ohnson Gil Burmers,....... 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
401 No. Broad St., Philadelphia 8, Pa. 


This is the AQULUX 225-VS Model 
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m A CONCRETE INSERT 
THAT “STAYS PUT” 


The Carty G Moore Concrete Insert 
has an extra wide wing spread 
which gives it a firmer hold in the 
cement, Will not loosen or tear 
out. It also has a long travel slot 
which permits wide adjustment, and 
its design prevents nut from slip- 
ping through. Write for literature. 


Available in sizes for 
%, %, %, and % inch nuts 


oa CARTY & MOORE 
ee ENGINEERING CO. 


1150 W. Baltimore Detroit 2, Mich. 
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CHROME 
BRASS PIPES 


1%” to 4” sizes 

BRASS TUBING 
1%”, 1%”, 1%”, 1%” O.D. 
Pittsburgh NIPPLE WORKS, Inc. 


1455 Spring Gerden Ave. PITTSBURGH 12, PA. 





‘Makes Any Fire Door 


A "SAFETY VALVE"! 
INLAND Safety Door Closer 
For Gas and Oil Conversion 

BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Over 14 Years 
Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve” on the job. Gentle spring 
tension allows door to swing open on slow 
or faulty ignition of burner and then close. 
Wedge holds door open when necessary. It's 
easy to install with the NEW SPRING 

HOLDER. 

MADE IN 3/16”—1/4”—5/16”—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.00—$1.05—$1.10—$1.15 
See your jobber or write us. 


INLAND MFG. CO. i120 n. cicero, CHICAGO 51, ILLINOIS 
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e Tripod and Pipe Vises 
e Machinists’ Vises 
e Threaders — Cutters 


LAUNDRY TRAYS ||? 
DIAMOND 


TOPS IN QUALITY 


Smartly designed for safety and 

long-lasting utility. WESCO Cement 

Laundry Trays are hand rubbed to 

eliminate porosity. Corners, inside 

and out are rounded for best wash- 

ing results. Rims are of non-rust- 

ing solid zinc. Available in 2 part ARE FULLY 
tray (as shown) .. . one part, GUARANTED 
three part and two part DeLuxe 

Shelf Type with built-in wash board. The Wesco plant has 
50,000 sq. ft. of floor space for the manufacture and storage 
ot laundry trays, ensuring shipment of well seasoned trays 
at all times. Inquiries from jobbers solicited. 


WESCO MANUFACTURING CO. 


P.O. BOX 175 WELLSVILLE, OHIO 


H 
EATING SPECIAL Tig, 


THE Standard of QUALITY 
for Over 30 Years! 


There's always less selling 
effort needed when you sell 
KAINER—the name that, for 
over 30 years, has signified the 
best in heating specialties. New 
Folder on Governors sent upon 
request. 


Ask Your Jobber About 
The KAINER LINE! 


| (ae) 761 a em, em een, | STREET 
KAINER & - Cie a G O-. 7 iit eA Ss 


SELF-FEEDING 
RATCHET REAMER 


Users find that the genuine REED Ream- 
er saves as much as two-thirds of the 
time and effort required by other sim- 
ilar-purpose tools. The forged, tool 
steel cone has spiral flutes with pat- 
ented cutting edges which actually feed 
the tool into the pipe to CUT burr clean- 
ly, quickly and easily... with NO 
pushing effort. Exclusive double-pawl 
ratchet reduces lost motion 50°,. 
Ratchet ring can also be used for REED 
Removable Head dies Ya" to 1%’. 
These dies feature the exclusive 
double-threaded throat and easy cut- 
ting, chip-ejecting action. 


Whenever you work with pipe... 
Ask for a REED pipe tool! 


ERIE, PENNSYLVANIA 


FILTER 
and PURIFIER 


eo DISCOLORATION 
TASTE 


The Diamond Filter and Purifier actually 
removes objectional substances and pro- 
vides clear, sparkling palatable fresh 
water. WRITE FOR CATALOG. 


OSHKOSH FILTER & SOFTENER CO. 


ree SHERWOOD No. 86-A 


ANTI-SYPHON BALL COCK 


Is QUIET! Safeguards against the contamination 
of drinking water. Operates on any city water pres- 
sure. Is dependable, long-lasting and _ efficient. 
Master Plumbers like it and specify it. 


SHERWOOD BRASS WORKS e 6331. Jefferson @ Detroit 7 
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Show Them the Works... 


(Continued from bottom of page 155) 
and stage an on-the-spot demonstration. 

This equipment is also used for testing oil burn- 
ers in the shop and out in the field. And still 
another use has occurred to Mr. Lensing. 

“This winter we intend to make another one of 
these with a sort of hood over the firebox. In this 
way the men can keep warm on the job site as 
they work. We’ll put in a larger oil tank, one 
that will hold enough oil for a day’s firing. All 
we need, then, is an electrical outlet, and we have 
a portable heating unit.” 

Mr. Lensing feels that many sales can be traced 
directly to his extensive use of simple heating 
displays. 


According to Law! 


A few days ago a reader asked this important 
legal question: “Does a plumbing contractor have 
to obtain a city plumbing license or otherwise 
comply with the city’s licensing ordinances when 


‘doing plumbing work on public buildings if an- 
_ other city ordinance or state ordinance states that 


contractors doing work on public municipal build- 
ings need not obtain a permit?” 

According to a late higher court decision, the 
answer is yes. 

In one state, a law provides that no board of 
education of any school district is required to 


ssecure the approval of its plans and specifications 


for the erection of any school building; nor shall 
any contractor doing work in connection with 
school buildings be required to secure a building 
permit from the municipality. 

A city ordinance provides that master plumbers 
contracting to do plumbing work in construction 
of municipal buildings must submit to examina- 
tion and procure a license. A plumbing contrac- 
tor, without obtaining a city license, entered into 
a contract to do plumbing work in a new school 
building being constructed in the city and did 
install plumbing fixtures, pipes, and other appa- 
ratus in the building. 

The higher court held that the plumbing con- 
tractor must submit to examination and procure 
the licenses required for master plumbers under 
the city ordinance, notwithstanding that the work 
was done pursuant to a contract for plumbing in 
construction of school building and also notwith- 
standing the above mentioned state law. The 
higher court said: 

“The whole trend of the statute is obviously 
to secure a building which shall be safe for the 
children, and the Legislature did not intend an 
exception whereby a man might do master plumb- 
ing or electrical work and not have a license there- 
for, merely because the work is in a school build- 

(Please turn to top of page 232) 
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MASTERFLAME! 


Complete In 





One Compact 
Package 





Wi 7 
STEEL BOILER 
FOR HOT WATER 


SYSTEMS. 
@ ASME Approval 
e 5-Year Guarantee 


©’ CANBE \ 
INSTALLED 
IN 
LIMITED FLOOR 
SPACE | 


Today's trend in home building is greater compactness. That's 
why the MASTERFLAME offers you your ideal answer to the 
demand for higher efficiency in a more compact heating unit. 
The Masterflame Unit is completely wired and furnished with... 
TANKLESS HEATER CIRCULATOR 
PROTECTO RELAY FLOW REGULATOR VALVE 
THERMOSTAT EXPANSION TANK 
LIMIT CONTROL ANGLE FLOW VALVE 
OPERATING CONTROL HOT WATER DUAL CONTROL UNIT 
or ASME RELIEF VALVE. 


Write WINSTON for Full Details 


WINSTON CO. INC. 
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| We Invite You to TRY | 





ON SLOW RADIATORS 


We believe a trial will demonstrate what institu- 
tional engineers have repeatedly confirmed—that the 
faster heat transfer of Nicholson radiator traps can 
help restore sluggish systems. Size, 2” and 34”; vapor 
and vacuum; pres- 
sures to 25 Ibs. Com- 
petitively priced. 
Made in all stand- 
ard corner and angle 


types. 











BULLETIN 452 


190 Oregon St., Wilkes-Barre, Pa. 




















Boiler Iube Cleaners 
Wire Heater Brushes 


\"w : a 
WORCESTER BRUSH “0 SCRAPER CO. 


J} 


(VLALON OF 


MASON-WORCESTER CO. 
WORCESTER, MASS. 

















(Continued from bottom of page 231) 
ing. As a general policy, the law has created for 
master plumbers, on the ground of health protec- 
tion, a necessity to be examined and licensed and 
this is an added protection to the public, in addi- 
tion to requiring proper building plans.” 
Citation: City of Plainfield v. Charles Simkin & 
Sons, 76 Atl. (2) 302. 


Contractor Should Check Zoning Ordinances 

Modern higher courts consistently hold that an 
ambiguous city zoning ordinance will be given the 
benefit of doubt in order to hold it valid. This is 
so because the courts are adverse to holding zon- 
ing ordinances void. 

In one recent case a city council passed an ordi- 
nance which divided the city into districts, and 
established areas to be used exclusively for resi- 
dences. However, only one map showing the 
zoned areas was in existence at the time the ordi- 
nance was passed, and it was kept by the city 
clerk. 

It so happened that a plumbing contractor in- 
tended to engage in a new business in the zoned 
area. Suit was filed to enjoin him from conduct- 
ing this business. The higher court held the ordi- 
nance valid, saying: 

“It is plain that the zoning map in the custody 
of the city clerk is the map referred to in the 
zoning ordinance and is a part of that ordinance. 
A decree is to be entered enjoining the defendant 
from using the premises for a business. . . .” 


Citation: City of Newburyport v. Thurlow, 84 


N.E. (2d) 450 


Contract Should Have a Protective Clause 

Last month a reader submitted the following 
question: If a chimney is defective in a building 
in which a contractor is installing a new heating 
system, how can he avoid liability in the event of 
a fire? 

The answer is: The contractor should inspect 
the chimney and determine whether the flue is 
defective. If it is defective, the contractor should 
have his employes obtain this information, in 
order to use them as witnesses in event a fire 
occurs. Then the contractor should notify the 
property owner in writing of the defects, and re- 
quest him to repair the defects. When the con- 


tract with the property owner is signed it should 


contain a clause as follows: “The property owner 
guarantees and will save the heating contractor 
irom any and all liability and damage caused by 
a defective flue.” 

This clause may also state either that the con- 
tractor has inspected the flue and found it to be 
defective; or that the contractor has not in- 
spected the chimney and that the property owner 
agrees to make the inspection and necessary re- 
pairs on the flue. 
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Rugged, powerful .. . 2250 3/,”-strokes 
per minute . . . one- e-hand control . 

weighs only 63/, Ibs. . . . ball and roller 
bearing equipped . Milwaukee-built 


guts” .. . all bearings and motor are 
lifetime-lubricated. 


MODEL 414 


SAWZALL 


...@mazing new all-purpose 
reciprocating POWER SAW 


Complete power-unit with blades for 
cutting wood, pipe, galvanized sheet 
and other metals, transite, plaster- 
board, plastics ... 


in a handy steel 
carrying case 
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78° 


101 Uses for Plumbing and Heating Contractors 


You'll marvel at the sensational per- 
formance of SAWZALL. Cuts any shape, 
with easy-to-control accuracy. Built for 
heavy-duty service. Pays for itself in a 
9-point motor, famous for MORE “motor few days. 

See your distributor today or write us 
for FREE FOLDER No. SW-5. 


MILWAUKEE ELECTRIC TOOL CORP. 





5838 W. State Street °° Milwauh 











Canadian Distributor: _MATTNEW MOODY & SONS ©. 70 Inspector St., ‘Montreal 





ti ADVANTAGES i 


Not found in any other single 
product! The patented Heat-Lock 
has 7 distinct advantages, 3 of 
which are as follows: 


1. Draft control without vacuumizing 
house! 

2. The “banked coalfire’ effect on 
burners & stokers. 

3. While burner is running, heat held 
in for up to 3 times longer. 








tracti 
SOLD THROUGH LIMITED NUMBER OF FRANCHISED DEALERS. HUGE | ji 
MARKET! GREATER MAJOR EQUIPMENT SALES AID. 


NATIONAL FUEL CONSERVATION CO., INC., White Plains, W. Y. 


IN AVE 


HEATING CONTRACTORS 


Specify “Baseline” Baseboard Convectors 





. for their 
CLEAN 
NOISELESS 
EFFICIENT 
ECONOMICAL 
HEAT 


Standard baseline enclosures accommodate one or two tier heating elements as re- 
quired. The unique heating element hanger just hooks into enclosure support bracket 
and is pivoted so it will move right or left allowing for noiseless expansion and 


Baseline is the noiseless baseboard. 


EASTERN SALES OFFICE 
2137 ‘Kk’ Street, N. W. 


Washington 7, 0. C. 















IN WOOD ig Ease, Economy 


& Eftective Operation! 
DOES TWICE THE WORK WITH 1/10TH THE PHYSICAL EFFORT! 


See Your Nearest Jobber . . . or Write Price & Rutzebeck for Full Details! 

















Benime Bits 





ANGLE HEAD 
Any Va Inch 


PRICE & RUTZEBECK DISTRIBUTING CO., P.O. Box 30, Hayward, California 


The RIGHT COMBINATION FOR BORING HOLES 
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L-1565-S and L-1565-SP 
Single “TY” Fittings 





Pe bh oa BLAKE “PUREFLO” 


L-1380 ROOF DRAIN WITH HIGH This fitting is adaptable for batteries Grease Interceptor—Features: 1—Made in 

DOME STRAINER r 5 models. 2—Over 95% Grease Inter- 
cattchle ¢ a Rian liek: -aaeaninies of 12 wall hung closets or less. It is ception. 3—Fool-proof construction, easy 
ouitable or any y' nstructi ° ° ° ° removai of grease. —Easy to _ install. 
Large sump area. Combined gravel stop made for both soil pipe and screw pipe, 5—Adaptable to all types of service and 
and flashing ring secured by heavy studs. is adaptable for both blowout and hookups. 6—Efficiency constant at all 
Safety pan for seepage and better an- : ’ water temperatures. 7—Automatic air 
chorage in concrete poured roofs syphon jet wall hanging closet bowls. pressure control. 8—Odor proof. 


Blake Division of 
HOFFMAN SPECIALTY MFG. CORP. 
1001 York Street « Indianapolis, Indiana 


T Announcing 


as of July 1, 1952 








_| WATER HEATER 
| REPAIR COILS 


| FOR OLD, NEW AND 
OBSOLETE HEATERS 


| 100 DIFFERENT MAKES 
| Single, Double, Triple, 

| Instantaneous, Multi-Coil 

| Send for Catalog 

| 

| 


DORMONT MFG. CO. 


1314 High Street, Pittsburgh, Pa. 


APOLLO INDUSTRIES have purchased the former 
C. H. PARSONS MFG. CO., manufacturers of 
plumbers fiexible supplies, Under the name of 


APOLLO, the same fine quality of workmanship 
will go into this well-known line of brass special- 


ties. We cordially invite you together with former 
PARSON customers to purchase your supplies. from 
us, and through the coming years we look forward 
to serving you with the best of relations. saweee 





ry % inch 


Toilet 12 inch 
elbow female straight female 


APOLLO INDUSTRIES 


FORMERLY—C. H. PARSONS MFG. 


| 
co | 
2831 JESSAMINE ST. CINCINNATI 25, OHIO | 































( ( Wholesaler [] Contractor [] Plumber ) 


IN i i ea als we Ribak oie Male 
Re eee ck is a sag wee be Zone. RS 6 in sae 
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ORDER FROM YOUR JOBBER 


| GENERAL WIRE SPRING COMPANY ! | | PLUMBERS SPECIALTIES 
l 906 Sarah St., Pittsburgh 3, Po. 1 | deta ema mee en amt = 
| I want to PROFIT | | essential to dependable 
i YES! themes ie work. Hindley has been 
“HANDYLECTRIC" AUGER | oo aan quality for over 
| that cleans up to | | | COTTER PINS » WIRE HARDWARE 
1 moe 1 PLUMBERS SPECIALTIES 
Please Send Details! 1 | 

4 
: ee ee au Sat ee ae een wt l | 
| EES OE LE eo a EE | | 
| [| 
1 
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Select Group Selling 
(Continued from bottom of page 90) 
ernization of bathrooms, kitchens, heating, or 


what? 


A. I think that the major portion of this par- 
ticular dealer’s work has been in the remodeling 
field. 


Q. Is there any way of telling from the sales 
figures what he bought more of—or was it pretty 


much across the board? 


A. Generally speaking the increase was pretty 
much across the board. It was first noticeable in 


heating, but the plumbing soon followed right 


along with it. Once sound merchandising tactics 
are actively practiced, every segment of the busi- 


ness usually benefits. You may question why we 


spent this additional time and effort on one dealer 
and here again we get back to our select dealer 


group. We felt that this man had the potential 


and the ability to develop into a more valuable 
customer. By the same token, the dealer who 


pinpoints his promotion to the consumer who has 
not only the means to buy, but also a demon- 





SINCE 1868 the winged feet of Mercury have been the 
symbol of Alert Pipe and Supply Company’s fast and 
dependable service to contractors. Here, this god of Roman 


mythology prominently identifies one of the company’s 
ten trucks. That’s Mart Eichhorn in the foreground. 


stratable need for the products our industry has 
to offer, will take sales away from the auto deal- 
er, the jewelry store, and all other types of re- 
tailers who are in direct competition with plumb- 
ing, heating and appliance dealers. 


Q. By what yardstick did you feel that he had 
the potential and ability? Was it based on your 


past experience in observing other customers? 
A. Yes, I suppose past experience has a lot to 

do with it. However, in this particular case I 

would say that the yardstick was our knowledge 


of the man himself, knowing him personally, 
knowing his background and present business 
problems, etc. We knew these things, of course, 
through our select group program. 


Q. In other words, you might not have been 
able to discover his capabilities if he had been 
part of a large group. Is that correct? 


A. I would say it would be practically impos- 
sible for him to be discovered in a large group 
meeting of say 200 or 300 people. And the same 
principle applies to your contractor-dealer. He’s 
got to develop a program to get to that top 20 
percent of customers—which will form the nucleus 
of his select groups. 


Freezer-Food Plan 
(Continued from bottom of page 128) 
two years by the purchaser. 

According to the United States Department of 
Agriculture, monthly food expenditures for the 
average family of four would be ............ $135 

Of this amount, about 30 per cent or $40 
would ke spent on staples. An additional $5 
might be spent on sundries such as cigarettes 
or candy, making a total of. . 2. ..604.....05.2. 45 

Leaving, to be applied against monthly 
payments and for the purchase of additional 
PUNE RENN eS Soh Hic keer eee eee 90 

Since monthly payments are $40, this would 
leave $50 which the housewife is urged to put 
aside for frozen food replenishment. At the end 
of two years, the purchaser owns the freezer out- 
right and will be able to utilize the $40 a month 


installment payments for other purposes. 


How the Plan Is Set Up 


To set up a local plan, Hagstrom recommends 
four basic steps: 

1. Arrange with locally-owned supermarket 
and/or butcher, equipped with large freezer, to 
provide freezer buyers with frozen meats, vege- 
tables, fruits and other foods at quantity discount 
prices on a continuing basis. Generally speaking, 
these discounts should provide savings of up to 
15 per cent from retail for meat; up to 20 per cent 
for other frozen foods. 

2. Almost concurrently with application of step 
No. 1, arrange for local banker to underwrite the 
financing of both freezer and focd, on a non- 
recourse basis if at all possible. As will be noted 
in Hagstrom’s plan, down payment only covers 
10 percent of freezer cost. Ninety percent of 
freezer and 100 percent of initial food purchase 
cost are financed on long-term basis. 

3. Advertise program actively, using all possible 
promotional methods to develop leads. 

4. Follow-up leads meticulously and persistently 
with telephone and personal calls. 
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ACCEPT 


NO SUBSTITUTES 





ONE 


CORNING 
STANDARD 
Gauge Glass 


In ordering gauge glasses, don’t 
be confused by similar sounding 
names. Boiler gauge glasses can 
be expensive when they break 
easily, are clouded by chemical 
action or fail with temperature 





changes. 

That's why it pays to specify CORNING Stand- 
ard when you buy. Made of borosilicate glass, with 
a lower thermal expansion than ordinary lime glass, 
you get unusual mechanical strength plus resistance 
to thermal shock. This means extra protection... 
safer operation . . . longer service life. 

So look for the name CORNING Standard on 
the Blue Package. Accept no substitutes. Call your 
Industrial Supplier today. He also stocks MACBETH 
brand sight glasses, oil cup and lubricator glasses. 


CORNING GLASS WORKS, Corning, N. Y. 


wg mead. swesrovch it Cd 
Snip 





Visit the new Corning Glass Center 0) 


| 


There is only 


| 


| 
| 








7 Steps to Greater Dealer Sales 
(Continued from bottom of page 106) 

well and its customers began to experience the 
first, and somewhat shocking impact of what we 
now call the buyers’ market. While our cus- 
tomers were intensely interested and completely 
in accord with the objectives of our dissatisfaction 
program, they had something more immediate 
on their minds. 

“When”, they asked, “are you going to do 
something about the need for greater salesman- 
ship at the dealer level? How about a program 
to upgrade the merchandising performance of the 
average heating dealer?” 

“Actually, there was nothing really new in this 
challenge. It was just that in mid-1951, the com- 
pelling need for salesmanship came more sharply 
into focus and began to bite into the minds and 
profits of management. 

“We in Honeywell knew, of course, that an 
intense need for salesmanship existed among many 
of our dealers. As a company, we long have rec- 
ognized the contributions they make to our very 
existence and to our leadership. Nevertheless, 
we regarded with healthy respect the difficulty 
of the upgrading problem, which today finds its 
counterpart among American retail distributors 
generally.” 

Honeywell decided, therefore, in light of the 
concern of its customers and the trend in buying, 
to take another look at the upgrading problem. 

“Since the reasons for it (the buyers’ strike) 
could not be traced to economics,” Bissell said, “it 
had to be found in the public’s frame of mind. 
And here of course is the area at which adver- 
tising and selling are aimed. If this was no 
time for complacency, and if, on the other hand, 
it was not a time for worry, then it was a time 
for effective selling. In June, 1951, we made our 
decision. We decided to make a major attack 
by building a complete merchandising plan for 
dealers.” 

The magnitude of the job that this involved is 
indicated by the fact that the “Seven Steps” re- 
quired a total of 3,300 man hours of analysis and 
writing. 
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ae ECOFF PRODUCTS COMPANY 









*| 


Dielectric Unions 


(INSULATED) 


WILL PREVENT GALVANIC AC- 
TION AND ELECTROLYTIC DECOM- 
POSITION OF GALVANIZED STOR- 
AGE TANKS, FITTINGS, ETC., 
WHEN CONNECTED TO COPPER 
PLUMBING. 


WRITE FOR DETAILS 
OR SEE YOUR JOBBER TODAY 


3265 W. 17th ST CLEVELAND 9, OHIO 
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iller PORTABLE 
SPOT WELDERS 


Here is a spot welder that will definitely assist 
you on your various jobs because it is as easily 
taken to the job as any portable electric tool. 
Model LMSW-52 weighs only 31 pounds .. . its 
multi-pressure tong lever (on top of welder) and 
the “natural” position handle (standard equipment) 
that enables the operator to hold it either right or 
left handed are only two of its distinct features 
that warrant your learning more about it today. 





Write for complete details — and 
the name of your nearest MILLER 
distributor. 


ELECTRIC MANUFACTURING CO. 
SINCE 1929 APPLETON @ WISCONSIN 








TANKLESS 
HEATERS 


KAM WATER HEATER 
MEG. CO. INGE. 


239-249 Alabama Ave. Brooklyn 7, N. Y. 


ALSO A COMPLETE LINE OF 
MALLEABLE AND STEEL PIPE HANGERS 


TYPE “E’ 


ONE INSERT FOR 4 SIZES 


%” %” 
TYPE “X" SPECIAL NUTS oa %” size) 
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PLUMBING SPECIALTIES 





GRAY IRON CASTINGS 























Series No. 400 
Cast Iron Drainage Fittings 


Made in 11% to 2 in. sizes, con- 
forming to Federal Specifications and 
of clean cut threads, completely 
chamfered. 


Write for our Catalog illus- 
trating Fittings and Specialties 


The WILMINGTON CASTING Co. 


om. mime) 


WILMINGTON, 











Look for THIS Box 





por the FINEST 


FLEXIBLE 
SUPPLIES 







@ Putty Prexiece 
@ DURACHROME FINISH — HIGH LUSTER 
WON'T CRACK, CHIP OR PEEL 


@ EASIER INSTALLATION 
@ COMPETITIVELY PRICED 








“TS REN-FLEX 


Manutactured 4 


TRENTON PIPE NIPPLE COMPANY 


TRENTON, NEW JERSEY 


A Complete line of BRASS NIPPLES. 1/8" to8 dia. 














A 

a | RAINBOW 
"Jan OF COLORS 
; #30 
Gem Seat 
The No. 30 Gem, a competitive type 
seat, is molded with a new material 
(SILKONITE) consisting of cured wood 
fibres and synthetic resins under tons of 
pressure and heat forming a solid mas- 
sive seat witn no glue joints and no 
chance of splitting or warping. 


Also make a complete line of Mother of 
Pearl sheet covered seats. 


3) XO) BL OLO¥ ERO) O70 010) :3. 57.1 


P.O. Box 4737 





Los Angeles | (@ollitelaaite) 
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SITUATIONS OPEN 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





PLUMBING AND HEATING’ ENGI- 

neering salesman wanted to work for 
contractor in southeast United States. 
Compensation commensurate with abii- 
ity. Address Key 629-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois, 


HEATING 

sales engineer capable of figuring and 
laying out hot water and steam heating 
jobs with a northern Illinois plumbing 
and heating wholesaler. Excellent op- 
portunity with established house. Ad- 
dress Key 639-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


SALESMAN: MANUFACTURER AND 

distributor of plumbers’ brass and 
specialties selling to the master plumb- 
er has openings in protected territories 
for full-time salemen. Expense, draw 
against commission, bonus plan. Write 
complete history to DUFF CO., 19th & 
Glenwood Avenue, Philadelphia 32, 
Pennsylvania. 











REPRESENTATIVES WANTED 





QUALITY LINE OF AUTOMATIC GAS 

storage water heaters of nationally- 
known brand available for established 
manufacturers’ representatives giving 
thorough coverage among plumbing and 
heating jobbers in the following areas: 
Ohio, Kentucky, Indiana, lowa, Nebras- 
ka, Kansas, Missouri, and Oklahoma. 
Address Key 551-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


LONG-ESTABLISHED MANUFACTUR- 

er of complete quality line of water 
heaters and accessories requires estab- 
lished manufacturers’ representatives 
to give thorough coverage among whole- 
sale plumbing and heating jobbers in 
the following states: Alabama, Missis- 
sippi, Louisiana, Arkansas, Tennessee, 
Virginia, West Virginia, Michigan, and 
Minnesota. Address Key 578-D, “DOMES- 
TIC ENGINERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


COMPETITIVE FLEXIBLE SUPPLY 

line has some good pet open in 
the South. Address Key 656-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


REPRESENTATIVE: TO COVER 
state of Illinois including metropoli- 
tan Chicago with following to whole- 
sale plumbing jobbers, to present first- 
rate line of chromed flexible supplies 
and other specialties. Give full partic- 
ulars in first letter. Address Key iy oe 
“DOMESTIC ENGINEERING,’ 801 
Prairie Ave., Chicago 16, Illinois. 


EXCLUSIVE PROTECTED TERRI- 
tories open for agents eee 3! on 
plumbing supply houses. Nationally- 
advertised faucet washer replacement 
material. Unique demonstration sells 8 
out of 10 on first call. Address Key 
647-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


SALES REPRESENTATIVE WANTED 

for eastern Pennsylvania, Delaware, 
and southern New Jersey calling on 
wholesalers; plumbing, industrial, and 
hardware. By established Midwestern 
manufacturer selling nationally. Na- 
tional advertiser. Give complete details 
as to present lines, organization, and 
experience. Address Key 651-D. “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois, 




















WOMEN REPRESENTATIVES 


High-type women desired to act as sales 
agents for manufacturer of steel en- 
amel bath tubs and kitchen sinks. Com- 
mission basis. Opportunity in many 
territories. Write fully. Address Key 
646-D, “DOMESTIC ENGINEERING,” 
1£01 Prairie Ave., Chicago 16, Illinois. 





OLD, SSTABLISHED, REPUTABLE 

manufacturer tubular plumbers’ brass 
goods seeks new representation in the 
following territories: Pacific Northwest, 
Minnesota, Detroit, St. Louis-Kansas 
City. Address Key 648-D “DOMESTIC 

SNGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





MANUFACTURERS’ REPRESENTA- 

tive wanted to handle well-known ad- 
vertised line of copper tube fittings and 
allied products. Many territories avail- 
able. Address Key 653-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





SALES REPRESENTATIVES WANTED. 

Michigan, Minnesota, Missouri, Ohio, 
and some other good exclusive terri- 
tories available. Must be capable of sell- 
ing our service to heating, air condi- 
tioning, and refrigeration trades. Also 
to national users of heating and refrig- 
eration equipment. Long-established 
Midwestern firm. Repeat orders, com- 
mission basis. Very profitable for man 
able to handle this since it is a service 
to the trade very much in demand to- 
day. Address Key 554-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


REPRESENTATIVES WANTED: IF 

you are a manufacturers’ representa- 
tive living either in St, Louis, Missouri; 
Cleveland, Ohio, or Chicago, Illinois, 
selling wholesale jobbers—our line of 
plumbers’ brass and tubular goods, and 
all types of soft seat and hard seat 
globe valves, gate valves and radiator 
valves—is open for representation. Ad- 
vise, in detail, qualifications. Address 
Key 655-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois, 


PENNSYLVANIA MANUFACTURER OF 

high-temperature cements, selling job- 
bers since 1929 at low prices, wants ag- 
gressive agents. Many territories open. 
Commission. Write giving territory cov- 
ered, lines handled, experience. Address 
Key 627-D, “DOMESTIC ENGINEER- 
ING, ” 1801 Prairie Ave., Chicago 16, Illi- 
nois 








WELL-ESTABLISHED, RELIABLE 

specialty house selling to jobbers, 
Territories: Florida, Alabama, Georgia, 
North and South Carolina, Virginia, 
West Virginia, Kentucky, Indiana, Ohio, 
Michigan, and Pennsylvania west ot 
Harrisburg. State lines and territory. 
Address Key 643-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


MANUFACTURERS’ REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive terri- 
tories open. Write full details in con- 
fidence. Box DE 919, 221 West 4lst 
Street, New York, N.Y. 


OLD, ESTABLISHED MANUFACTUR- 
er of complete line of plumber’s brass 
goods, desires representation through 
manufacturers’ representatives, in the 
states of Utah, Idaho, and Montana, 
state of Michigan, and states of Okla- 
homa, Kansas, and Nebraska. Advise, 
= detail, aualifications. Address Key 
654-D. “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 











WE DESIRE PLACING OUR AUTO- 

matic gas water heater with a factory 
representative in Iowa, Wisconsin and 
Minnesota. No trade restrictions, we 
want active merchandisers. Our prod- 
uct is priced within reach of all mar- 
kets. Address Key 659-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





REPRESENTATIVES WANTED TO 


handle a quality line of steel pipe 
nipples and fabricated pipe. Exclusive 
territories open in west Pennsylvania, 
West Virginia, Ohio, Michigan, Indiana, 
Illinois, Kentucky, and Tennessee. Ad- 
dress Key 657-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


LINES WANTED 








ACTION 
COVERAGE—PROMOTION 


Covering all plumbing and heating jobbers in 
Pennsylvania, New Jersey, Delaware, Mary- 
land, Washington, Virginia and West Virginia. 


COBIN and SAXON 


1352 Hellerman Street 
Philadelphia 11, Pa. 








ESTABLISHED EASTERN MANUFAC- 
turer of a quality line of steel kitchen 
cabinets and sinks has openings in a 
number of territories for district repre- 
sentatives. Complete line, nationally- 
advertised, competitively priced and 
backed with special promotions makes 
attractive deal for wholesale plumbing 
supply houses and kitchen specialists. 
Will arrange interviews with estab- 
lished representatives with successful 
records. Full details please as to terri- 
tory and present activity. Address Key 
649-D. “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





MR. MANUFACTURER 


We have a national sales organization 
(22 men) covering the plumbing and 
heating jobbers throughout the United 
States. We are the sole sales outlet 
for two different corporations. If you 
have a distribution problem, why not 
investigate us? We can handle an- 
other non-conflicting account. Ad- 
dress Key 628-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 240 AND 242 
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In RRR 
by Wholesalers & Contractors 


Sell your customers the genuine “DUO Waste” 


now identified by an attractive two color label. 


Easily recognized—Impossible to confuse with 


ordinary styles of continuous wastes. Look for 
the “DUO” label. Reg. U. S. Patent Off. 





NEPTUNE 


SUMP PUMPS 

















NEPTUNE PUMP MFG.CO. 


4912 N, 6th St., Philadelphia 20, Pa. 






A 





for Effective Merchandising / 


ff ey 


f 


ng 
f 








WRITE FOR “DUO WASTE” CATALOG 





| MANUFACTURED © ONLY BY. 
THE M. S. LITTLE MANUFACTURING CO. 
HARTFORD 6, CONN., U.S. A. 


The Poecupine 


CARRIES | tgp ase OWN PROTECTION 





YOUR PIPE, 

VALVE AND TANK 

. THREADS NEED KRASCO PROTECTION 
FOR MALE & FEMALE THREADS 


KRAUSE STAMPING é MFG. CO, [rite to8,teee 


P.0. BOX 468 WHEELING W. VA. & PRICES 


wey KRAS CO rrotecrors 


YAGER'S coi.” 
Good Soldering 




















|SOLDERING SALTS AND PASTE 


“BEEKMAN” For Buildings 6 to 10 
SMOKE 4 to 6 Stories High 
ee. Stories High . and 
MINT Municipal 
TEST MACHINE Applications | 






Available in 3 Sizes 


45-16 162nd Str | 
MUTUAL MANUFACTURING CO. FLUSHING 58, NY. | 


| dering and general application, use YAGER’S 





| For perfect electrical, mechanical joint sol- ¢& = 


Soldering Salts and Paste. Available in 1/2, 1, — 
5 and 50 Ib. cans. Full directions in every 
container. YAGERS 


PG > Gi Oa:1 4) b10], elena |, [on 


HUDSON NEW | ee = 
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LINES WANTED 





West Virginia & Virginia 
CLARKE SALES COMPANY 


Plumbing and Heating Fixtures and 
Supplies 
Representing the Manufacturers 
1210 Grant Street, Charleston, W. Va. 





R. P. WILEY 
616 West 26th 
Kansas City 8, Mo. 
Selling jobbers throughout Iowa, Ne- 


braska, Kansas, Oklahoma, western 
Missouri. Warehouse service available. 





MANUFACTURERS’ REPRESENTA- 

tive calling on wholesale plumbing 
and hardware jobbers in New York 
state, north of Peekskill and west to 
Buffalo, desires several additional lines. 
WESLEY JOHN, West Shokan, New 
York. 





PAUL ATCHISON 

SALES COMPANY 
777 Stanford Avenue, Los Angeles 21 

607 Market Street, San Francisco 5 
California 

Lines for plumbing, hardware and industrial 
jobbers, only. Especially interested toilet cents 
and plumbing fixtures. Perfect coverage in 
fornia and for past twenty years. 


M. L. QUEEN 


410 N. Poplar Street 
Dexter, Missouri 
Established with plumbing jobbers in 
the states of Missouri, Arkansas and 
Louisiana, giving prompt coverage to 

manufacturers represented. 








REPUTABLE MANUFACTURERS’ 

agent calling on plumbing supply 
jobbers desires good additional line. 
Active coverage eastern Pennsylvania, 
Delaware, New Jersey, Baltimore, 
Washington. Address Key 420-D. “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


OLD ESTABLISHED FIRM 


highly recommends their New York agents to 
manufacturers requiring extensive coverage of 
wholesalers in this area. Curtailment our 
production puts them in a position to take on 
another line, and as they have @ a wonder- 
ad job in we up our = we heartily 

ommend them to others. ess Key 565-D, 
“DOMESTIC ENGINEERING,” 1 1801 Prairie 
Ave., Chicago 16, Illinois. 








THE SCHUTZE SALES CO. 


1999 North Snelling Ave. 
St. Paul 8, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 





MANUFACTURERS’ REPRESENTA- 

tive established in the State of Flor- 
ida, calling on all plumbing and heat- 
ing jobbers, desires a few more lines to 
promote. Located at St. Petersbure, 
Florida. Address Key 620-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois, 





RATES FOR CLASSIFIED ADVERTISEMENTS 


Eight cents per word, including heading and address. For 
keyed address count seven words. Minimum advertisement, 
$2.00 per insertion. Cash must accompany order. For rates on 


bold face advertisements in this section write to Classified 
Advertising Department, DOMESTIC ENGINEERING, 1801 


Prairie Ave., Chicago 16, Illinois. 
ments are payable in advance! 


All Classified Advertise- 








LINES WANTED 


LINES WANTED 





THE PROBLEM 


You manufacture quality products for 
distribution through plumbing and 
heating wholesalers. Your coverage 
in New York, New Jersey, and Con- 
necticut (the most fertile market in 
the country) is weak or non-existent. 
You have more raw material than 
orders. You need volume sales. 


THE SOLUTION 


Engage us on a strictly commission 
basis. Our record of 30 successful 
years as manufacturers’ representa- 
tives speaks for itself. We know the 
market, cover it intensively, and give 
our principals a steady flow of orders. 
We maintain a local warehouse. Let’s 
get acquainted. Write and tell us 
your story—we’ll be glad to tell you 
ours. Address Key 638-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





MANUFACTURERS ATTENTION 


Boston manufacturers’ representative with long 
experience selling to, New England plumbing 
and heating supply Ss, can give sonal 
. poaeve es to addi reput- 

Key 640-D “DOMESTIC 
ENGINEERING. 1801 Prairie Ave., Chicago 
16, 





WANT QUALITY LINE, CONTACTING 
the best jobbers. Representing one 
principal for over — years. Chi- 
cago-Milwaukee are Address Key 
566-D, “DOMESTIC *QNGINEERING, 
1801 Prairie Ave., Chicago 16, Illinois. 





ESTABLISHED 


engineering corporation has openings in manu- 
facturers’ representative division for air con- 
ditioning, enameled steel, cast iron, china, brass 
and plumbing specialties for Texas, Oklahoma, 
Arkansas, Louisiana, New Mexico, and a 
Must be top lines as we travel 5 men. Addres: 
Key 641-D, Pg io ENGINEERING,” 
1801 Prairie Ave., Chicago 1 linois. 





WANTED: PLUMBING OR HEATING 
line, by alert, wide-awake sales or- 

ganization enjoying A-1 rating among 

the jobbers and dealers. Chicago, Illi- 

nois, Indiana and Wisconsin. Address 

Kev 619-D, “DOMESTIC ENGINEER- 

Fie ot 1801 Prairie Ave., Chicago 16, 
nois, 


E-B SALES COMPANY 


Manufacturers’ Representatives 


P. O. Box 863, NORTH MIAMI, FLA. 


We serve the Plumbing Jobbers of 
orida 


One State — Frequent Calls— Better Results 











QUALIFIED 
REPRESENTATION IN 


Tennessee, Mississippi, Arkansas and northern 

A'abama. Manufacturers of plumbing lines: 
Hae is your unity to get experienced 
representation in this area. Concentrating on a 
few “se lines. A Southerner who KNOWS 


he S 
ee soe HARRY CRABTREE 
730 M A ee ’seeee Main 


MANUFACTURERS’ REPRESENTA- 

tive in eastern part of New York 
state (not metropolitan district) desires 
line of large-size oil storage tanks. 
Address Key 650-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


ESTABLISHED MANUFACTURERS’ 
representative desires additional lines. 
Four salesmen actively covering all of 
metropolitan district including Long 
Island, Westchester and part of New 
Jersey. Can give references from sev- 
eral of largest plumbing supply houses 
if desired. Would appreciate opportu- 
nity for all or any part of territory 
described. Address Key 623-D, “DO- 
yee’ ENGINEERING, * 1801 Prairie 
Ave., Chicago 16, Illinois. 


MANUFACTURERS’ REPRESENTA- 

tive specializing in state of Connecti- 
cut carrying four major lines wishes to 
add brass goods to line. Items manu- 
factured to include valves, faucets, bath 
and shower fittings. No tubular items. 
Other specialties as self-closing, heat- 
ing and oil-handling equipment accept- 
able. Address Key 658-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


ESTABLISHED MANUFACTURERS’ 

representative has increased sales 
force, desires additional plumbing or 
heating lines. Now handling such major 
lines as steel heating boilers, fuel oil 
tanks, steel nipples, among others. Cov- 
ering all Boroughs of New York City, 
Westchester and Long Island counties, 
also few selected accounts in Connecti- 
cut and northern New Jersey. CALLA- 
HAN, CASE, 1722 East 26th Street, 
Brooklyn 29, New York. 

















FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 238 AND 242 
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open-end |< 


ratchet 
wrench 


invented, 
perfected 
and produced 
solely by TAC 


he 
4 





Volume-manufactured in two a. Jobs 
styles—the socket type and the hp ayy 
LUBRICATION LINES 
Crowfoot type, TAC Open End ie ten ie 
Ratchet Wrenches are scoring PNEUMATIC LINES 
phenomenal time and labor a 
savings throughout all Industry. RAILROAD EQUIPMENT 
RIGGING EQUIPMENT 
It is a matter of record that here- Sain 
tofore no tool was made that AUTOMOTIVE EQUIPMENT 
could — in a limit of 7° ratcheting WATER AND GAS LINES 
arc — successfully tighten or back + OF 





off nuts or fittings on tubing or 
other standing center assemblies. 
The speed with which TAC can 
complete difficult wrenching jobs, 
in anybody’s hands, is amazing. 










Our plants are currently produc- 
ing at capacity for all the Armed 
Forces and for Defense industries. 





© 1952—TACc 


For information about TAC Wrenches 
see your Industrial Supply Distributor 











NEW SUN-RAY 


SERIES “VS” 


VERTICAL FLAME 
BURNER 





The New 
Addition to the 


Great Sun-Ray 
““Shell’’ Head 
Burner Family 


1 — Burns less oil — 500° to 600° F. hotter flame. 
2—No combustion chamber required. 

3 — No complicated hearth to build. 

4— No moving parts in combustion area. 

5 — Burns catalytic oil cleanly and completely. 


6 — Delivers heat directly to boiler sections or 
furnace heat exchangers. 


7 — Built-in delayed action oil brake. 
8 — Easy to install — requires less service. 


9 —Tops in consumer appeal. 


Na Ld / 
Re 


~ 
1) URN 





SUN-RAY BURNER MFG. CORP. 





139-28 Queens Boulevard « Jamaica 2, N. Y. 
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LINES TO HANDLE 


WANTED TO BUY 


BUSINESS OPPORTUNITIES 





PLUMBING 
BRASS SALESMEN 


for Boston, Detroit and Pittsburgh ter- 
ritories. A fine complete line of cast 
brass goods for sale to wholesalers. 
Handle our line exclusively. We are not 
interested in sales agents. Address Key 
642-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





WANTED TO BUY 
WILL BUY FACTORY 


manufacturing products used in the 
plumbing and heating business. Deal 
with principals only. Confidential. We 
are now manufacturers in this industry 
and wish to broaden our lines. P. O. 





Box 52 Peck Slip Station, New York 
38, N. Y. 


WANTED 


Your surplus and obsolete items of 
brass tube fittings, shut-off cocks, tube 
tools, etc. Let us know what you have 
for disposal. 
GEORGE E. QUINN 
410 Carter Road 
Decatur, Georgia 





BUSINESS OPPORTUNITIES 





PLUMBING, HEATING, AND AIR CON- 

ditioning, contracting business, es- 
tablished 60 years in one location, 27 
years by present owner, in a central 
Indiana manufacturing, agricultural 
and railroad city of 23,000 population, 
in heart of downtown section. Business 
includes, real estate with beautiful dis- 
play room, machinery, modern stock, 
tools, office equipment, truck, ete. Also, 
owner's beautifully furnished home in 
residential district is included in this 
sale. This is an above-the-average op- 
portunity for a qualified purchaser. All 
priced at $48,500—$15,000 down, balance 
on monthly payments of $300, or $3600 


year, interest free. Don’t miss this! 
Address Key 652-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 





BUSINESS FOR SALE: THE ONLY 

plumbing wholesale specialty busi- 
ness located in the heart of the South. 
For the past ten years, with good 
clientele and covering the South. Due 
to owner’s failing health will sell all or 
half interest including good-will, and 
stock with all equipment, clean sale, 
As I am getting out of the business, 
Address Key 644-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





FOR SALE 





UNHEARD OF SALE IN 50-TON COM- 

mercial refrigeration unit. Suitable 
for air conditioning, frozen food locker 
plant, 90’x60’ skating rink. Switchboard 
equipment for fully automatic opera- 
tion; freon gas unit for primary freez- 
ing; brine tank and pumps for sec- 
ondary freezing. Used only 129 days. 
A-1 condition, ready to operate on 
installation, A. C. current. 3onus of 


40’x20’ steel Quonset hut with wiring, 
plumbing, water pump, hot water 
heater. Will sacrifice to clear indebt- 


edness. Address Key 660-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave. 
Chicago 16, Illinois. 








% 


THE 
CAMPER 
e 


Styled and built like our costlier 
aluminum and white showers 
@ Exclusive double splash boards 
for greater strength and beauty 
@ Choice of sizes: 30" x 30" x 76" 
or 32" x 32" x 76" 
@ Galvanized "Paint Grip" Steel 
@ Receptors: Cast Stone, Porce- 
lain Enamel, Terrazzo, Baked 
Enamel Steel 
Immediate Delivery 
We manufacture a complete line 
of aluminum showers in natural or 
enamelled finishes 


NATIONALLY ADVERTISED 





SUPERIOR SHOWER CO. 


Y 


27-05 Fifth St. * Long Island City 1, N 


e RA 9-0676 
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4 

4 

s ... Effective immediately, all Alberene sinks will 
bial _ be special sinks, built to order to fit any space, in 
ro any dimensions. Manufacture of production-run 
4 laundry trays has been discontinued. 

388 Just send us complete dimensions (ask us for 
= our easy-to-use order forms). There are nine 
3 types you may choose from. If you have any 
a trouble in design, phone our local representative, 
3 or write to — 


ALBERENE STONE CORP. 


OF VIRGINIA 


419—4th Ave., New York 16, N. Y. 
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TURNER 
Cuabity Stmee /5// 





No. 275 Low Pressure 
TINNER’S FIRE POT 


e@ Exclusive ‘Carburetor Control’ enables 
pot to operate efficiently at pressures of only 
20 to 30 pounds. 

e Air siphoning tube is adjustable to permit 
instant balancing of gas and air mixture to 
meet widely varying job conditions. 

@ Carbonization is eliminated, thus assuring 
longer coil life. 

@ Flame control valve adjusts to any desired 
heat. 

e@ Burner coil is extra-heavy seamless steel 
tubing; pump is heavy blow-proof brass. 
See @ Fuel Capacity — 9 pints; pot will melt 20 
pounds of lead in 3 minutes. 

@ Bail handle locks in horizontal position 
to support soldering coppers. 


Get details, too, on Turner’s popular 
Tinner’s Fire Pot (No. 475); also 
Turner’s complete line of, Blow 
Torches. 


THE TURNER 





Your 
Jobber 


BRASS WORKS 








DOMESTIC ENGINEERING 


Architect — 
Lloyd and Morgan 4 
Houston, Texas 
Melrose Office Bldg. um 
Houston, Texas [ie 





Get the 
Profitable 
Jobs 








SOMERVILLE 
lron Works 


600 S$. MILL ST. NEW CASTLE, PA. 






















Lo-BLAST 
Economite 











sion Burner 





Gas Conver- 





& POWER-TYPE GAS 
= CONVERSION BURNER 


Regardless of the size of the heating 
plant, Lo-BLAST Gas Burners deliver 
more heat per fuel dollar. In 19 years 
of actual operation, these power-type 
units have consistently cut fuel and serv- 
ice costs. 

Because primary and secondary air 
is perfectly controlled from a blower 
source, the Lo-BLAST Burner is inde- 
pendent of variable natural draft. Hence 
it is particularly well suited for down- 
: ; draft boilers. Combustion is completed 
in an incandescent firebox, with radiant heat ap- 
plied to crown sheet as well as side walls. 

Other features include soft, quiet flame . . . stand- 
ard controls with positive acting pilot and blower 


SEB 
= 
agZ 
CAA f 
BAA safetys... sturdy, fool-proof design ... easy to in- 
A 
EAA 


= aa ee “Se “S AH & 

























stall because completely assembled and factory- 
tested on gas... competitively priced. 


ALo-BLAST dealership 
is profitable! Complete 
range of capacities 
end a nation-wide 
reputation for econ- 
omy make this burner 
@ strong seller. Write 





The standard Lo-BLAST 
Gas Conversion Burner 











MID-CONTINENT 
METAL PRODUCTS CO. 


1960 N. Clybourn Ave., Chicago 14, Ill 
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Cae inate! 2 lel aa cts a is ilk 


The crusty president of a country bank suddenly 
decided to be candid on his eightietn birthday wnen 
somebody asked him, “How did you get started in 
tne banking business anyway?” 

“Wasn't notning to it,’ confessed the old money- 
bags. “Ll jist hung out a sign sayin’ ‘Bank.’ Fust 
think you know, a feller comes along and deposits 
$100. A little later, another comes along and de- 
posits $2U0. By that time | was so conhaent | put 
in ten dollars of my own money.” 

—X-L Couplings— 

A fool and his money, nevertheless, have a very 

good time before they are parted. 
—X-L Nipples— 

You can save time in your shop by using “X-L” 
Packaged Couplings and Nipples. They're easier to 
store because you just leave them in the cartons; 
they’re easier to find when you want them because 
each carton is plainly marked with the size it con- 
tains. Ask your jobber about “X-L” Packaged Pipe 
Couplings and Nipples. 

—X-L Couplings— 

Poem: 

She has an ermine coat and a foreign car 

A ten-room flat with a built-in bar, 

And she does it all on thirty per, 

Believe it or not, it’s the truth, dear sir. 

Yet five years back, some teaching hick, 

Flunked this gal in arithmetic. 

—X-L Nipples— 

He arrived when there were other guests, and his 
hostess had to arrange for him to sleep on the couch 
in the living room. The next morning at breaktast, 
she wanted to know if he had enjoyed a good night. 

“Fairly good,” he told her. “I got up from time to 
time and rested.” : 

—X-L Couplings— 

When you order Pipe Couplings from your jobber, 
it’s just as easy to add, “And make them ‘X-L.’’ 
Just specifying the “X-L” trademark assures you of 
getting the finest Pipe Couplings available, made 
from the finest materials, accurately machined to 
industry standards. 

—X-L Nipples— 

The difference between a sailor and a seabee is 
that while a sailor and a girl are looking for a park 
bench, the seabee builds one. 

—X-L Couplings— 

“Doctor,” stated the man in the reception room, 
“we have a health problem at home. My wife is al- 
ways smoking.” 

“Tut-tut. What’s wrong with that?” 

“She inhales.” 

“So what? Everybody does.” 

“But she never exhales.” 

—xX-L Nipples— 

Don’t forget to write for your digest copy of the 
“X-L” Catalog; and when you do, send in your fav- 
orite gag... . See ya next month! 


—X-L Nipples— 
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T-UNEXCELLED! 


The name LEONARD on a thermostatic water mixing valve, 
in any size for any purpose, is a guarantee of quality. 
Compare features of construction and performance and you'll 
agree that the LEONARD L-9 is unexcelled for shower 
temperature control. 


Anti-Scalding and Anti-Chilling 


A solid bimetal thermostat in conjunction with double seated 
balanced valves instantly and forcefully compensate for 
changes in both temperature and pressure of the hot and 
cold water. Upon failure of either supply the valve auto- 
matically shuts off. 


The volume control and shutoff handle, conveniently located 
with the temperature selector, provides accurate temperature 
at any desired flow. 


Easily and inexpensively installed—no need for check valves, 
strainers, volume control valves or pressure equalizers. These 
features are all built-in. 


safety, accuracy and ease of operation are 


; ye The L-9 is the valve with an outstanding 

LEONARD record for years of service in hospitals, 

t eg Bh tae schools and residences where the utmost in 
waven a j waRvEs essential. 


Write for a copy of the new Leonard Catalog “K” 








LEONARD VALVE COMPANY 


BCTolOM tliihvZerete My Wataltl= 2 ‘Gcelatiicl MAME dalelsl-MLilelale; 
Representatives in principol cities 





When You Think of 


SOIL PIPE 


think of 


SANITARY 
COMPANY 


INIA Ter 


Cast Soon Soil Pipe and 

Soil Fittings , Plumbing 

Specialties and Grey 
Iron Castings 


SANITARY COMPANY of AMERICA 
Linfield, Ps. 


Whatever you require write, 
phone or wire SANITARY COM- 
PANY of AMERICA. 




















AMAZING 





How ODOR-RIDD Solves 
Bathroom Odor Problems 
In New and Old Construction 


Sold Through Master 
Plumbers, Plumbers, 
Jobbers. Representatives 
Write Today. 


ODOR-RIDD mechanically eliminates bathroom odors. 
Attaches to present toilet seat. Seat pressure auto- 
matically starts motor-driven exhaust fan. No more 
tell-tale wicks, sprays and lights. Quickly installed by 
plumbers in present bathrooms, remodeling jobs and 


new construction. 


ie, CORPORATION OF AMERICA 


SALES OFFICE 
501 GARVER BUILDING 
DES MOINES, IOWA 
GENERAL OFFICES 
2374 SOUTH STATE ST. 
SALT LAKE CITY, UTAH 



















DOMESTIC ENGINEERING August, 1952 


BEATON & 
CADWELL eadership Today 


means: Living up to a Qualitys 


Prerfec ton FLOOR , , [i | 6) Pp 
& CEILING PLATES : 2Standard___--~-. 


Provide neat appearance to all 
piping jobs. 








Performance 


ee a 


Economy & 
Safety ! 





Cadwell Cadwell Cadwell 


No. 35 
Pressure Relief Valve. No. 75 No. 105 
Diaphragm-operated. Adjustable Poppet Type Poppet Type Pressure 
Yo" or %” 1.P.S. Pressure Relief Valve. Relief Valve. Ye” 
Listed A.G.A Yo" 1.P.S. 1.P.S. Listed A.G.A. 


Types No. 35, 75 and 105 can be furnished with fusible plug for 
temperature relief. (Not self-closing on temperature relief.) oY y Y 
aawe No. 25E 


SELF-CLOSING TEMPERATURE 
ALL PRESSURE RELIEF VALVE 


Diaphragm-operated thermostatic 
element out of water at all times 
with exception of during discharge 
period. Available in male 1/2”, 3/4”, 


ge Ee and 1”, Female drain Y2” in all 


cases. Listed A.G.A. 
No. 300 SAFETY RELIEF VALVE 
Same as Cadwell No. 200 except it has 34” 
I.P.S. Has a capacity of 350,000 B.T.U.’s. 
This valve, like the No. 200 is ASME Stand- 
ard. 


Cadwell 
No. 200 SAFETY RELIEF VALVE F 

For low pressure heating boilers. May be e % C. 
used for release of various liquids or gases. a No. 25 


Has 1” I.P.S. Steam capacity of 597,000 5 
B.T.U.’s. This valve is ASME Standard Same as No. 25E without 
extension. Listed A.G.A. 
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